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Stories of the Week 


“Why in the name of all that’s 
decent do you allow a contraption 
like that to clutter up your floor?” 
exclaimed the distributor’s field man, 
as he turned up his nose at the No- 
Name Borax home appliance. 

“Whassa mattah with the way I 
do business?” rejoined the dealer, 
pertly. “I sell that there dingfad at 
bare cost to my public.” 

“T’ll bet you do. You’d have to sell 
it cheap to get rid of it,” needled 
the distributor’s man. “But where’s 
the profit in a deal like that?”. 

“J make money, plenty, wise guy. 
People who buy that Borax call me 
up so often for repairs that I make 
mine in servicing ’em.” 


Walt Schuler, our Superintendent 
of Production, phoned home _ the 
other day and his wee daughter 
answered. 

“Hi, honey,” greeted Walt. 
mail for Daddy today?” 

“Uh-huh.” 

“Who was it from?” 

“The mail man.” 


“Any 


Cards for Gregory 


“Inside Dope” has a six-year-old 
son who has gone batty about post- 
cards with pictures of city buildings. 
He collects them avidly, mounts them 
in albums, studies them until he’s 
memorized every architectural fea- 
ture, and shows them off to his play- 
mates. 


Daddy makes an occasional trip, 
and always brings back a number 
of postcards bearing pictures of 
buildings in the city he has visited. 
But son Gregory is impatient for 
more cards, and daddy just can’t 
=‘t around to enough cities fast 
enough. 

If you’d like to make a fine little 
boy supremely happy, please mail 
him a pictorial postcard from your 
city, indulgent reader of this column. 
And when you go on your vacation, 
and send postcards back to relatives 
and friends, please send one to 
Gregory, too. He will acknowledge 
each card personally. You can ad- 
dress him (Gregory Taubeneck) in 
care of AIR CONDITIONING & REFRIG- 
SRATION NEWS, Detroit, Michigan. 
And THANK YOU, ever so much. 


Where We Stand on 
An Important Issue 


The following exchange of corres- 
pondence between two close friends 
may be as significant as anything 
you'll find in this issue of the NEWS: 
Editor: 


In the May 23 issue of the NEws 
I saw your name on the program at 
Hot Springs, Va., where you were 
to speak to the ACRMA on a subject 
entitled, “How to Make Money in A 
Buyers Market.” 


I wish I could have been there to 
hear you because I am sure it was 
a speech worth hearing and remem- 
bering. If, however, there had been 
a discussion period afterward, I prob- 
ably would have asked this question: 
“Why do you run classified adver- 
tisements on commercial refrigera- 
tion equipment broadcasting dis- 
tressed merchandise prices ?” 


All of the manufacturers of this 
(Concluded on Page 11, Column 1) 
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™ New Pay Schedule 
For Servicemen 


Set In Pittsburgh 


PITTSBURGH—Details of the new 
agreement between the Refrigeration 
and Air Conditioning Contractors As- 
sociation of Pittsburgh and Local 
No. 449 of the United Association of 
Journeymen and Apprentices of the 
Plumbing and Pipe Fitting Industry, 
reveals a sliding scale of wages, de- 
pending upon type of work done, and 
years in the trade. 

The rate for “B” Journeymen for 
installation and servicing of light 
commercial refrigeration and air con- 
ditioning is set a $2.12% cents per 
hour. 

The handling, installation, and 
servicing of window ventilating units, 
individual hermetically-sealed domes- 
tic refrigeration units, and house- 
hold appliances, performed by “C” 
Journeymen, is to be paid at the 
following rates: 

First year—65% of the domestic 
“B” Journeyman’s wage rate. 

Second year—75% of the domestic 
“B” Journeyman’s wage rate. 

Third year—85% of the domestic 
“B” Journeyman’s wage rate. 

Fourth (and final) year—Domestic 
“B” Journeyman’s wage rate, or $2 
per hour. 


‘Tru-Zone’ Table-Top 
Model Has Drawers 


BROOKLYN — A _ 36-in. high, 
“drawer-type” refrigerator which is 
claimed to provide enough storage 
space to meet the requirements of 
those who require an 8-cu. ft. con- 
ventional model, was introduced re- 
cently by Acme-National Refrigera- 
tion Co., Inc., here. 

It will retail for $239. 

Known as “Tru-Zone,” the table- 
top refrigerator has two drawers in- 
stead of the conventional door. The 
drawers are equipped with nylon 
roller bearings, ‘“floating’’ slides to 
provide balance, and 
automatic locks. 

The refrigerator is said to be the 
result of eight years’ research and 
engineering. It was described as 
“Acme-National’s answer to the de- 
sires of the American housewife—de- 
sires determined by an_ extensive 
door-to-door survey. 

“Asked what she wanted most in 
a refrigerator, the housewife said 


(Concluded on Page 4, Column 5) 


self-locking _ 
present prices 


Hot Spell Helps 


Sales of Air 
Cooling To Rise 


DETROIT — “The best break the 
industry has had in years!” 

That’s what one air conditioning 
distributor labeled the hot spell which 
has hung on in the midwest and 
northeast areas of the country ever 
since the first week in June. 

“Sure, it’s helped actual sales 
somewhat, although we’re not run- 
ning heavily ahead of last year. But 


what’s more important, it’s convinced . 


the people in this part of the country 
that they live in an area in which 
air conditioning is definitely needed. 

“There’s more interest and _ in- 


(Concluded on Back Page, Column 5) 


‘Bad Debt Reserve’ 
Seen Aiding Dealers 


CHICAGO—Approval by the Com- 
mission of Internal Revenue is ex- 
pected shortly for establishment of a 
reserve for bad debts by dealers in 
furniture and other personal prop- 
erty reporting sales on the instalment 
basis. 

If approved by the commission, 
the method of reporting income may 
save instalment basis taxpayers 
$40,000,000 to $50,000,000 the first 
year following its use, according to 
Roscoe R. Rau, executive vice presi- 
dent of the National Retail Furniture 
Association. An NRFA tax commit- 
tee presented the association’s case 


(Concluded on Page 4, Column 4) 


Price Protection 


Offered by Kramer 


TRENTON, N. J.—Because ‘com- 
mercial refrigerating equipment at 
is one of the few 
genuine bargains offered for capital 
purchases in the U. S.,” Kramer 
Trenton Co. here is offering to guar- 
antee against price reductions of any 
of its refrigeration coil items listed 
in its published literature. 

Announcement of the price protec- 
tion plan was made in a letter sent 
out last month to the company’s 


(Concluded on Back Page, Column 3) 


Gibson Shows Two 
8-Cu. Ft. Models at 


Lower Price Levels 


GREENVILLE, Mich.—Two new 
“popularly-priced” refrigerator mod- 
els are now being introduced by 
Gibson Refrigerator Co. “to hit the 
market at the peak of the buying 
season.” 

Both are 8-cu. ft. models, one sell- 
ing at a suggested list of $229.95, 
the other, a deluxe model, carrying 
a suggested list of $269.95. 

The lower-priced ‘4-Star Special’ 
model provides a “Freez’r’ locker, 
“Fresh’ner” shelf, and sliding crisper. 
J. L. Johnson, Gibson general sales 
manager, makes the claims that the 
4-Star Special is the only 8-cu. ft. 
refrigerator with a full-width freez- 
ing compartment and a full-width 
crisping zone listing at a price as 
low as $229.95. 

It has 12.71 sq. ft. of shelf area, 
three full shelves, and the Gibson 
sealed condensing unit. 

The ‘“4-Star Deluxe’ model at 
$269.95 provides a full-width, glass- 
front Freez’r locker, a_ full-width, 
acid-resisting Fresh’ner shelf, a full- 
width “Dew Temp” vegetable crisper, 
and a full-width “Tilt Bin’ for dry 
crisp storage. 

It has three full shelves and one 
stub shelf, providing 15.56 sq. ft. of 
shelf area. Both models are nation- 
ally priced and carry price protection. 


Buffalo Food Stores 
Begin- Freezer Sale 


BUFFALO—A foo? chain here has 
invaded the home freezer merchan- 
dising field. 

Loblaw supermarkets has launched 
a promotion of home freezers at 
a special price of $149.95, com- 
pared with a former price of $179.95, 
and included $25 worth of frozen 
food free with each purchase. 

The freezers were displayed in the 
frozen. food departments of ‘all Lob- 
law stores in Buffalo and attracted 
considerable interest from shoppers. 
They also were reported to have 
stimulated greater interest in frozen 
foods.. *- 

Loblaw launched the promotion 
with a full-page newspaper adver- 
tisement which offered “America’s 
most popular home freezer at a great 
big saving for the first lucky 100 
Loblaw* customers.” 

(Concluded on Back Page, Column 1) 


Burning Question: What Good Isa Heat Wave? 


A cartoon series which Frigidaire is using in a direct- 
mail campaign to promote its room air conditioners is 
“right on the nose” in the light of the hot and humid 
weather which most of the country has experienced in 


the past weeks. 


AB. WHEE 
PRIVATE 


Air conditioning dealers report an up- 
surge in interest as the nation has experienced its first 
prolonged hot spell 
promotions like this can use hot weather to advantage. 


in several years. Ready-at-hand 


Credit Controls 


Die as Congress 
Fails To Act 


Big Detroit Merchants May 


Keep Present Terms, But 
Small Stores Are In Doubt 


WASHINGTON, D. C.—Consumer 
credit controls on major appliances 
and other “big ticket” items died at 
midnight June 30, as Congress failed 
to renew the Federal Reserve Board’s 
power over them. — 

What down paymenis will be asked 
and how much time will be allowed 
is now strictly a matter between the 


This Could Happen Here 


TORONTO, Ont., Can. — Con- 
sumers Electric Appliance Corp. 
is out gunning for business by fea- 
turing “no money down” and by 
offering to provide free transpor- 
tation for customers to and from 
the store. 

The firm is accepting old appli- 
ances as down payment on pur- 
chases of new ranges, washers, 
and refrigerators. Customers are 
given 24 months to pay the bal- 
ance. 


dealer and the customer. Just what 
steps will be taken by merchants 
now that they are free to do what 
they please is yet to be determined. 

The Detroit Retail Merchants As- 
sociation, however, indicated that the 
larger local merchants are inclined 
to leave credit terms pretty much as 
they are. What the smaller mer- 


(Concluded on Page 25, Column 2) 


Anti-Trust Suit 
Hits GM-Du Pont 


WASHINGTON, D. C.—An anti- 
trust suit designed to break up the 
du Pont industrial empire, including 
a separation of the du Pont and Gen- 
eral Motors Corp. interests, was filed 
in the U. S. District Court in Chi- 


(Concluded on Back Page, Column 1) 


Jahco Quits Production 
OF Open-Type Units 


CLEVELAND — Jack & Heintz 
Precision Industries, Inc. here, an- 
nounced June 29 that it is discon- 
tinuing the manufacture and sale of 
open-type condensing units for eom- 
mercial and industrial refrigeration. 

Increasing demands of new prod- 
ucts upon the engineering and manu- 
facturing facilities, coupled with a 
declining market for this product, 
were given as reasons for the action. 

A company spokesman stated that 
sizeable inventories of replacement 
parts had been set aside ‘“‘so that the 
many thousands of Jack & Heintz 
condensing units in service can be 
adequately maintained.” 


Dunbar Gets New Duties 
In G-E Refrigerator Div. 


BRIDGEPORT, Conn.—J. W. Dun- 
bar, who was formerly in charge of 
advertising and sales promotion of 
General Electric refrigerators and 
home freezers, has been appointed 
supervisor of sales planning and 
merchandising for the company’s 
household refrigerator division, it was 
announced. 

He is succeeded by Fielding Chand- 
ler, who previously was responsible 


(Concluded on Page 4, Column 5) 
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U. S. Grading Standards 
For Frozen Orange Juice 
Take Effect July 24 


WASHINGTON, D. C.—The U. S&S. 
Department of Agriculture has an- 
nounced that U. S. Standards for 
grades of frozen concentrated orange 
juice will become effective on July 
24. 

The published standards are based 
on studies made of frozen concen- 
trated orange juice, concentrated 
under high vacuum at low tempera- 
tures and standardized to 41.5 to 43.5 
degrees Brix (technical term for 
measurement of concentration), with- 
out the addition of any ingredients 
other than fresh orange juice. 

This product, the Department re- 
ported, packed and handled properly 
and after being reconstituted by add- 
ing three parts of good water to one 
part of concentrate, reflects color, 
flavor, and body substantially the 
same as freshly extracted orange 
juice. 

The Department, in establishing 
these standards, pointed out that 
there are other types of frozen con- 
centrated orange juice, including a 
sugar-added type. 

A sufficient amount of data 
has not been submitted to justify 
making provisions for the addition of 
sugar or incorporating requirements 
for other types of frozen concen- 
trated orange juice, but the Depart- 
ment will consider making further 
studies of such other types with a 
view of developing standards for 
them if a need is definitely estab- 
lished by the industry concerned, in- 
cluding the interests of consumers, 
it was announced. 


Reinhold Is Cutler-Hammer 
Refrigeration Sales Head 


MILWAUKEE—Announcement has 
been made by Cutler-Hammer, Inc., 
of the appointment of W. R. Rein- 
hold as manager 
of refrigeration 
sales. 

He succeeds R. 
M. Van Vleet, who 
retired recently af- 
ter 45 years with 
the company. 

Reinhold gradu- 
ated from the Uni- 
versity of [Illinois 
in 1931 with a de- 
gree in mechani- 
cal engineering. 
He joined Cutler- 


W. R. Reinhold 


Hammer in 1933. 

After working for short periods 
in various company departments, 
Reinhold entered the sales depart- 
ment where he became assistant 
manager of refrigeration sales in 
1944, the company said. 

He is a member of both the Re- 
frigeration Equipment Manufacturers 
Association and the National Elec- 
trical Manufacturers Association. 


Omaha Firm Air Conditions 
Building Floor by Floor 


OMAHA, Neb.— Union Outfitting 
Co. will soon complete air condi- 
tioning of its first and third floors, 
while work has just started on fourth 
floor. 

The remainder of the_ seven- 
story building will be air condi- 
tioned over a period of several years, 
the management stated. 


Unpopular Edict 


St. Louis Retailers Howl 
As City Bans Giveaways 
To Create Floor Traffic 


ST. LOUIS—Store operators in all 
forms of retailing here, are objecting 
strenuously to a recently-passed or- 
dinance’ prohibiting “giveaways” 
which entice visitors into the store 
to witness a formal opening, to buy 
merchandise, or to participate in 
special events. 

The edict has made it difficult for 
newly-opened stores to create a 
“splash,” it has been claimed by 
many retailers. 

A long-established statute, which 
classes all such “giveaways” as 
“Jotteries” in the event that the cus- 
tomer purchases any merchandise at 
the initial visit, or will possibly pur- 
chase merchandise in the future, was 
invoked to establish a foundation for 
the ordinance. 

Appliance dealers, as a direct con- 
sequence, have found themselves hard 
put to it to develop sufficient attrac- 
tions to bring in potential prospects, 
it was pointed out by many dealers. 

“The public by now has become 
well accustomed to such giveaways, 
which give each visitor an oppor- 
tunity to win handsome prizes,” it 
was pointed out, “and any store 
opening which fails to provide at- 
tendance or door prizes is foredoomed 
to meet with failure. 

“The general impression is that 
the retailer is not willing to part 
with any expense in store opening, 
and such an atmosphere inevitably 
creates a bad reaction.” 
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Beautifully finished units like this—3 and 5 ton. 
Central or remote type—7 2, 10 and 15 tons. 


Dealers Appreciate 
the Extra Profits in the CURTIS Line 


l 
Herel Why - 
Curtis slow-speed compressor equipment 
with TIMKEN roller bearings and the 
famous Curtis designed “Centro-Ring”’ pres- 
sure oiling system reduces friction and 


wear, providing low water and electricity 
consumption and assuring longer life. 


The interior of Curtis air conditioner cabi- 
nets are insulated with an approved type 
of heavy insulating and sound-absorbing 
material, thus exterior sweating is pre- 
vented — quietness is assured 


All Adds 
Profits Because of — 


Long Life, Slow Speed 

Negligible Maintenance Expense 
Quiet, Dependable Operation 
One-Day Installation 


Smart, Modern Exterior 
Appearance 


@ Completely Assembled at 
the Factory 


@ Full Range of Sizes and 
Capacities 


Up te More 


Before You Sign, Check the Advantages 


of the Curtis Line 


REFRIGERATING DIVISION 


R 49-13 


1912 Kienlen Avenue « 


95 Years of Precision M 


of Curtis Manufacturing Company 


Saint Lovis 20, Missouri 


Parts Buyers Like It Cool, Too 


A proven aid in the sale of Chevrolet auto parts at the Jack Kennedy 

Chevrolet Co. in St. Louis during the hot summer months is this 5-ton 

Frigidaire packaged air conditioner. The air conditioner is one of three 
that cool the auto dealer’s showroom. 


Sg 


* * 


Auto Parts Customers Linger, Buy More 
After Dealer Installs Air Conditioning 


ST. LOUIS —At first glance, it 
would seem highly improbable that 
air conditioning would have much 
in common with the sale of an auto- 
mobile hubcap or gasket. Yet air 
conditioning is playing a signifi- 
cantly important role in helping the 
Jack Kennedy Chevrolet Co. of St. 
Louis not only maintain a thriving 
new car business but build one of 
the largest automotive parts sales 
volumes in the midwest. 

Kennedy, a veteran with nearly 30 
years experience in the retail auto- 
motive business, uses three 5-ton 
capacity Frigidaire packaged air con- 
ditioners to keep his large new-car 
showroom, five offices, and the exten- 
sive parts department comfortably 
cool for his employes and customers. 

Installed by the J. J. Tenge Co., 
Frigidaire, St. Louis commercial re- 
frigeration and air conditioning deal- 
er, early in 1948, the trio of large 
store air conditioners circulate cool, 


dehumidified, filtered air to all sec- 
tions of the sales department. Be- 
cause all electrical and plumbing 
connections are grouped close to the 
floor, installation was simple. 

Located adjacent to Chevrolet's 
huge St. Louis assembly plant, the 
Kennedy sales and service building 
is recognized as one of the most 
modern of its kind in the country. 
Aggressive President Kennedy, who 
heads a_ sales organization which 
sells everything from a brand new 
automobile right on down to tie 
smallest cotter key, observed that 
sales-wise, “his summer parts volume 
increased noticeably after the new 
air conditioning equipment was 
placed in operation.” 

“If customers are comfortably cool 
during hot summer weather,” he said, 
“they will spend more time looking 
around—that’s precisely what we 
want them to do when they visit our 
parts department.” 


Seeger Boosts Earnings, 
Sales In 9 Mos. Period 


ST. PAUL, Minn.—Net earnings of 
Seeger Refrigerator Co. in the nine 
months ended May 31, were $2,742,- 
841 after provisions for state and 
Federal income taxes, compared with 
$2,006,305 in the corresponding period 
a year before, Walter A. Seeger, 
president, has announced. 

The latest nine month earnings 
were equal to $2.49 a share on 
1,100,000 shares of capital stock out- 
standing, compared with $1.82 a 
share on the same number of shares 
in the comparable period of the pre- 
ceding fiscal year. 

Gross sales in the nine months 
were $52,017,005, compared with 
$42,686,041 in the corresponding 
period a year before. 

“While the earnings for the first 
nine months of this fiscal year are 
very satisfactory, they do not fully 
reflect the change in economic con- 
ditions of the country and the re- 


| frigerator business,” Seeger said. 


| 


“Our estimates for the next three 
months, while they appear satisfac- 
tory, may not be in direct proportion 
to the results of the preceding nine 
months.” 


Former Hussmann Auditor 
Joins Atlanta Distributor 


ATLANTA — Robert Mattingly, 
former field auditor of Hussmann Re- 
frigerator Co., has become business 
manager of Refrigeration Appliances, 
Inc., here, distribution of Hussmann 
and Frick refrigeration equipment. 

Gordon L. McWilliams, president 
of the firm, also announced three 
other changes in personnel. 

H. B. (“Red”) Tullis, who for 
many years operated the Boys Mar- 
ket, has been placed in charge of the 
sales and installation of Bulmann 
all-steel store fixtures, for which 
Refrigeration Appliances became dis- 
tributor in this section. 

H. G. Vaughn, former sales man- 
ager of Public Service Co., Talladega, 


| Ala., has been named field represen- 


tative, contacting dealers. 

Jack Otte, former petty officer in 
the Navy, has been placed in charge 
of the northeast Atlanta section. 


Hamburger Stands, Ticket 
Agents--All Buy A.C. Units 


ATLANTA—The wide variety in 
types of markets for air condition- 
ing systems has been demonstrated 
by some of the installations made 
recently by Max Wright, Inc. here, 
distributor of Wright air condition- 
ing systems. 

These include three hotels, a chain 
of supermarkets, a hamburger stand, 
a delicatessen, theatrical booking 
agency offices, a drugstore, hotel 
coffee shop, and a chain of restau- 
rants. 


Rug Cutting Is Fun 
At Danceland Now 


PITTSBURGH — Air conditioning 

_ equipment has been added to Dance- 

land pavilion here to add strength 

to its claim of being “one of the 
nation’s great dance centers.” 

Representing the very latest in 
modern dance hall furnishing and 
equipment, Danceland features 4 
spacious dance floor, covering 7,2:0 
sq. ft., a stainless steel refreshment 
bar approximately 90 ft. long, 4 
kitchen with complete equipment ‘or 
serving meals, and checking fac li- 
ties for 5,000 persons. 

The summer air conditioning «S- 
tem is in combination with he 
heating system, and is designec to 
handle 1,500 persons dancing nd 
500 seated. The system is feati ved 
by the use of Marlo evaporative : on- 
densers. 

The combined air conditioning and 
heating outlet grilles have ‘een 
artistically designed to add bee ‘ty 
as well as comfort to the danc 's 
area. 


Mrs. Kok Elected Treasurer 
Of Baltimore Air Coil Co. 


BALTIMORE — Mrs. M. K. Ko: 
who has been associated with Balt 
more Aircoil Co., Inc., since Apri: 
1947, has been elected treasurer © 
the firm by the board of directors 
according to an announcement b) 
John Engalitcheff, Jr., president. 
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Auction Sale on 1949 
Appliances Creates 


Interest,| Traffic 


ELMIRA, N. Y.—Stein Stores, 
here, staged a three-day auction sale 
on new 1949 appliances that pulled 
considerable store traffic and helped 
stimulate interest in other appliances 
which were not featured in the auc- 
tion. 

The store launched the promotion 
with a full-page newspaper adver- 
tisement which invited interested 
persons to pick an official auction 
blank at Stein’s, look over the appli- 
ances to be auctioned, write down 
their bid on each appliance, and drop 
it in the auction box. 

The highest bidder on each appli- 
ance was announced on the first busi- 
ness day following the auction. Only 
one bid was allowed per person on 
each appliance. Successful bidders 
could pay 15% down and carry the 
balance over 91 weeks. 

For persons lacking transportation, 
Stein’s said it would send a car to 
the home of anyone calling the 
store. Featured in the auction were 
an automatic washer, a refrigerator, 
and a range. 

Everyone visiting the store during 
the auction also was given a handy 
jiffy measure free. 


Electrimatic Div. Drops 
Manufacture of Fittings, 
Driers, Strainers, Hose 


CHICAGO—The Electrimatic Div. 
of Simoniz Co. has discontinued the 
manufacture and sale of Electrimatic 
fittings, driers, strainers, charging 
lines, and other accessory items ef- 
fective June 30. 

As of July 1 this phase of Electri- 
matic’s activities was taken over by 
Madden Brass Products Co., 1111 N. 
Franklin St., Chicago. 

The manufacture of automatic con- 
trol valves is being continued with- 
out interruption by the Electrimatic 
division, but temporarily, effective 
July 1, all valve items so listed are 
being sold through Madden Brass 
Products. 

This new organization is under the 
ownership and personal direction of 
M. B. Madden, formerly sales man- 
ager for the Electrimatic division. 
Madden resigned his position to or- 
ganize this new company. 

Selected members of the Electri- 
matic staff as well as the sales or- 
ganization are associated with Mad- 
den in the new company. 

“Consequently, there have been no 
interruptions in the normal course of 
furnishing Electrimatic valves as well 
as driers, strainers, fittings, and 
other accessory items,” it was an- 
nounced. 

Madden is a member of both the 
ASRE and RSES. 


Butter Freezing Suggested 
As Hedge Against Shortage 


COLLEGE STATION, Tex.—Freez- 
ing of butter in home freezers by 
consumers was recommended _ re- 
cently as a means of preventing a 
possible butter shortage. 


Margaret Jackson, assistant foods 
and nutrition expert of Texas A. & M. 
college here, said that dry spring 
pastures late this summer may cut 
butter production by reducing the 
amount of milk produced. To prevent 
a shortage, she said consumers could 
freeze their butter for as long as 
six months providing it is of good 
quality. 

She said it is not best to freeze 
poor butter as it will not keep well 
even in a freezer. Before freezing, 
she recommended washing and mold- 
ing the butter and then wrapping in 
parchment paper. 


Broome Sheet Metal Moves 
To New, Larger Quarters 


CHARLOTTE, N. C.—The Broome 
Sheet Metal Co., authorized dealer 
for York Sunbeam winter air condi- 
tioning systems and Philco room air 
conditioners, has occupied its spa- 
— new building at 3534 Central 

ve. 

The company was formerly located 
at 1909 N. Harrill St. The new loca- 
tion provides some 8,000 sq. ft. of 
floor space. 


Tex. Bill Would Let Dealer 
Connect Gas Appliances 


AUSTIN, Tex.—By a vote of 59 
to 56, the House last week passed 
to final reading legislation permitting 
salaried employes of appliance 
dealers to install gas stoves and 
other appliances: 

Such installations are permitted 
when gas, water, or sewer connec- 
tions are already available in the 
home. 

In floor debate, opponents of the 
measure charged that the appliance 
dealers were trying to ruin the 
plumbers. Proponents alleged that 
plumbers take advantage of appli- 
ance purchasers, charging large fees 
for relatively simple installation 
jobs. 


Refrigeration for Albany Ports? 


ALBANY, N. Y.—The Albany Port 
District Commission is studying a 
suggestion that refrigeration be in- 
stalled in some of the sheds at the 
Port of Albany in order to take care 
of storage of fruits and vegeta- 
bles. 


Par Div. Names Warneke 
To Engineering Post 


TOLEDO—Lynch Corp.’s Par Com- 
pressor Div. here has announced the 
addition of R. C. Warneke as chief 
refrigeration and 
air compressor en- 
gineer for the De- 
fiance, Ohio, plant 
where Par air 
compressors and 
condensing’ units 
are manufactured. 

Warneke, a 
graduate of the 
University of Min- 
nesota, was  for- 
merly connected 
with General Elec- 
tric Co. for nearly 
20 years. In this time, he worked 
primarily with the design, develop- 
ment, and testing of commercial re- 
frigeration units from % to 50 hp. 


R. C. Warneke 


Atlanta Firm In New Quarters 


ATLANTA—Home Heating & Air 
Conditioning Co. has occupied larger 
quarters at 1341 Spring St., N. W. 


Amana Cancels Shutdown 
To Meet Increased Sales 


AMANA, Iowa—With sales of 
Amana home freezers at an “all-time 
high,’ the refrigeration division of 
Amana Society will forego the annual 


vacation shutdown in July, it was an- 


nounced recently by George C. 
Foerstner, general manager of the 
division. 

Dayshift employes are now work- 
ing a six-day week instead of five ‘in 
an effort to keep up with the in- 
creased demand,” Foerstner said. 

Employe vacations will be stagger- 
ed over a three-month period in an 
effort to keep production at a high 
level, he stated. 

“Despite the installation of new 
equipment and additional employes, 
a backlog of orders still exist,’ he 


declared. 


Carrier Dealer Appointed 


HENRYETTA, Okla. — Henryetta 
Refrigeration here, has announced its 
appointment as dealer for Carrier 
air conditioning units. 


Philco Export Order Calls 
For 1,000 Conditioners 


NEW YORK CITY — What is 
claimed to be “the largest shipment 
of single-room air conditioners in the 
history of the industry,” 1,000 Philco 
console air conditioners, has been 
made by the company’s export sub- 
sidiary, Philco International Corp., ac- 
cording to Radcliffe L. Romeyn, vice 
president—-sales. 

The entire shipment consisted of 
one model of Philco air conditioner, 
designed for cooling large rooms up 
to 500 sq. ft. in area with normal 
ceiling height. 

The purchaser of the air condi- 
tioners bought 600 similar Philco units 
last year, Romeyn said, adding that 
they are installed in a region where 
the climate from early spring to late 
autumm is notoriously sultry. 

The complete shipment required 
three times as much space as an 
average house, occupying 44,000 cu. 
ft. in a ship’s hold, he pointed out. 
A good part of a long freight train, 
or a total of 19 box cars, carried the 
566,000-pound shipment to their port 
of embarkation, he said. 
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This is one of a series of advertisements outlining the advantages of ‘‘Freon’’ refrigerants 
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“Freon” is Kinetic’s registered trade mork for its fluorinated hydrocarbon refrigerants. 
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Looking Back a Quarter of a Century 


As the Chicago Summer Home- 
furnishings Markets open July 
5 for the usual two-week run, 
The American Furniture Mart 
commemorates its 25th anniver- 
sary, and some of the firms 
that have space at the Mart 
are tieing in with the event. 
Here Frank S. Whiting (left), 
Mart vice president, and H. C. 
Dahl, 
sales manager, examine a 25- 


Kelvinator Chicago zone 


year-old Kelvinator electric re- 

* frigerator, a model popular at 

the time the Furniture Mart 
opened in 1924. 


N. Y. Legislators Ready To Start 
Unfair Trade Practice Probe 


ALBANY, N. Y.—A joint legisla- 
tive committee consisting of three 
senators and four assemblymen has 
been granted an appropriation of 
$15,000 with which to conduct an 
investigation of unfair trade prac- 
tices in this state. 

Due for particular attention is the 
sale of merchandise at prices alleged- 
ly below the regular list. The com- 
mittee will present its findings to 
the next legislature. 


Tracy Appoints Solof 
General Sales Manager 


PITTSBURGH—T. E. Dela Court, 
president, and Charles Wiener, execu- 
tive vice president of Tracy Mfg. Co. 
have announced the appointment of 
Harold H. Solof as general sales 
manager. 

Since his release from the Navy 
at the termination of World War II, 
Solof has been closely associated with 
all phases of the kitchen cabinet in- 
dustry. He was formerly sales man- 
ager, National Accounts Division. 


Outlay by Nash-Kelvinator 
For Its Postwar Program 
Nears $54 Million Mark 


DETROIT—By the end of its pres- 
ent fiscal year, September 30, Nash- 
Kelvinator Corp. will have _ spent 
$54,000,000 on its postwar expansion, 
modernization, and new product pro- 
gram. 

In a letter to stockholders, George 
W. Mason, president, said this covers 
the 1946-49 fiscal years and includes 
$15,000,000 being spent for such pur- 
poses in the current year. A smaller 
expenditure will largely complete the 
program in 1950. 

Mason credited present satisfactory 
earnings directly to the _ beneficial 
effects of such expenditures. 

Evidence of the  corporation’s 
growth resulting from its expansion 
and modernization program, and of 
the large capital requirements result- 
ing from price inflation during and 
after the war, were pointed out by 
Mason. 

He cited a 43% increase in build- 
ing floor space over pre-war, dollar 
value of sales 220% higher in the 
first half of this year than in the 
like 1941 period, and dollar value 
of inventories 327% higher on March 
31, 1949, than on March 31, 1941. 

He also noted increases of 32% 
and 83%, respectively, in production 
of Nash vehicles and Kelvinator ap- 
pliances in the first half of this year 
over the corresponding 1941 period. 

Net working capital at March 31, 
1949, including $48,027,350 cash and 
U. S. Government securities, amount- 
ed to $70,543,560. 
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Acme-National’s ‘Drawer-Type’ Refrigerator 


Two views of the new 36-in. high, 


table-top refrigerator just put on the market by 


Acme-National Refrigeration Co., Brooklyn. 
my * 


G-E, Westinghouse, Union 
Await Resumption of Talks 


NEW YORK CITY — The United 
Electrical Workers (CIO) was 
scheduled to resume contract nego- 
tiations with Westinghouse Electric 
Corp. on July 6 and with General 
Electric Co. on July 12 when ses- 
sions were recessed late last month. 

During the Westinghouse-UEW 
talks, set for New York City, the 
two parties will continue the review 
of Westinghouse’s current operations 
begun at earlier meetings. When this 
presentation is completed, the union 
will set forth its case. 

When the General Electric-UEW 
meetings were recessed, the union 
was describing its stand. This presen- 
tation will be continued on July 12. 

General requests of the union to 
both companies—which amount to 
$500 a year per worker—include an 


‘increase in pay, pensions, and health 
| benefits. 
| the request for such a yearly in- 


G-E has already rejected 


crease. 
The union has not as yet made 


_ known its specific requests. 


‘Bad Debt Reserve’-- 


(Concluded from Page 1, Column 3) 


for the accounting method to the 
bureau. 

It is thought that the change will 
come through a modification by the 
Bureau of Internal Revenue of TD 
2365. The probable effect would be 
that, instead of deducting for tax 
purposes the capital equity in actual 
bad debt losses in the year in which 
they occur, those reporting on the 
instalment method would make de- 
ductions from taxable income for the 
capital equity portion of anticipatory 
bad debt losses. 

Factors in determining the need of 
an addition to reserves for bad debts 
will include credit loss experience, 
and the relationship of the capital 
portion of accounts outstanding at 
the close of the taxable year and the 
balance of the reserve at the end of 
any one year. 


Table-Top Model -- 


(Concluded from Page 1, Column 2, 


(1) she wanted a more easily acces- 
sible refrigerator—one where _ she 
could see ‘at a glance’ the contents 
of the entire refrigerator ..., and 
(2) she asked for a refrigerator that 
was not so high, because, she said, 
most refrigerators took up much 
valuable space in the small city 
kitchen.” 

With the Tru-Zone, the. company 
pointed out, “the housewife has 
everything right at her figertips in 
full view at all times.” 

No other details regarding con- 
struction and operation were given 
by Acme-National. 


Dept. Store Sales Decline 8% 
In June 18 Week from '4 


WASHINGTON, D. C.—A decline 
of 8% in the dollar volume of depart- 
ment store sales during the week 
ended June 18, compared with the 
corresponding period of 1948, has 
been reported by the Federal Reserve 
Board. 

The Boston district, which reported 
no change compared with last year, 
was the only district not sharing in 
the showing, according to the Re- 
serve Board. 

Sales in the period from January 1 
to June 18 were off an average of 
4% from the same period a year ago. 


Dunbar’s Duties at G-E-- 


(Concluded from Page 1, Column 5) 


for dealer sales of refrigerators and 
freezers. 


Dunbar joined General Electric in 
Cleveland in 1917, and since 1920 
has served in a number of advertis- 
ing and promotion capacities for the 
company’s major appliances. Chand- 
ler has been connected with refrig- 
eration merchandising and advertis- 
ing since he came with the company 
in 1927. 


Ramsey New President of Westhinaten, 


Company Promotes 3 Other Executives 


HARRISON, N. J.—Elevation of 
Hobart C. Ramsey from executive 
vice president to president and Clar- 
ence E. Searle from president to vice 
chairman of the board of directors 
has been announced by Worthington 
Pump & Machinery Corp. 

At the same time, the company 
announced that Edwin J. Schwan- 
hausser has been promoted from vice 
president in charge of sales to execu- 
tive vice president, and John J. 
Summersby from assistant vice presi- 
dent and general sales manager to 
vice president in charge of sales. 

Searle, who became vice president 
in charge of sales in 1932 and has 
been president since 1945, will con- 
tinue as chairman of the manage- 
ment committee. 

Ramsey joined Worthington in 
1920, after serving in World War I 
as a lieutenant commander. His first 
job was as a sales engineer in the 
export department, becoming man- 
ager of that department in 1922. 

From 1925 to 1937, he served suc- 
cessively as assistant general sales 
manager, vice president in charge of 
international business, and vice presi- 


| dent in charge of engineering and 


manufacturing operations, including 
seven years in Europe with Worth- 
ington’s foreign operations. In 1945, 
he was elected executive vice presi- 
dent. 

Ramsey is a native of New Jersey 
and graduated from the United 


States Naval Academy at Annapolis, 
in 1915, where he had earned 4 
prominent reputation on the varsit) 
football squad and in other sports 

His association activities include 
past president and chairman of th: 
Navy Industrial Association; a direc- 
tor of National Association of Manu- 
facturers; chairman of committee 0" 
Patents and Research of N.A.M 
chairman of the Panel on Mechanic: 
Equipment of the Research and 1: 
velopment Board of the Natio 
Military Establishment. 

Schwanhausser has been vice pr« 
dent in charge of sales since ‘“*: 
when he was transferred from |! 
Buffalo Works. He started wit! 
Worthington in 1915 as an engineer 
at the Harrison Works and has 
served successively as assistant man- 
ager at the Harrison Works and 
manager of the Buffalo Works. H¢« 
was appointed a vice president ' 
1939. 

Summersby joined the Worthingt 
organization in 1916, spending a yea! 
at the corporation’s former Cincin 
nati Works. He has been connecte: 
with the sales department ever sinc 
first as a salesman and later as dis- 
trict office manager at St. Pau! 
sales manager at the Holyok: 
Works; and assistant general sales 
manager. 

In 1937, Summersby was appointec 
assistant vice president and genera! 
sales manager of the company. 
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Cooled from Basement to Penthouse 


These three 3-cylinder Frick compressors provide the cooling for the air 
, conditioned Bond Store in Reading, Pa. 


Revere Starts Rolling 
Strip Aluminum In Aug. 


NEW YORK CITY—Revere Copper 
& Brass, Inc., which has limited pro- 
duction of aluminum products to 
tubing, forgings, and extruded shapes, 


will begin rolling strip aluminum in - 


August at its Magnesium-Aluminum 
division in Baltimore, the company 
has announced. 

Irving T. Bennett, vice president 
in charge of the division, said several 
aluminum alloys in widths up to 24 
in. and in thicknesses of .037 and 
less will be rolled for the present. 
Heat transfer equipment in the form 
of fins is among the uses for the 
lighter gauges. 

Revere has been fabricating copper 
and copper-base alloys since 1801. 
Aluminum products have been turned 
out commercially by the company 
since 1922. 


Popular Method of Figuring Cooling Load 
Is Inaccurate, Cornell Professors Claim 


MINNEAPOLIS—“‘Heat gains are 
not cooling loads. The cooling load 
at a given time is seldom the same 
as the instantaneous total rate of 
energy emission from the various 
sources,” the American Society of 
Heating and Ventilating Engineers 
was told at its semi-annual meeting 
here by C. O. Mackey and N. R. Gay, 
professor and associate professor, re- 
spectively, of heat-power engineer- 
ing at Cornell university. 

In their paper the authors at- 
tempted to disprove the common 
method of calculating cooling loads 
“as if the energy transferred from 
lights, appliances, occupants, and 
warm surfaces, and through glass 
found its way into the air immedi- 
ately and without reduction. 


“Part of the energy emitted from 


primary sources in the enclosure, the 
authors emphasize. 


Commenting that the information 
available on cooling loads consists 
almost entirely of the total rates of 
energy emission by various sources, 
they state that “so many variables, 
in addition to the energy release 
rates at that time, influence the true 
cooling load at any particular time 
that the determination of cooling load 
does not lend itself to an exact 
analytical approach.” 

In support of their basic idea, the 
authors cited a few examples. In one, 
the actual cooling load provided by 
electric lights eight hours after the 
lights were turned on was only 0.595 
times the instantaneous rate of 
energy supply to the lights. In an- 
other, human occupancy cooling load 


2 . 
es- Jan-Air, Inc. Purchases such sources is in the form of radia- was only 0.65 times the rate of en- 
the . tion and part is in the form of heat ergy emission by each occupant after 
= Janette Fan Wheel Div. transferred directly to the air by eight hours. 
nd convection,” they state. “If remote The instantaneous rate of heat 
iat RICHMOND, Ill. —Jan-Air, Inc., surface cooling of the conditioned air transfer from the room side of a 
id, here has purchased the fan wheel 8 used (cooling coils or spray cham- roof may also be “over-rated,” the 
ch division of Janette Mfg. Co., Chicago, ers), only the convected energy is authors indicate. This is due partly 
ity it was announced by John I. Janette, 2" immediate and direct cooling to the storage of energy in absorb- 
president of Jan-Air and formerly 10@4. ing materials in the room, and partly 
nv vice president and plant manager of Radiation emitted from heat due to conduction of heat to the 
an Janette Mfg. sources, it was pointed out, may be’ ground or other “heat sink’ outside 
in Janette said the firm is now manu-_ stored in materials in the room; con- the building. 
facturing multivane fan wheels in ducted through the materials; trans- Under the given conditions the 
_ sizes from 5 to 12 in. in diameter ferred by radiation to other sur- conventional estimated load for this 
an and 1 to 6 in. in width. Various faces; or transferred by convection to yoom would be 11 B.t.u. per hour per 
other types of fan wheels intended room air. sq. ft. The true cooling load, the 
for industrial uses have been devel- “A unique energy balance” must authors claim, would actually be 2 
oped, he added. exist, however, before the cooling B.t.u./hr./sq. ft. with 10.1 B.t.u. 
The company specializes in fans load within the enclosure is equal to going into the ground and 1.7 B.t.u. 
for various fields. the rate of energy emission from the _ being stored in the floor slab. 
% * * be ~ 
, . ; : 
ne . 
rt. Men's Clothing Shop Blimey, If It Could Only 
ek 
: Gets Modern Treatment | Filter the Speeches! 
as 
ve = ee 
_ READING, Pa.— Air conditionitg _ PITTSBURGH—While the legisla- 
io mpgs everyone, fem Se tive atmosphere in Britain’s House of 
ed basement store where boys clothes P , 
: : Commons may remain unchanged 
ar’, are sold, to the tailor shop in the . - 
in th . in the new Bond chain when sessions start in the recon- 
e- AH " in Readin structed chamber in 1950, one thing 
baa om © — - , - is certain—the air the lawmakers 
The air conditioning is part of the hentia wih elwews be deen ond 
1 completely modern treatment that the oan y 
of store received when it was built. The ite, denis eaueadiod te wand eeenued 
- equipment soeugnes & Gnas roem te from London that a “‘Precipitron,” the 
the basement. Filters, dampers, coils, : ; 
ae , Westinghouse-developed electronic air 
eliminators, and fan are in a sheet- : : : : 
: cleaner, is being installed in the 
= metal enclosure installed by a local : ; 3 
: Parliament wing that was demolished 
contractor. The three Frick com- : . : 
, : during the war and now is being re- 
pressors, each with three cylinders, ‘ * é . 
5) built. The cleaner is being built and 
are mounted on a large concrete. ; P 
nd block, resting on a layer of cork- installed in England under Westing- 
hone 4 house license. aia - “ 
» rlo 
~_ The air conditioning eg ll C C d p Cocling Tower, 
0 sold by Armo Cooling an entilat- H : oat shown on the reef 
iS- ing Co., Frick air conditioning dis- autious reait Fo are of the Miller-Wohl 
he tributor in New York City, and the . store in New Orleans. 
d- refrigeration was installed by Marr On Video Recommende tation = 
i Engineering Co., distributor in Read- al jayer Godchaux; con- 
a reo iad BOSTON — What type of credit ~ sulting engineer: Weil 
Vv should retailers permit on purchases i and Moses. 
. of radio and television sets? — jon 
- New Kold-Hold Catalog ls That was one of the questions a ' Mw 
considered during the recent inter- y, Lass AHA. QF Chudites Le 
Refrigeration Data Source national consumer credit conference 
/ here. Answers to it were on the 
| LANSING, Mich. — Information C@Utious side. 
h that “simplifies the job of determin- In the opinion of one credit man, 
ing commercial refrigeration needs” either radio nor TV sets should 
has been assembled into one easy-to- be sold on the basis of 10% down and 
” use reference source by Kold-Hold 10 to 12 months to pay. But he quali- 
a Mfg. Co. here. fied this advice by saying that such 
y Included in its new 1949 catalog terms would be satisfactory if sales 
5 are simplified formulas with com- Were tied in with the purchase of 
le plete examples for figuring the num- furniture, since this would afford ai 
: per and size of either “quick-action” the store greater protection. eA 
a or “hold-over” plate type evaporators. 
ait Specific and latent heats are listed . * rf, 
o or many perishable products such Golfer s Will Find Cooler 
8 fresh fruits, vegetables, meat and . . ee a 
Swi, Tables of air infiltration loads Drinks at Cherry Hills Bar FOR YOUR CUSTOMERS AND FOR You! Wohl women's apparel 
and heat leakage factors of common e store in New Orleans. 
‘ypes of insulation have been incor- DENVER — Four Frigidaire com- 
porated in the catalog. mercial “meter miser” units have | - . 
The catalog was described as a been installed by Snodgrass & Smith, | Marlo Cooling Towers Give Comfort and Sales a Boost 
omplete reference guide on standard Frigidaire commercial refrigeration 
; ee plates, truck “‘hold-over” dealer bec’ yo ae pen | Smart retailers like Miller-Wohl of New Orleans know the vital role that 
sa ates and accessories. It is indexed compartments along e bar o e | P a ‘ “er 7 = ' x 
. ind sectionalized for easy reference. Cherry Hills Country Club, south of | good air conditioning plays in building and maintaining store traffic during 
‘ Descriptive information on the new Denver. | the hot, humid weather. The dependable Marlo Cooling Tower that serves 
d ‘akaged truck unit, developed by The Cherry Hills Club, one of the them operates quietly and efficiently (with 95%water saving) . . . is an impor- 


‘old-Hold, is also included. 
A copy may be secured free of 
charge by writing the manufacturer. 


foremost Dairies Acquires 
Frostmobile of Baltimore 


NEW YORK CITY—tThe business 
of Frostmobile, Inc., of Baltimore has 
been acquired by Foremost Dairies, 
Ine., distributor of dairy products 
and frozen foods, it was announced 


by Paul E. Reinhold, Foremost presi- 
dent. 


nation’s best-known golf clubs, and 
site of many professional champion- 
ship tournaments, has completely re- 
modeled its bar. Included is more 
than 200% increase in refrigerated 
capacity, according to Clarence 


Smith, a member of the installing | 


organization. 
The four compressors, which are 
installed in a single row in the base- 


ment of the club building, are used | 


to power separately four cold water 
cooling stations, two backbar dry- 
bottle boxes, a refrigerated sideboard, 


and two reach-in refrigerators along | 


the bar. 


tant link to the comfort enjoyed by their customers. 


Marlo Cooling Towers can help your business too! Compact and easy to in- 
stall, they assure silent, efficient and economical operation . . . and satisfied 
customers wherever they're installed. 


Write for Marlo CT bulletin. 


MARLO - HEAT 


Since 1925 
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Steamfitters Union Wins 
Bargaining Rights In 
Drayer-Hanson Shop 


LOS ANGELES — Steamfitters 
Local No. 250 of the United Associa- 
tion won the union representation 
election held among the men em- 
ployed in the coil fabricating shop of 
Drayer-Hanson, Inc., manufacturer 
of refrigeration coils and other equip- 
ment here. 

The election had been ordered by 
the National Labor Relations Board 
with employes instructed to vote 
either for Local No. 250, the Refrig- 
eration Fitters Protective Associa- 
tion, Local 508; or for neither. 

The Drayer-Hanson election marks 
another phase in the somewhat com- 
plicated relations between organized 
labor and the refrigeration industry 
in southern California. 

The men employed in the coil 
fabricating shop had been covered by 
a contract between the company and 
Refrigeration Fitters Protective As- 
sociation, Inc., the independent union 
that was formed when Local 508 lost 


Brundage Given Honorary 
Mech. Engineering Degree 


BLOOMFIELD, N. J.—Henry M. 
Brundage, manager of the automatic 
heating division of General Electric 
Co.’s air conditioning department, 
was awarded the honorary degree of 


Mechanical Engineer by the Stevens: 


Institute of Technology at the com- 
mencement exercises held in Hobo- 
ken, N. J., on June 11. The degree 
was conferred by Dr. Harvey N. 
Davis, president of the institute, in 
recognition of Brundage’s contribu- 
tion in the field of public service. 


800 Visit Neb. Trade School 


MILFORD, Neb.—More than 800 
persons attended the open house held 
at the Nebraska Trade School here 
and observed students at work in 
the refrigeration and air condition- 
ing, sheet metal, and machine shop 
practice classes. 

Superintendent Lowell Welch point- 
ed out that the institution and train- 
ing facilities are valued at $1,113,000, 
and present enrollment in the school 
is 248. 


DIS! Publishes Basic Handbook Series on 
Dairy Production, Processing, Distribution 


WASHINGTON, D. C. — Seven 
basic handbooks, covering important 
phases in the production, processing, 
and distribution of fluid milk and in 
the processing of other dairy pro- 
ducts have been released by Dairy 
Industries Society, International, 1426 
G St., N. W., here. 

Prepared by the Publications Sub- 
committee of the Technical Advisory 
Committee of DISI, and written in 
English, the booklets describe in 
simple form effective methods and 
facilities, and type of supplies and 
equipment available for these opera- 
tions, and are designed to give prac- 
tical guidance and stimulative out- 
look wherever milk is produced or 
processed. 

They form a series dealing with 
the following topics: Sanitation in 
Dairy Farming, Farm Cooling of 
Milk, Sanitation in Dairy Processing, 
Separation and Clarification, Pas- 
teurization, Packaging and Closures, 
and Milk Transportation. 


In discussing the farm cooling of 
milk the second publication holds 
forth the thesis that the initial cycle 
of milk handling—milking, filtering, 
and cooling—‘“determines to a great 
extent how good the milk will taste 
and... its keeping qualities... . 

“Nothing in the secondary handl- 
ing of milk in the processing plant 
can undo poor production methods” 
in this primary cycle, the authors 
add. Although the handbook gives 
recognition to more’ elementary 
methods, it emphasizes highly modern 
procedures, describing in particular 
the use of mechanically refrigerated 
surface coolers. 

Other methods of accomplishing 
essential cooling with less elaborate 
equipment are also outlined. 

The booklet was prepared by: C. 
M. Minthorn, chairman of the Sub- 
committee on Farm Cooling, Chester 
Dairy Supply Co., Chester, Pa.; and 
Thomas D. McHale and H. J. Walker, 
McHale Mfg. Co., Los Angeles. 


3 Ice Vending Machines 
Installed In Cheyenne 


CHEYENNE, Wyo.— Three coin- 
operated ice vending machines have 
been installed in Cheyenne for the 
convenience of customers and the 
tourist trade, as well as to serve 
fishermen, hunters, and picnickers. 

The vending machines will give 
24-hour service and have been in. 
stalled in a service depot adjoining 
the company plant at 20th and Ree 
Sts., on East Lincoln highway, anc 
on the Denver highway south 0: 
town. 

The new stations are attractive 
aluminum houses which are refrig 
erated so that there is no loss fron 
melting. They are lighted all night 
long. 

The coin mechanism can _ count 
change, making it possible for the 
customer to use a variety of coins. 
The mechanism rejects slugs and 
returns coins if the conveyor belt is 
empty. There are two vending 
chutes on each station, one vending 
a bag containing 100 ice cubes and 
the other vending a 25-lb. block of 
ice. 


its charter from the United Associa- © 


tion. 

Drayer-Hanson along with a num- 
ber of the other manufacturers in the 
area was a member of the Refriger- 
ation Manufacturers Association of 
Southern California, but about three 
and one-half years ago the United 
Steel Workers (CIO) were successful 
in obtaining bargaining rights in all 
of Drayer-Hanson’s plant with the 
exception of the coil fabricating shop 
where the bargaining rights were 
retained by the then Local 508 of 
the United Association, and in the 
warehouse where the _ bargaining 
rights were retained by the Team- 
sters Union of the A. F. of L. 

Subsequently, the contract with 
Local 508 .was renewed and later re- 
placed by one with the Independent 
Refrigeration Fitters Protective As- 
sociation and sometime ago Local 250 
of the United Association obtained 
sufficient pledge cards to justify a 
petition being filed with NLRB for 
a representation election in the coil 
fabrication shop. 


‘Get Em While It’s Hot’ 
Keeps Contractor Hopping 


CHARLOTTE, N. C.—Jesse W. 
Page, Jr., president of Page Air 
Conditioning Co., this city, reports 
that requests for immediate installa- 
tions of air conditioning systems 
poured in at Page headquarters June 
21 as the first heat wave of summer 
continued. 

Some of the recent installations 
made by the firm in Charlotte in- 
clude the offices of Palmers, optome- 
trists; the plant of the Meclenburg 
Specialty Co.; offices of the Roadway 
Express; the Fashion Bootery; and 
offices of the Caskey Paper Co. and 
the Twin States Distributing Co. 

Other installations include the fol- 
lowing: the store of Parson’s Drug 
Co., Wadesboro; Ingram Hotel Court 
dining room, Cheraw, S. C.; offices 
of Dr. M. R. Barringer, Newton; 
Long’s Men’s Store, Rockingham; 
office of Dr. W. J. McLendon, Oak- 
boro; the Morgan Floral Shop, 
Monroe; offices of Standard Oly- 
woods, Inc., Maxton; offices of Wickes 
Accessories, Gastonia. 

Either Worthington or Remington 
air conditioning equipment was in- 
stalled in these places. 


ROME-CONDENSER 
* Jointless Type * 


Rome Water Cooled Condenser 
Coils insure trouble-free condens- | 
ing equipment. Used by leading | 
compressor manufacturers. | 
| 
| 


ROME-TURNEY 


RADIATOR COMPANY | 
222 CANAL ST. | 
ROME, N. Y. 


@ MANUFACTURERS, DISTRIBUTORS, CONTRACTORS... 


NATIONWIDE PARTS COVERAGE. 
SIMPLIFIED REPLACEMENT POLICY. 


G-E PARTS DEPOTS 
ALL OVER THE U.S. 


Service Engineers and Dealers! More than a million G-E 
commercial-type condensing units have been built! And 
more are being built and sold every day. With volume 
like that, there’s plenty of service and parts business 
available. You can get your share. Your nearest G-E 
Parts Depot is ready to supply you with the genuine 
G-E replacement parts you’ll need to service G-E units. 

He’|] sell you those famous General Electric top-quality 
condensing units, too. They’re ideal for the big replace- 
ment market. And don’t forget—G. E.’s policy cuts red 


condensing units 


@ SERVICE ENGINEERS, DEALERS... 
MORE SERVICE AND PARTS BUSINESS. 


MORE REPLACEMENT UNIT BUSINESS. 


tape, saves you time and trouble. 


Manufacturers! Large or small, you can sell your prod- 
ucts equipped with General Electric condensing units 


GEN 


|f you‘re in the commercial refrigeration and 
air conditioning business, the G-E Parts 

Depot System can help you to greater profits. 
With 52 G-E Parts Depots in operation 
throughout the country, distributors, dealers 
and service engineers can get genuine G-E 
units and parts quickly and easily. 
Manufacturers and contractors can expect quick service 
for the G-E units they use—anywhere in the country. 


Portland 


San Francisco 
Oakiand 


Replacements—during the warranty period and after—are supplied yk 
by these 52 G-E Parts Depots. That means quick service, less red tape. 

It means more service business for service engineers and dealers...and 

better business—national business—for manufacturers and 

contractors when they use famous top-quality G-E condensing units. 


on a national scale, thanks to the new G-E Parts Depo’. 
System. When you use G-E open or sealed condensin:: 
units, you get nationwide parts availability. G-E Part; 
Depots—strategically located throughout the countr’ 
—make available all condensing unit parts for replace - 
ment during the warranty period and after, with a mir 
imum of red tape. The Depots take care of all details. N. 
bother for you...no parts inventories needed by you 
sales outlets. You are assured of reliable service any 
where in the U.S.... because service engineers an 


dealers can always get G-E parts and units easily 


quickly. Service like this makes for satisfied customer: 
—who come back to you next time they need equipment 


"P) ELECTRIC. 


RESTS 
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| Frick System Cools 
| Illinois Research 
| Laboratory 


MORTON GROVE, Ill. — Air con- 
ditioning finds a wide variety of uses 
in the Baxter Laboratories here, said 
+o be the largest producers of intra- 
yenous solutions and blood trans- 
fusion equipment in the world today. 

A Frick air conditioning system, 
using two 50-hp. refrigeration ma- 
chines, provides refrigeration for air 
conditioning the offices, laboratories, 
and most of the production areas. 

Included in the treated space are 
he animal research control rooms, 
vhere rabbits and other small ani- 
nals used in tests are given the best 
of care. 

The machines in the system are 
onnected under automatic control to 

shell-and-tube water cooler; the 
cold water is circulated by pumps 
ihrough a series of “Climate Chang- 
eys” in the various zones. 

The installation was made by 
Midwest Engineering and Equipment 
Co., Frick sales representative. 


' Louis Terranova. 


Bulletin Provides Data on ‘Superflow’ Beer Cooler Hooked Up 
Operation of Truck Units ha 


LANSING, Mich.—How owners or 
operators of trucks can install its 
“Pakaged” truck refrigeration unit 
is outlined in a new bulletin re- 
leased recently a Kold-Hold Mfg. 
Co. here. 

The bulletin gives a detailed de- 
scription of the Pakaged truck unit. 
Comparative operating costs, length 
of runs, and other pertinent informa- 
tion is discussed. 

Refrigeration capacity for aver- 
age truck bodies and insulation re- 
quirements are also covered so the 
operator may figure his own needs 
and do his own installation. 

This bulletin is mailed free on re- 
quest to the manufacturer. 


The ‘Superflow’ draft beer cool- 
er reduces temperature of the 
beverage to 38° F. as it comes 
from the keg. Chilled 38° F. 
water circulates around the 
beer line and covers the shank 
of the faucet to maintain a 
constant temperature. This same 
water then flows back to the 
pre-cooler where it pulls down 
the temperature of beer coming 
from keg before returning to 


the instantaneous cooler to be 


Aero Refrigeration Files Name 
As Erie County Service Firm 


recirculated. 

BUFFALO—A business name has 
been filed in the Erie County clerk’s 
office for Aero Refrigeration Service, 
334 Niagara St., Buffalo, by Anthony 


© 


He Salt Lake City 


* Denver 


NOTES G-E PARTS ens now STOCK: 


® General Electric open-type condensing units from % to 10 hp. 
® Replacement parts for all G-E commercial-type condensing units from % to 75 hp. 
® G-E sealed-type condensing units for replacements. 


ntractors! When you quote on General Electric con- 
densing units for commercial and industrial refrigera- 
tion and air conditioning jobs, you can assure clients of 
‘ Service anywhere in the United States. That’s because 
service engineers and dealers throughout the country 
can obtain genuine General Electric replacement parts 
and condensing units quickly and easily from a nearby 
G-E Parts Depot. All replacements—during the war- 
ranty period and after—are made through these Depots 
with a minimum of red tape. Specify General Electric 
equipment and be sure parts are easily available nearby! 


replacement 
parts 


WHEN...AND WHEREVER 
“YOU NEED THEM 
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¥& Rochester 
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MAIL THIS COUPON TODAY! 


GENERAL ELECTRIC COMPANY, Air Conditioning Department, 
Section AC-17, Bloomfield, N. J. Please send me your i ae ad 
unit and replacement parts catalogs. 

tam a[_| service engineer 
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°° oe ce ee ey ee ee ee eee ee ey 


Oban C] dealer 

La manufacturer 
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Address 
City State 


New Dispenser Pre-Cools 
Beer, Allows Unrestricted 
Flow During Rush Periods 


CLEVELAND—A new draft beer 
cooling and dispensing unit employ- 
ing some new principles that are 
claimed to produce improved results, 
is being introduced by the Superflow 


Div. of Ray Kromer, Inc., 1127 
Carnegie Ave. here. 
Head of the company is Ray 


Kromer, who operated a refrigeration 
contracting business in Cleveland 
prior to and during the War, and who 
was well known throughout the in- 
dustry in wartime as chairman of the 
National Refrigeration Service Man- 
power Committee. 

It is claimed that with the ‘Super- 
flow” system, it is possible, with one 
refrigeration cycle, to cool the beer 
as fast as drawn, to cool the chilled 
water that circulates around the lines 
and faucets, and to supply 35° F. 
water to the coil designed to hold 
the storage cooler at 40° to 45° F. 


The instantaneous cooling of the 
beer is done in the three-purpose 
Superflow package unit. The flooded- 
type instantaneous cooler is equipped 
with four lines. Three of these lines 
are used to reduce the temperature 
of the beer from the keg to 38° 
The fourth line chills water to 38°, 
this water being circulated up around 
the beer line up to and covering the 
shank of the faucet. This water holds 
the temperature of the beer constant. 


The water is recirculated back to 
the chilled water coil that holds the 
temperature of the storage pre-cooler 
between 40° and 45° F. The water is 
then returned to the instantaneous 
cooler and recirculated. 

The amount of water, the rate of 
flow, and the size of the conduit have 
been engineered and designed to ac- 
complish the resulting temperatures 
appropriate for the proper storage 
and dispensing of beer, Kromer says. 

“It isn’t necessary to restrict the 
flow of beer, as the cooling is accom- 
plished in the package rather than in 
the lines,” he continues. ‘‘We, there- 
fore, can operate with low qperating 
pressure on the kegs, permitting the 
use of COs gas as a pressure method 
for retaining the brewed-in gases and 
for delivering the beer to the glass. 


“Beer is normally carbonated at 
2.7 volumes of COv. COs gas may be 
retained in the beverage by increas- 
ing pressure on the head of the beer 
in the container or by reducing tem- 
perature. 

“As a means of eliminating guess- 
work in this phase of the beer dis- 
pensing operation, Superflow has de- 
veloped a thermostatic pressure regu- 
lating device that provides a correct 
balance between pressure and tem- 
perature. 

“The device is an integral part of 
the tap rod. The tap rod is double 
walled and acts as a pump. A modu- 
lating valve at the head of the rod 
automatically exerts 2 lbs. more in 
pressure on the beer in the container 
than the pressure of the COs brewed- 
in gasses striving to be released, thus 
assuring retaining of the brewed-in 
gasses from the beginning to the 
end.” 

The Superflow system is made in 
a compact, factory assembled pack- 
age that may be attached to an exist- 
ing cooler, or to one supplied with 
the equipment. Field installation may 
be done quickly, and the design is 
such that the service and replace- 
ment parts problem is minimized. 
One high side unit and one low side 
unit are used. The system is operated 
with one control. The chilled water 
circulator is hermetically sealed and 
may be replaced for only a small 
repair charge. 


for draft and bottle 
beverage coolers... 


IDEAL. COOLER CORPORATION 
2953 EASTON AVE, ST. LOUIS 4 MO 
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How Appliance Promotions Work 


Instances Where Contest Promotions and ‘Free Trial’ Techniques 


Have Made Big Sales Indicate Their Worth to Stores 


NEW YORK CITY—The new sales 
techniques are only the old ones in 
a new dress, A. M. Sweeney, general 
sales manager of the General Electric 
Co. appliance and merchandise de- 
partment declared recently before 
the merchandising division of the Na- 
tional Retail Dry Goods Association 
in convention here. 

Sweeney described a few of the 
current successful appliance promo- 
tions that could be applied by enter- 
prising department stores in a speech 
he prepared for the occasion. He 
also offered answers to those who 
ask “What is wrong with the appli- 
ance business” and who mournfully 
chant that “the honeymoon is over.” 

A condensed version of his pre- 
pared address follows: 

I know and you know that top 
department store executives are look- 
ing at the figures of their appliance 
business today in comparison with 
last year, month to date this year 
compared with last year, this week 
compared with the same week last 
year, etc., and they are very much 
concerned. So, they say, ‘“What’s 
wrong with our appliance _busi- 
ness ? a 

As you and we compare the elec- 
trical appliance business of 1948 with 
the business in appliances this year 
to date, let’s ask ourselves this sim- 
ple question: 


°48 Sales Were Abnormal 


Was last year’s business our busi- 
ness or your business, or was it a 
volume in dollars and cents wished 
on us, actually tossed into our laps, 
by the thousands of customers who 
literally beat a path to your stores 
to see if you had the appliances they 
needed so badly? Whose business 
was this and what was the volume? 

The total electrical appliance busi- 
ness last year, including incandescent 
lamp bulbs, . was over $6 billion 
at list prices and everyone in the 
industry got a free ride on that won- 
derful streamliner “The Gravy Train” 
with “biscuit wheels” as my south- 
ern friends describe it. 

The business wasn’t earned, worked 
for, bought or invented. It wasn’t 
even inherited in the true sense of 
the word. No, the appliance business 
wasn’t your business or our business 
or anyone’s business in 1948. 

It was a gift of tremendous pro- 
portions, from the years of pent-up 
demand caused by the war; from the 
millions of marriages and new 
families, from the millions of new 
city and rural customers, added to 
the electric power lines all over this 
great country. It was a windfall, an 


unearned increment, for free, as 
Pegler would say. 

Frankly, we all took what I choose 
to call a free ride in 1948 and for 
the first time in many years your 
comptrollers admitted that you made 
a reasonable net profit. ... 

So often today we hear the ex- 
pression, “the honeymoon is over.” 
Well, I am old-fashioned enough to 
believe that there can be no honey- 
moon unless there has been a wed- 
ding or a marriage. Well, who got 
married in the appliance business in 
the last three years? 

Did the retail salesman marry his 
customer? Why, they have scarcely 
spoken a civil word to each other 
for years. At least, they had not 
until just after November 2nd last 
year. 

The retail salesmen in the appli- 
ance business isn’t even calling at 
the house today, let alone doing any 
“courting.” I say, it’s high time for 
the retail salesmen in this business 
to at least resume where he left off 
nine long years ago. But, nine years 
has taken the spark out of the old 
fellow. 


What Honeymoon Is Over? 


Did the department store marry 
the distributor, during this same 
period? I wonder. Of course, there 
was a lot of courting and sparking 
here. The sparks certainly did fly 
when the distributor and the depart- 
ment store merchandising manager 
got together. 

Did the distributors “court” the 
department stores? I’ll say they did. 
What a stream of ardent suitors in 
the way of distributors and their 
salesmen courted the department 
store! 

There wasn’t any wedding but un- 
less I’m badly mistaken, the dis- 
tributors did their part of the wooing. 
They certainly tried to make an 
“honest woman” out of your appli- 
ance department. But did this re- 
sult in any weddings? I don’t believe 
so. 

And, I don’t know of any new 
weddings between any of your stores 
and any manufacturer. There’s been 
too grand an opportunity for the 
stores to flirt with all the boys, for 
any wedding here. No, there wasn’t 
any wedding of any factors in this 
business. And so far as I am con- 
cerned, there wasn’t any honey- 
moon. ... 

So what are some of the new sales 
techniques we might discuss today? 

Well, to me they revolve around 
ways and means of taking the old 
items like refrigerators, conventional 
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a bulk- 
storage 
walk-in 
cooler 

and 
self-service 
merchandising unit 


__ALL IN ONE! 


DEALERS: Write for informa- 
tion about our dealer franchise 
.a profitable representation 
for wide-awake dealers who 
can handle the full 
WarrREN Line. Address 

Dept. 509. 


washers, vacuum cleaners, radios, and 
the numerous small appliances to 
our customers. 

And the more interesting and, yes, 
profitable job of applying new tech- 
niques to the newer appliances like 
freezers, ironers, steam irons, driers, 
water heaters, automatic washers, 
disposals, dishwashers, television, and 
complete kitchens and laundries, at 
least, to the upper economic groups 
of our customers. 

And who should be better able to 
do this job and at a profit, than the 
fine department stores in this coun- 
> ae 

Some of the ideas I am going to 
suggest you have used before. I hope 
some others may have serious consi- 
deration. Please don’t assume they 
won’t. work in your store, because 
everyone of them has been tried 
and proven. 

I know that your present store 
policies may prevent you from using 
some of them. If this be true, then 
why not use a new technique and 
change the policy? Let me illustrate 
with a case of this kind. 

The “free trial’ or “approval plan” 
has been used on refrigerator sales 
for years by many retailers. Some 
department stores are opposed to 
this plan as a matter of policy. 

But, these same stores will send 
thousands of dollars worth of all 
kinds of merchandise to charge ac- 
counts and accept the return of 
hundreds of dollars worth of it, for 
credit, because it didn’t suit the cus- 
tomer’s fancy. 

What’s the difference between the 
return of an appliance out on trial 
and the return of this other mer- 
chandise? Under today’s regulations, 
a 10-day home trial of a freezer, a 
portable dishwasher, or even an auto- 
matic washer is highly successful. 

We have retailers who are actually 
installing plumbed-in items like 
automatic washers, dishwashers, and 
Disposalls on a 10-day trial basis and 
very few of these are being re- 
turned. ... 


‘Free Trial’ Method Sells 


You can be sure that a home 
freezer, filled with frozen food and 
out in a selected customer’s home on 
a 10-day free trial basis, won’t come 
back any more often than the rug, 
the chair, the floor lamp, or other 
merchandise which was sold and 
charged to the customer but failed 
to meet her requirements. So you 
take it back and like it, I guess. 

Speaking of home freezers, here’s 
a sure fire sales idea and prospect 
getter. There are many ideas which 
will get similar results. This one is 
called the home freezer key promo- 
tion. It’s available for the asking. 

The store mails or hands out a 
hundred or a thousand inexpensive 
keys to a similar number of cus- 
tomers. The customer is told that 
even if she has a home freezer, she 
may still get the packages of frozen 
food, if she will call at the store 
and try her key in the lock on the 
home freezer on the display floor. 

A certain percentage of the keys 
will open the lock and, of course, the 
reward is the frozen food and a sales 
story on the home freezer, if she 
doesn’t already own one. 

But whether they key is a lucky 
one or not, the holder’s name is re- 
gistered and classified for a later 
follow-up on the card which is filled 
out, because whether she has held a 
lucky key or not, her name may 
be drawn for the grand prize, a home 
freezer, when the promotion is over, 
and the salesman is exposed to the 
hundreds of key holders who visit 
the department... 


Promotion Nets $10,000 


Does this key promotion on home 
freezers work? Does it get results? 
Yes sir, it is “sure fire.” In one city 
of 18,000 population where the appli- 
ance business had been dead for 
several weeks, because folks just 
weren’t buying appliances, one small 
retailer sold over $10,000 worth of 
appliances in two weeks and gathered 
a prospect list of over 1,000 names 
at an expense of just 2% of gross 
sales. 

And, the appliances were not all 
home freezers. Here’s his exact re- 
cord and we have checked it: 15 
refrigerators, 8 electric ranges, 3 
home freezers, 2 washers, 2 water 
heaters, 3 vacuum cleaners, and a 


- 


or anyone’s business in 1948. 


this great country. 
free... « 


selves. ... 


used to create new sales. ... 


you have it for sale.... 


Highlights of Sweeney’s Talk 
At Nrpcéa Meeting 


“No, the appliance business wasn’t your business or our business 
It was a gift of tremendous proportions, 
from the years of pent-up demand caused by the war, from the 
millions of marriages and new families, from the millions of new 
city and rural customers, added to the electric power lines all over 
It was a windfall, an unearned increment, for 


“I predict that when the figures are compiled for the total 
(appliance) volume in any one year in the period from 1950 to 1955, 
the volume of $6 billion of 1948 will look small to all of us. ... 


“Now, it is not my intention to depreciate the trade-in problem, 
but I do say it has been exaggerated. ... A recent report of the 
individual sales of 1,625 of one of our $399 (refrigerator) models 
showed that while 75.2% of these purchasers had previously owned 
one, only 13.9% of these sales involved a trade-in; 14.3% of these 
people kept their old one, and 47% disposed of the old one them- 


“In my opinion, trade-ins need never be involved in more than 
50% of new sales, even though the trade-in idea may be deliberately 


“You can be sure that a home freezer, filled with frozen food 
and out in a selected customer’s home on a 10-day free trial basis, 
won’t come back any more often than the rug, the chair, the floor 
lamp, or other merchandise which was sold and charged to the 
customer but failed to meet her requirements. .. . 


“Advertise to the customers not at them. Appeal to their emotions, 
their hearts, rather than their minds. Tell them something about 
what the product will do for them rather than just the fact that 


“Most of the new sales techniques are only the old, in a new dress.” 


number of radios. 

But, he insists he has 87 excellent 
home freezer prospects as a result 
of this simple promotion. And this 
isn’t an isolated case... . 


Contest Seeks Oldest Model 


Another very successful promotion 
running currently in several locations 
is the search for the oldest refriger- 
ator still in operation. This one is 
running right now here in New York 
City and bringing in thousands of 
entries per day, each of which is an 
immediate prospect. 

Of course, any store which runs a 
promotion such as either of these 
must have a policy which permits the 
salesmen to call at the home of the 
customer if a sale is not made on 
the floor. 

Why not have a salesman call on 
your customer? Isn’t it customary to 
return a call when a friend or neigh- 
bor calls on you? Didn’t the cus- 
tomer show her interest in your store 
when she called to shop? 

Why not return this courtesy? Not 
to be offensive; to put one foot in 
the door and try to force a purchase, 
but rather to show the store’s inter- 
est in the customer’s appliance re- 
quirements. Perhaps she has an 
appliance requiring service of some 
kind which the well-trained salesman 
might take care of, on the spot. 

You can be sure that a well- 
dressed, pleasant appearing repre- 
sentative from your store will get an 
audience at the front door of any 
of your good customers. 

I suppose the first representative 
other than the parcel delivery man, 
might have to be careful not to shock 
a customer with a weak heart when 
he first announces he is from your 
store. It isn’t being done, you know. 


Patrons Like Home Visits 


But, I'll bet money the customers 
would like the idea, just as thou- 
sands of them have come to like the 
Fuller brush man or the Jewel Tea 
delivery salesmen and you know 
that’s true.... 

Speaking about trade-ins, of 
course, you should be organized to 
handle these and at a profit. Some 
of you have. 

Here’s a case of one of your own 
members who has a good plan. 


The appliance manager has pre- 
pared a simple appraisal sheet. Any 
salesman can use it right in the home 
where a trade-in is involved. The 
basic value of the old refrigerator is 
established by its age and the condi- 
tion of the finish. 

It is assumed that on all trade-ins, 
the shelves will be retinned, new door 
gaskets applied, and new ice trays 
supplied. The trade-in is appraised 
as poor, fair, or good according to 
the condition of the finish. The 
average cost of refinishing, i.e. touch 


- up, one coat, or complete refinishing 


determines the range of the trade-in 
allowance. 

Another factor is the “resale” 
value which is determined as low, 
if the refrigerator was made before 


1935; as medium, if made between 
1936 and 1942; and high if made 
since the war. 

The simple combination of the 
poor, fair, or good condition tabu- 
lated against low, medium, or high 
life value, establishes the basic value. 
The size of the refrigerator as be- 
tween 5, 6, 7, or 8-cu. ft. model is 
not considered. 

This basic value having been estab- 
lished, deductions can be made ac- 
cording to a definite schedule for 
liner spots, latch replacement, hinge 
replacement, and missing defrosting 
tray. 

In five minutes after determining 
the age of the refrigerator, any 
salesman having an appraisal sheet 
can determine the allowance. 

The reconditioned refrigerators are 
advertised in the classified section of 
the newspapers. They are priced at 
$59.50, $79.50, and $99.50; sold in a 
special section of the store and the 
salesmen get one half of their regu- 
lar commission. 

The store has an average of 10% 
margin after allowing for delivery 
and they are sure this plan will 
greatly increase their new refriger- 
ator sales... . 


Trade-Ins Not Big Problem 


Now, it is not my intention to 
depreciate the trade-in problem, but 
I do say it has been exaggerated. 
There will never be a time when a 
trade-in will be involved with every 
new sale, because of the millions of 
new families who never had a refrig- 
erator or any other appliance. 

Millions of refrigerators will be 
junked by their owners who will 
recognize they have no value. Other 
millions will be retained as a sec- 
ond refrigerator, and many more will 
be passed on to finish their life with 
poor relatives and friends. 

A recent report on the individual 
sales of 1,625 of one of our $399 
models showed that while 75.2% of 
these purchasers had previously 
owned one, only 13.9% of these sales 
involved a trade-in; 14.3% of these 
people kept their old one; and 47'% 
disposed of the old ones them- 
selves. ... 

In my honest opinion, trade-i1s 
need never be involved in more thn 
50% of new sales, even though ‘1e 
trade-in idea may be deliberat ly 
used to create new sales. 

With a plan of appraisal of tra:le- 
ins as described above, the busin:ss 
can be handled at a profit. 

Rather than sit back with a neg"- 
tive viewpoint toward the trade- 
problem, why not face it and fir 
out from your own experience just 
what it will do for your volume and 
profit. 

The outlook for the long pull }: 
this business never looked bright” 
to me... . I predict that when th° 
figures are compiled for the tote! 
volume in any one year in the perio: 
from 1950 to 1955, the volume of $* 
billion dollars of 1948 will look sma! 
to all of us; and the departmeni 
stores can earn a fine share of this 
volume. 


| 
| 
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Retail Price Protection 
Eases Customer Hesitancy 


BINGHAMTON, N. Y.—McLean’s 
Department Store says it has found 
the answer to consumer hesitancy 
over refrigerator prices by establish- 
ing a price protection policy. 

The store guarantees a cash refund 
for the difference on any refrigerator 
should the manufacturer’ subse- 
juently authorize a lower retail price. 
Or, the customer may use the price 
veduction as credit on the balance. 

This plan is McLean’s answer to 
‘he growing tendency of appliance 
eustomers to wait until anticipated 
srice cuts are made before buying 
-efrigerators and other appliances. 
icLean’s inaugurated the new policy 
vith a newspaper advertisement 
vhich read: 

“Been waiting for a lower price 

n a new refrigerator? Well, no one, 
icLean’s included, can guarantee 
nat prices won’t go down, but 
* they do, McLean’s exclusive price 
protection policy protects you. So 
why wait? 

“The fact is, while the cost of 
living is 70% over 1939, the increase 
in price of refrigerators is only little 
more than half that. Come in to- 
morrow—choose a refrigerator to 
enjoy now, through the summer 
months ahead, for years to come. 
If the manufacturer authorizes a 
price lower than the price you paid 
between now and Sept. 1, McLean’s 
will refund the difference.” 


Westinghouse Announces 
Vacation Schedules 


PITTSBURGH — Westinghouse 
Electric Corp. has announced vaca- 
tion shut-down schedules for the 
Springfield and Mansfield plants of 
its Electric Appliance Div. and the 
Hyde Park (Boston) plant of its 
Sturtevant Div. 

The Springfield plant will be closed 
from July 15 to Aug. 1, the Mansfield 
plant from July 22 to Aug. 8, and 
the Hyde Park plant from July 18 
to July 29. 

“As in previous years, there will 
again be a complete shut-down of the 
Electric Appliance Div. for a vaca- 
tion period, with the variation that 
there is an overlap in the vacation 
periods of the two plants,” the an- 
nouncement said, adding that the 
period will include both shop and 
offices. 

“The sales, service, order service, 
shipping, accounting, and advertising 
departments will all be closed. There 
will be no telephone service and no 
shipments made.” 

All district and headquarters offices 
and all plants of the Sturtevant Div. 
will be closed during their shut-down 
period. A_ skeleton force will be 
available at all points. 

Distributors of both divisions have 
been requested to anticipate their re- 
quirements sufficiently in advance to 
take care of their needs on both 
finished products and renewal parts 
during the vacation period. 


April Major Appliance Sales 
Off In 248 Dept. Stores 


WASHINGTON, D. C.—Sales of 
major appliances by 248 department 
stores reporting to the Federal Re- 
serve Board in April were off 47% 
from April, 1948 sales, the board has 
reported. 

Thus far in 1949, sales have de- 
clined 40% from the 1948 figures, the 
report shows. Stocks on hand (in 
dollar value) were up 10% at the end 
of April this year. 

However, over-all department store 
stocks, as reported by 323 stores, 
were down 1% from April, 1948. 


Schoellkopf Celebrates 
Opening In Shreveport, La. 


SHREVEPORT, La. — Featuring 
Coolerator refrigerators and freezers, 
the Schoellkopf Co. of Shreveport 
held its opening at 1307 Marshall St., 
here recently. 


Clark Joins Saricks Music 


CASPER, Wyo. — Wellington G. 
Clark, who left the employ of the 
Knight-Campbell Music Co. here 10 
years ago to operate his own home 
appliance store at Culver City, Calif., 
has returned to Casper where he will 
be associated with the Edward Sa- 
ticks Music Co. 


Truesdell Quits Hotpoint 
To Set Up Own Business 


CHICAGO—Leonard C. Truesdell 
has resigned as marketing and mer- 
chandising vice president of Hot- 
point, Inc. to head his own market- 
ing service and distribution center, he 
has announced. - 

No successor to Truesdell has as 
yet been announced by the Hotpoint 
firm. 


Hussmann Pays Dividend 


ST. LOUIS—The regular quarterly 
dividend of 25 cents on the common 
stock, payable Aug. 1 to stock of 
record July 20, has been declared by 
Hussmann Refrigerator Co. 


Rice Music Sells Air Cooling 


AUSTIN, Tex.—A new retail out- 
let here for air conditioning units is 
the J. T. Rice Music Co. 


Service Bill-Form Eliminates Complaints, 
Lets Customer Know Just What’s Been Done 


ST. LOUIS—Developing a refrig- 
eration service bill-form which “tells 
the complete story” of every job has 
paid excellent dividends for Monnig’s 
Service Co. here. 

Monnig, formerly a sales organiza- 
tion, sold its retail store a few months 
ago, and is concentrating entirely 
upon service operation, according to 
L. Monnig, head of the firm. 

“We believe that a service organi- 
zation operates best without having 
to bother with sales considerations,” 
Monnig said. “Therefore, while there 
will still be a sales organization in 
our building, it will be an _ inde- 
pendent firm.” 


DEVELOPS FORM 


Learning through years of experi- 
ence that ill-will and arguments over 
service charges and costs usually 
stem from an incomplete understand- 
ing of the job, Monnig has developed 
a form which, made out in duplicate, 
with one copy left with the customer, 
has completely solved all our prob- 
lems. 

“The form is designed to tell the 
entire story of what happened, how 
is was handled, why costs were ap- 
plied, etc., as well as giving recom- 
mendations to the customer to keep 
his refrigerator equipment in better 
condition in the future,” Monnig said. 

The form is headed with the com- 
pany letterhead, and mentions re- 
frigerators, commercial, domestic, air 
conditioning, radios, vacuum cleaners, 
and washers, all serviced by separate 
departments in the Monnig organiza- 
tion. Below is space for the name 
and address of the customer, phone 
number, the date his equipment was 
installed, and the order number for 
the repair job. 


SPACE FOR COMPLAINT 


Highly important is the next sec- 
tion, which contains a space for the 
“complaint” and below “How re- 
paired.” As soon as the serviceman 
determines the nature of the trouble, 
he fills in the customer’s own de- 
scription of the complaint, and after 
completing the job, jots down what 
methods were used to correct it, in- 
cluding equipment installed. 

“The next time we make a call on 
this same organization, we will know 
in advance what type of repair work 
was done on a previous call,” Monnig 
said, ‘and if the complaint matches 
up with the previous call, it is easier 
to select the proper tools necessary 
for the repair work.” 

Below this section are spaces list- 
ing the make of equipment, the type, 
cabinet number, model, and chassis 
number. This, too, is important, in 
making up repair arts and tool as- 
sortments for each job. 


CHARGES EXPLAINED 


In following spaces, all charges 
are delineated, including the date, the 
time the service mechanic arrived, 
the time departed, amount of the 
trip charged if the trip is out of the 
city limits, the labor charge, and the 
labor total. 

Below, a column on the right lists 
all material used, in 14 sections, with 
a price column on the extreme right 
for individual prices per piece of 
material, plus the total, tax and total 
time, to be added up for the total bill. 

Also important is a blank box on 
the left, which is headed “other work 
recommended.” In this space, the 
serviceman jots down information on 
any other refrigeration equipment 
which will need repairs in the future, 
prospects of selling complete over- 
haul jobs, and other helpful informa- 
tion. 

Monnig uses this column to develop 
business during slow periods, tele- 
phoning the owner of the refrigera- 
tion equipment, pointing out the re- 
commendations of his serviceman, 
and stating that now is a good time 
to get the work done, usually during 
the off season. 

Single service calls in this way 
have often produced three or four 


- times as much volume in work 


through simple followups, according 
to Monnig. 

At the bottom of the service form 
is a space for the service mechanic’s 
signature, the customer’s signature, 
and an explanation of terms, which 
are net cash on completion. 

Also outlined is the Monnig 90-day 
guarantee against anything but de- 
fects in the parts themselves. 

The final line states: “We are not 
responsible for misuse or abuse of 
your equipment.” 

Since developing this form, which 
covers evey possible aspect of every 
repair job, Monnig’s has had no em- 
barrassing “kicks” from customers 
who feel that their jobs were im- 
properly handled. 

Keeping the original copy of the 
service record alphabetically filed in 
the office, has also produced a rich 
source of future repair work, and 
the customer’s signature on the 
bottom of the sheet is a testimonial 
that he understands the work done. 


Clarence Stumpf Joins 
Los Angeles Wholesaler 


LOS ANGELES—Clarence Stumpf, 
a former president of the [Illinois 
State Association of the Refrigera- 
tion Service Engi- 
neers Society, has 
been appointed 
stock room man- 
ager for Refriger- 
ation Service, Inc., 
here, the firm an- 
nounced. 

He succeeds 
“Duke” Budde- 
meyer, who re- 
signed after six 
years affiliation with the wholesaler 
of refrigeration supplies and acces- 
sories. 

Stumpf has been active in the 
refrigeration business for approxi- 
mately 16 years. 

A graduate of Utilities Engineering 
Institute, he worked in the Chicago 
area pre-war. During the early war 
years, he was an instructor in the 
Commercial Trades Institute, which 
trained refrigeration men for the 
Army. 

At the conclusion of this program, 
Stumpf moved to California where 
he later established his own busi- 
ness. He was operating this business 
when he accepted the stock room 
appointment, according to the an- 
nouncement. 

He has been active in RSES activi- 
ties for many years. In addition to 
heading the Illinois association at one 
time, he has been president of the 
Tri-County Chapter and, more re- 
cently, president of the San Gabriel 
Valley Chapter. 


Clarence Stumpf 


Detroit Appliance Chain 
Sells Own Refrigerator 


DETROIT—Introduction of its own 
“deluxe” 8-cu. ft.-plus refrigerator 
priced at $169.50 complete was an- 
nounced in a newspaper advertise- 
ment by The Hot ’n’ Kold Shops here, 
a seven-store appliance chain. 

Called the “Koldmaster,” the re- 
frigerator is ‘priced to undersell all 
others,” according to the advertise- 
ment. The box was said to be fully 
guaranteed. 

Features listed for the box include 
a full-length door, a “giant” freezer 
compartment, a hermetically-sealed 
compressor using “Freon” refriger- 
ant, “simplified’’ temperature con- 
trols, and a “large, deep” meat tray 
of porcelain enamel. The interior 
was described as porcelain on steel, 
with acid-resistant bottom and 
rounded corners. : 

“It’s unheard of!” the advertise- 
ment said in part, “a spacious, qual- 
ity refrigerator at this price! This 
is Hot ’n’ Kold’s exclusive refriger- 
ator... no one else is offering a 
refrigerator this large, at this mar- 
ket-shattering price! It’s priced way 
under other big, deluxe models .. . 
and it’s ’way ahead in styling!” 


O. E. Stevens Establishes 
Headquarters In Atlanta 


ATLANTA—O. E. Stevens of the 
O. E. Stevens Co., manufacturers’ 
representative for refrigeration equip- 
ment and supplies, has established 
new headquarters at 842 Kipling Dr., 
N. W., Atlanta. He was formerly 
located in Charlotte, N. C. 
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DETROIT CERTIFIED: 


Extra value 


in the product 
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VALVES and CONTROLS 


means extra profits in your pocket 


You get the advantages of a lot of extras when 
you use DETROIT Certified Valves and Con- 
trols: extra ease and flexibility in ordering — 
DETROIT has the most complete line of valves 
and controls and the largest distributing or- 


In addition, D 


ganization in the field, Extra dependability 


for every installation — D 


Valves and Controls are designed and built 
to deliver many years of top performance. 


5900 TRUMBULL AVE., DETROIT 8, MICHIGAN 


Division of American Raptor & Standard Sanitary conronanion 


ETROIT Certified 


ETROIT 


LUBRICATOR COMPANY 


x 


DETROIT HEATING AND REFRIGERATION CONTROLS ¢ 
ENGINE SAFETY CONTROLS e FLOAT VALVES AND Olt 
BURNER EQUIPMENT e DETROIT EXPANSION VALVES 


AND REFRIGERATION ACCESSORIES @ STATIONARY 


ETROI backs you up solidly by 
certifying every control—extra protection 
for you, your work and your reputation. On 
your next job get all of these extras; install 
DEtROIW Certified Valves and Controls. 


No. 673 Thermostatic Expansion Valve 


For use on commercial refrigeration sys- 
tems. Double bellows construction allows 
a broad range of superheat settings which 
remain constant under varying conditions. 
Gas charged for motor overload protection 
and quick response. “The Standard of the 
Industry” Write for Bulletin No. 82 


CANADIAN REPRESENTATIVE: RAILWAY & ENGINEERIN AND LOCOMOTIVE LUBRICATOR 
SPECIALTIES, LTD. — MONTREAL. TORONTO, WINNIPEG — ; 
Seung home amd indiuatry NMERICAN-STANDARD AMERICAN BLOWER + CHURCH SEATS + DETROIT LUBRICATOR « KEWANEE BOILER + ROSS HEATER « TONAWANDA IRON 
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How To ‘Clean Up’ the Industry 


By Selling Value, Not Price Alone, Mfrs., Utilities, Dept. 
Stores Can Nurse Industry Back to Health 


NEW YORK CITY—wWhat is re- 
quired to get the appliance industry 
back on a sound merchandising basis 
and the major role the department 
store can play in putting it there 
was outlined recently for members of 
the National Retail Dry Goods Asso- 
ciation by Hammon U. Mann, presi- 
dent of H. U. Mann Co., Inc., Chicago 
appliance distributor. 

A condensed version of Mann’s 
address follows: 

The major electrical appliance in- 
dustry was founded and grew under 
the protection of the franchise. The 
disintegration of the policies and or- 
derly practices under which this in- 
dustry flourished are in a large 
measure responsible for present 
chaotic conditions. ... 

The franchise was designed .. . to 
protect all—manufacturers, distribu- 
tors, and retailers. 


Franchising Is Key Move 


Sound franchising and all it implies 
must be restored. Indiscriminate 
franchising must go. Manufacturers 
and distributors must re-embark on 
a program of adequate but sane mar- 
ket coverage and this can never be 
done by loading distributors and 
dealers with poorly planned produc- 
eee 

Today it would appear that the 
major part of the demand market 
is satisfied. With this I will not fully 
agree, but I will grant it. This does 
not mean that everyone who dreamed 
about a new refrigerator, washing 
machine, vacuum cleaner, ironer, or 
similar device necessarily has pur- 
chased one. 

Many now do not want them as 
badly as they did simply because 
they are available, and of course in 
this market with prices going down 
every day or being advertised as 
such, the public is led to believe that 
it might be wiser to wait. ... 

Yes, you are going to be obliged to 
sell and it is going to take margin. 
How are you going to do the job? 
Close-outs won’t last for long. Any 
manufacturer is silly to build more 
and sell them at a loss. 

No, you are going to have to sell 
new merchandise at regular prices 
and teach your sales people how to 
sell value, and that brings us right 
back to the franchise and the reasons 
for the franchise. 


‘Scratch’ Selling Needed 


Today not too many retailers are 
too anxious to go out and uncover 
needs: not too willing to invest time 
and effort in finding prospects, not 
too happy about selling a homemaker 
on a product from scratch to signa- 
ture and the reason is clearly obvi- 
ous. 

It is because selling today is not 
being done in an ethical, logical, 
methodical manner in our industry. 
You can count on the fingers of 
both hands the number of major ap- 


pliance manufacturers who are mak- 
ing a serious effort to maintain retail 
prices and you can count on the 
fingers of one hand the manufac- 
turers in our field who are doing an 
effective job in backing up their dis- 
tributors in marketing sanitation. 

I doubt if at this time we can ex- 
pect too much in this direction be- 
cause we are in a market where 
some prices will continue to come 
down if only to satisfy those who 
say they must. : 

The continued utterances from 
Washington and from other sources 
which say that inflation must go have 
established in the minds of the buy- 
ing public the idea that prices must 
come down even lower. 

Most prices have come down to 
less than pre-war values. Some prices 
have been cut diastrously yet people 
are expecting further reductions, 
proof that price alone does not sell 
merchandise. .. . 

Here is one commandment for 
manufacturers that would help (re- 
establish the industry on a sound 
basis)—‘‘Thou shalt not load the 
distributor and in turn encourage or 
force the distributor to load the re- 
tailer. Thou shalt not be a pig and 
try to hog the works no matter who 
suffers just because you have a lot 
of ‘moola’.” 


Testing Before Marketing 


Mr. Manufacturer take heed—not 
even the biggest of you can con- 
stantly put out less than perfect or 
near perfect merchandise. Too many 
new models, new devices have been 
produced too hastily. Field testing 
must precede nationwide marketing. 


Products must be engineered and 
re-engineered, weak lines and faulty 
parts replaced before they hit the 
dealer and the home. We have had 
entirely too much trouble and it has 
cost us entirely too much. 

If the department store is going 
to demand of the electrical appliance 
manufacturer and distributor that 
they franchise only such dealers who 
will do a legitimate job of selling 
and maintain prices, then you’ve got 
to do the same thing, and you will 
have to go out after the business. 

You will have to contribute. Other- 
wise it would be silly for Joe Doakes 
Appliance Company to go out and 
sell Mrs. Smith on the idea of buying 
such and such a refrigerator or 
washer or cleaner at list prices from 
him if by any chance Mrs. Smith 
could come down to your store and 
buy it for less, or on more favorable 
terms. 

If, however, you demand that 
manufacturers and distributors clean 
up the price situation, you will have 
to keep it clean. ... 

Certainly the department stores 
cannot help to stabilize this indus- 
try by constantly advertising bar- 
gains, bargains and bargains only 
from a cut price standpoint. 


Price Must Be Secondary 


Stabilization of the appliance mar- 
ket will begin when the bargain is 
expressed by selling in terms of 
value; where the price remains con- 
stant but becomes smaller in rela- 
tion to value as the uses, benefits 
and desirability of the product grow 
in the eyes of the prospect—when 
well trained salesmen explain and 
sell the product not the price... . 

If only a few leading manufac- 
turers and small number of depart- 
ment stores establish and encourage 
a rigid policy of ethical merchandis- 
ing, of price maintenance, their ef- 
forts cannot be of any great stabiliz- 
ing influence. This purification must 
embrace most of the secondary and 
smaller manufacturers. 

The majority must fall in line be- 
cause it is pretty clear to all of us 
today that the smaller manufac- 
turer can produce and often does 
produce an item of equal or superior 
quality to that of the larger fellow, 
with a better known trade name. 

What this industry needs is a vast 
network of interested persons stretch- 
ing from coast to coast, pervading 
every city, town, and hamlet, and 
every home to carry the message of 
the benefits provided by the purchase 
and use of electrical appliances. 

It seems like a terrific job, does 
it not? To establish, assemble, train, 
and implement such an association— 
an association that would encourage 
the use of appliances and their sale 
at the nationally, legally fixed or 
suggested prices and terms; an as- 
sociation that could hire and train 
high type American citizens and in- 
terest them in selling electrical appli- 
ances; an _ institution that would 
stand out as a leader, as a standard 
bearer and a standard maker; a 
beacon, pointing the way, the right 
way—that would be a glorious thing. 

Gentlemen, that was a _ glorious 
thing. 


Utilities Were Big Help 


We had it once and your, or at least 
some of you and a lot of short- 
sighted, Johnny-come-lately oppor- 
tunist dealers and agitators in both 
loose and close association, who had 
no other purpose than selfish gain, 
contributed to the destruction of 
something they knew nothing about. 

Blindly they moved against the 
public service companies that had 
helped so greatly in the creation of 
the appliance industry—the public 
utilities who had sponsored it from 
its infancy, had helped it to crawl 
in swaddling clothes, nursed it at 
its powerful bosom until it became a 
full-fledged, powerful giant, yes, a 
powerful giant, now on the rampage 
because we have no leardership. 

I speak, gentlemen, of the electric 
light and power industry, the central 
stations of America, and I remind 
you of the fine merchandising job 
they did, of the high standards they 
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TROUBLE-FREE AUTOMATIC STARTERS 


Only ONE Moving Part—No Contact Maintenance 


MOTOR)CONTROL 


Only ONE Moving Part... that is the 
secret of the trouble free, dependable serv- 
ice of these Allen-Bradley solenoid starters. 
No pivots, no pins, no bearings, no hinges 
to corrode and stick. No jumpers to break. 
No contact maintenance, because the double 
break, silver alloy contacts need no cleaning, 
filing, or dressing. You just install A-B solenoid 
starters ... and forget them. For full infor- 
mation about ratings, enclosures, etc., send 
for Bulletin 709. Allen-Bradley Company, 
1313 S. First St., Milwaukee 4, Wisconsin. 
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poorly planned production. .. . 


price. ... 


HMighlights of Mann’s Talk — 
At Nrpo6éaA Meeting | 


“Sound franchising and all it implies must be restored. Indis- 
criminate franchising must go. Manufacturers and distributors must 
re-embark on a program of adequate but sane market coverage and 
this can never be done by loading distributors and dealers with 


“You either have to go with humility and beseech the utilities 
to get back into merchandising and join hands with you in main- 
taining the standards of ethical promotion, selling, and price mainte- 
nance or gather into a group all of the biggest and best and most 
serious dealers, manufacturers, and distributors serving your com- 
munity, have a meeting, where price protection laws permit, and 
then embark on a new era of sensible specialty selling. 

“If you can’t get the utilities into the picture, then I would say 
as the largest group of important merchandisers you will have to 
start the ball rolling and set the example... . 


“The appliance business is getting too big to be as sloppy as it 
is. ... Let’s clean it up. And then, let’s keep it clean.” : 


“Most prices have come down to less than pre-war values. Some 
prices have been cut disastrously yet people are expecting further 
reductions, proof that price alone does not sell merchandise. . . . 


“Certainly the department stores cannot help to stabilize this 
industry by constantly advertising bargains, bargains, and bargains 
only from a cut-price standpoint. 


“Stabilization of the appliance market will begin when the bargain 
is expressed by selling in terms of value; where the price remains 
constant but becomes smaller in relation to value as the uses, benefits, 
and desirability of the product grow in the eyes of the prospect— 
when well-trained salesmen explain and sell the product not the } 


set, and the tremendous number of 
men they trained for this industry. 

You will find these men on your 
floors; you will find them in your 
buyer’s offices. You will find them as 
dealers and manufacturer’s represen- 
tatives, as distributors and distribu- 

‘tors’ salesmen—but there are not 
enough of them, for instead of being 
encouraged to keep feeding this in- 
dustry from their bountiful bosom 
there were those who said the utility 
did not have the right to sell the 
devices that used the power they 
manufactured. .. . 

I had lunch. with Bill Reace (Wm. 
T. Reace) vice president of the Com- 
monwealth Edison of Chicago and 
‘Rock’ Smith (G. H. Smith) execu- 
tive vice president of Deepfreeze 
Div., Motor Products Corp., the 
other day and in talking about this 
subject I asked how many men they 
had trained, average, in a year for 
their former gigantic selling organi- 
zation, which is now reduced to a 
skeleton force doing some _ token 
work in establishing certain new 
Products. He said about 800 men a 
year. 

In 10 years that would have been 
8,000 men trained effectively to sell 
electrical appliances at list. These 
men were stimulated to go out and 
do a job. Commonwealth Edison 
operated a sales organization of from 
400 to 450 outside men, and this did 
not cover home economists and 
store help. 


Trainees Proved Value 


The fact that they only trained 
about 800 men a year to keep this 
organization going is a high tribute 
to their effectiveness, but brother 
they trained them. Those boys knew 
their stuff. They sold merchandise at 
established prices. They demonstrated 
and proved need and created accept- 
ance, and business in Chicago was 
good for everyone... . 

There are some old-timers in de- 
partment stores who still believe in 
teaching men how to sell. There are 
others who think their men know 
all about selling and the products. 
“They’re old-timers,” they say. 
“Know more about the stuff than I 
do.” 

Even doctors go back for refresher 
courses. Successful lawyers study 
law books’ constantly. Virtuoso 
pianists practise for hours, singers 
practice, boxers train, and runners 
practice. 

What are you doing about teach- 


ing, training and re-training your 
salesmen for today and _ tomor- 
BOWT « s. 


I sell over a carload of cabinets and 
sinks a month to a Chicago depart- 
ment store. I couldn’t understand how 
this one store could sell 66-in. porce- 
lain sinks and cabinets so much better 
than other department stores. 

I happened to be in that store one 
day and saw a small crowd standing 
around a sink and the sink was on 
fire and there was a buyer of the 
department, an appliance salesman 
from way back—trained in the school 
of hard knocks, standing there with 
a big bottle of iodine in his hand. 

He poured it on the sink and set 
it on fire and it dried up and left a 
black ugly stain. All the women 


were looking at that sink. They 
thought it was a shame to ruin such 
a beautiful sink. Joe took a rag and 
wiped it off. I’m speaking of Joe 
Millstone of the Fair, whom many of 
you know. 

What a tremendous national force 
the department store exerts. What 
power you have to help the manu- 
facturers and distributors to do a 
clean job. But be sure that you your- 
self are pure, pure in your hearts 
not just in lip loyalty. 

You either have to go with humility 
and beseech the utilities to get back 
to merchandising and join hands 
with you in maintaining the stand- 
ards of ethical promotion, selling, and 
price maintenance or gather into a 
group all of the biggest and best and 
most serious dealers, manufacturers, 
and distributors serving your com- 
munity, have a meeting, where price 
protection laws permit, and _ then 
embark on a new era of sensible 
specialty selling. 


Dept. Stores Can Prepare 
To Take Leadership 


If you can’t get the utilities into 
the picture then I would say as the 
largest group of important merthan- 
disers you will have to start the ball 
rolling and set the example. 

There is a lot of work to be done. 
Here and there you see a sporadic 
attempt on the part of a manufac- 
turer and his distributors to protect 
the selling dealer against the chiseler, 
but this industry is too big for just 
a few to preach and practice ethical 
and sound distribution while the rest 
of the gang goes on a spree, wallow- 
ing in the gutter of cut prices, whole- 
sale-retail selling and indiscriminate 
distribution. .. . 

Manufacturers as soon as possible 
must establish the lowest possible 
retail prices for their products which 
permit sensible margins, then keep 
these prices long enough so we can 
achieve some degree of stabilization 
and go back into marketing in the 
best traditions of specialty appliance 
selling. 

As long as price reductions are 
made daily or weekly or pieceme?!, 
the public is going to figure that 
prices are still coming down aid 
most retailers are going to prove 
their contentions by reducing pric:s 
further for them right on the spc'. 

We should right here and now 
clean house. Over-priced merchandise 
must be re-priced at its proper se‘i- 
ing level for once and for all. 

Unless the department store sip- 
ports those manufacturers and ('s- 
tributors who police the marketi:2 
of their products, you are going ‘° 
be in competition with some pret‘. 
hot price operators, and you won 
be able to compete without wreckin;. 
this industry. ... 

I know that the department stor 
wants to stay in the major appli 
ance business. If you do, being so bi; 
a part of it, you will have to assum: 
much of the obligations of leadership 
unless you can get your good friends 
—the utilities—back into the picture 
to join in a new march on a sound 
basis into the glorious future that 
awaits all of us in this great in- 
dustry. 
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‘Concluded from Page 1, Column 1) 
merchandise, plus your other regular 
advertisers, are trying to provide 
steady jobs to produce quality refrig- 
eration equipment at a fair price. 
We are “busting a tug” to learn 
“How to Make Money in A Buyers 


\farket.” I believe the distressed 
nerchandise classified advertise- 
jents, cause far more harm than 


ny of us realize. 

Of course there will be distressed 

erchandise from time to time, like 
-our advertisements from Chicago, 
ansas City, and New York. Cannot 
.ois problem be solved by advertise- 

ents in local papers or other publi- 
cations eager for this type of busi- 
ness? Why spread this confusing 
tnowledge all over the nation via 
“The Newspaper of the Industry.” 

Perhaps you cannot restrict such 
advertisements even if you wished to 
do so. However, I wanted you to 
know how I feel as a reader and ad- 
vertiser. 

A long time ago I heard about a 
man who made a million dollars by 
minding his own business. However, 
in this instance my curiosity prompts 
me to send a copy of this letter to a 
few of my associates in the refrig- 
eration industry to see if they share 
my views. 

MARK MOONEY 
Product Manager 


Dear Mark: 

You did not tell us which “asso- 
ciates in the refrigeration industry” 
received copies of your letters, so 
our only recourse is to answer it 
publicly. Incidentally, we’re glad you 
stuck your neck out, because it gives 
us an opportunity to state an im- 
portant principle in our publishing 
philosophy. It is this: 

AIR CONDITIONING & REFRIGERATION 
NEWS owes its prime responsibility, 
not to its hundreds of advertisers, 
but to its thousands of subscribers. 

Any time there’s a conflict between 
their interests and yours— as in this 
case—we’re for them every time. 


We have to be, because we publish 
a paid-circulation newspaper (the 
only independent one serving the in- 
dustry, incidentally). Free circula- 
tion sheets can cater to advertisers 
exclusively; people get free-circula- 
tion magazines whether they want 
them or not. 

Subscribers to  paid-circulation 
papers, on the other hand, won’t mail 
in their hard-earned money for a 
subscription renewal unless they be- 
lieve that the publication they are 
buying serves them and their in- 
terests. And if too many of them 
don’t renew their paid subscriptions, 
the publisher goes out of business. 


So it isn’t altruism that makes us 
take our stand on this principle that 
subscribers’ interests are paramount. 
It’s simple, enlightened selfishness. 


Now: back to the matter of dis- 
tress-merchandise classified advertise- 
ments. 


In this case, we think it was you 
fellows who, unwittingly and inno- 
cently, got our subscribers into the 
messes from which they’re now try- 
‘ng to extricate themselves, with our 
nelp. 

The big trouble with our industry 
oday is excessive and unbalanced in- 

entories—especially the latter. Some 
ections of the country and some dis- 
tibutors are loaded up with more 
aerchandise than they can possibly 
ove any time soon, even with heroic 
les efforts. That’s why these dis- 
ributors—who simply must convert 
nventories into working capital—are 
ffering overstocks in our classified 
advertising columns. They'll take a 
licking on these offerings, but it’s 
ither that or go broke for many of 
‘hem. (You, of all people, Mark, 
/ught to know how vital the problem 

of working capital is to a distribu- 
tor). 

These classified advertisements are 
the industry’s market place. They are 
serving the entire industry by bring- 
ing lopsided inventories back into 
vetter balance throughout the coun- 
try. They are doing, lamely and be- 
latedly, a necessary job. 

It’s a job, by the way, which you 
manufacturers could have prevented 
ast winter. 

Why are inventories unbalanced 
‘and excessive in certain spots? 
Answer: because you fellows don’t 


have adequate, industry-wide, geo- 
graphical sales statistics. You don’t 
know when you’re overproducing, or 
where or whom you're overloading. 

And why don’t you have these sta- 
tistics—figures which could help you 
control your production and distribu- 
tion reasonably? Because you manu- 
facturers and your competing asso- 
ciations can’t get together. 

The Lord knows we've tried to or- 
ganize a statistics collection system 
that would prevent messes of this 
sort. You attended the meeting in 
Detroit last winter that AIR CONDI- 
TIONING & REFRIGERATION NEWS spon- 
sored (and paid for) in which we 
proposed a statistical service for the 
commercial refrigeration and air 
conditioning industry. You were all 
for it, as was everyone else present, 
but nothing happened. The program 
bogged down. Was inertia respon- 
sible? Or was it the mire of jealous- 
ies among rival associations of 
manufacturers ? 

Until the manufacturers in this 
industry quit acting like little boys 
quarrelling over who’s going to pitch 
in a sandlot baseball game, we’re 
going to have recurring situations of 
this sort. And our subscribers will 
again take the rap. We don’t like 
that, and you_ shouldn’t,.: either. 
They’re your customers as well as 
ours. 

Without adequate statistics you're 
all working in the dark. Overproduc- 
tion, unbalanced inventories, and dis- 
tressed distributors will continue to 
plague our industry until you fellows 
get together and agree upon a sensi- 
ble, adequate program for collecting 
and publishing complete production 
and sales statistics on every commer- 
cial refrigeration and air condition- 
ing product. 

Every week you delay will cost 
you money. What’s worse, from our 
standpoint, further delays will hurt 
our subscribers. A lot of them will 
be going out of business—or aban- 
doning our industry—because nothing 
has been done to put this program 
into effect. 


Another Dip Into the 
Mailbag 


Another subscriber writes about an 
equally serious problem. He asks 
that his name be withheld, but he 
has something to say. Quote: 


The Trane Co. 
La Crosse, Wis. 
Editor: 

Hearty congratulations on your 
editorial ‘‘We’re All Responsible’ in 
the May 16 issue of AIR CONDITION- 
ING & REFRIGERATION NEWS. 


Not only are we guilty of negli- 
gence in the case of the education 
of our children for the sake of the 
future of America, but we also lack 
the “guts” to stand up for America 
and American principles wherever 
and whenever the occasion arises for 
the sake of the present. We will risk 
our necks and our lives to fight 
gloriously with a gun but when we 
must face the possibility of a bit 
of verbal or printed ridicule by tak- 
ing issue with the dangerously en- 
trenched subversives, we cower and 
find ourselves ready to let down Old 
Glory and all for which it stands. 


The case of our Atomic Program. 
In 1947 the Oak Ridge Scientists 
and Engineers Organization had such 
a reputation that the general state- 
ment of all good Americans was, 


“Good Americans stay away.’ How | 


I am a worker trying to make a 
living but may God grant me the 
courage to raise my voice for 
America whose fundamentals are 
based upon the principle of the Ten 
Commandments and the Sermon on 
the Mount. If we are not willing to 
keep our foundation there then we 
deserve what the Communists would 
like to do to us. 

P.S.: One paragraph is a bit ticklish 
so please do not let my name get 
into print. 


Glad We Don’t Live There 


Thurman Sensing, director of re- 
search for the Southern States Indus- 
trial Council, has been examining 
the results of Socialism under a 
Labor Government in England. He 
writes: 

“A farmer told me this as a true 
story: The control of milk requires 
it to be sold only through govern- 
ment channels, and forbids that it 
be given to anyone not working on 
the farm where it is produced. For 
the time being recently the market 
was glutted and the government was 
buying no milk. A farmer gave some 
milk to a nearby. neighbor with a 
large family, but was reported and 
was threatened with revocation of 
license if it happened again. ‘But,’ 
said the farmer, ‘I am getting more 
milk than I need. What do you want 
me to do with it, pour it down the 
drain?’ ‘Just don’t milk your cows 
so often,’ was the reply from the 
bureaucrats. 

“Shades of OPA! Is there any 
quicker way to make a cow go dry? 
Or is there any quicker way to dry 
up the resources of a nation than 
by bureaucratic control? 

“When the Socialist Government 
came into power in Great Britain 


in 1945, that meant perpetuation of 
rationing and controls of all sorts. 
The other *day there was almost a 
riot in one of the fashionable stores 
of London when a long queue of 
women who thought the store had 
nylons for sale found out the rumor 
was false. Long queues form in the 
early morning to buy sausage from 
a certain store that has little more 
than forty per cent meat proportion 
that is the standard percentage. 
Queues form to buy government in- 
spected horse meat. 


“Rationing was taken off candy in 
the retail stores a few days ago, 
but ridiculously enough, the amount 
the manufacturers are allowed to 
make is still limited. Naturally, long 
queues are in front of every candy 
shop that has any left on its shelves, 
but most of the shops have none 
most of the time. Some of these 
bureaucratic offices over here are 
doing the most imbecilic things that 
have been done by governmental de- 
partments since we plowed under 
every other row we were raising in 
the United States and made soap 
out of little pigs. Come to think of 
it, though, pouring kerosene on 
potatoes and buring them would rank 
pretty high along this line! 


“It makes me shudder to think 
how we might have continued OPA 
in the United States instead of stop- 
ping it when we did. There were 
some folks, you know, who wanted 
to continue it. There is one thing 
sure, the longer bureaucracy stays 
in power, the harder it is to dislodge; 
and if it stays in power long enough, 
it will drain a nation dry. 

“The bungling bureaucracy of the 
socialistic government of Great Bri- 
tain is gradually sapping both the 
financial strength and the morals of 
the people. 


“Socialism breeds dishonesty. So- 
cialism penalizes thrift, energy, and 
ambition. Unjust regulations set up 
by bureaucratic government not only 
force the people to break the law 
but make them delight in doing so. 

“There is no excuse for govern- 
mental interference with natural 
economic laws after a_ reasonable 
time following termination of war; 
it only leads to evasion and black 
market operation. 

A prominent industrialist here in 
London told me the other day that 
he was recently with a group of 20 
men and made the offer to pay each 
of them who had not brokén the 
law within the past 24 hours five 
pounds, provided each of them who 
had broken the law would pay him 
one pound. His offer was not ac- 
cepted. What was formerly the 
world’s most law-abiding nation has 
now become a nation of law breakers. 

“Governmental rationing and price 
control has never yet worked in the 
history of the world, since it was 
first tried by the Roman Emperors or 
even earlier. There are some natural 
laws that are not destined for repeal, 
try as hard as we may. Neither can 
the urge for freedom be extinguished 
in the hearts of men.” 


Sound Advice 


From a house organ: 

“The fundamental rule of progress 
is to do what you can with what you 
have where you are today.” 


And we also like the shrewd re- 
mark made by Bill Blees, Crosley’s 
new vice president: 

“Trouble with this industry is that 
too many men don’t know how to 
operate when business is only 140% 
above normal.” 


© 


many of these good Americans were | 


ready to fight (verbally and politi- 
cally) to take the organization from 
these subversives ? 


Take another case, which has al- | 
ways puzzled me. In one of our in- | 


dustries in the early days of the 
war the left wing C.I.O. made an 
effort to organize the engineers and 
draftsmen via outside agitation with 
some inside help, particularly two 
known communists. When the meet- 
ing was held (a sizeable group) and 


the vote was to be taken for the | 


C.I.O. or the Independent union, 
everyone voted for the independent 
union except the two known com- 
munists. Then when it came to 


elect a president—you guessed it— | 


one of these became president. Have 
we any faith in Americans? 
Perhaps I have said too much but 
I happen to be one American who is 
just plainly burned up because it has 
been my opportunity to witness some 
phases of this Cold War. It is very 
obvious that the Communists have 
infiltrated many branches of govern- 
ment activity and their part in the 
cold war is to make the government 
projects cost as much as humanly 
possible. This is first hand informa- 
tion. And when I raise my voice in 
protest the reaction is: “You are 
only prejudiced by the businessmen.” 


CHIEFTAIN CONVENTIONAL CONDENSING UNITS 


Millions of satisfied owners attest the 
superiority of Chieftain conventional-type 
refrigerating units. These owners find in 
Chieftain the qualities most desired in a 
eondensing unit; smooth, quiet operation; 
dependable long-lasting performance; low 


first cost. 


Chieftain conventional condensing units 
are sold through jobbers, dealers and serv- 
icemen. The line covers a wide range of 
applications, with units available in prac- 
tically any desired capacity, for either self- 
contained or remote installation. 


= 


VY 
Chieftain =/4 TECUMSEH PRODUCTS COMPANY « 


— 


Tecumseh, Michigan 


EXPORT DEPARTMENT: 2111 WOODWARD AVE., DETROIT 1, MICHIGAN be 


Illustrated is the Chieftain 14 horsepower 
twin. Mounted on a flat pressed steel base, 
the unit dimensions are kept to a minimum 
to simplify installation in self-contained 
refrigerating equipment of small unit com- 
partment design. Models available for every 
V4 horsepower application . . . small walk- 
in and reach-in coolers, large beverage and 
water coolers, commercial cases, large frozen 
food and ice cream cabinets, ete. 

Write today for complete information 
and descriptive literature. 


World, largest 
nidont producer 
of Compressor and 
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Cory Fair-Trade List 
Drops Coffee Maker 


CHICAGO — Cory Corp. has re- 
moved its $27.75 automatic coffee 
maker from fair-traded arrange- 
ments so distributors and dealers can 
liquidate inventories of the model be- 
fore the forthcoming introduction of 
two new automatic models, the com- 
pany reported. 

However, all other models in the 
company line remain fair-traded, it 
was stated. One of the new models 
will be priced below the current level] 
for the product and the other will 
retail for between $28 and $30, ac- 
cording to N. H. Schlegel, vice presi- 
dent in charge of sales and advertis- 
ing. 


Hoover Gives $5 Off for Trade 
On Lightweight Vacuum Cleaner 


NORTH CANTON, Ohio—Hoover 
Co. is making a special offer of its 
newest vacuum cleaner, the light- 
weight model, for $49.95 plus the 
user’s old cleaner. 

The lightweight cleaner, introduced 
last December, will retail for $54.95 
without a trade in. The former re- 
tail price was $59.95. 


$10 Across-the-Board Reduction 
Made on All ‘Duchess’ Washers 


ALLIANCE, Ohio—The Appliance 
Mfg. Co. here has made a $10 reduc- 
tion in the list price of all models of 
the ‘‘Duchess” line of washers which 
it manufactures, it is announced by 
F. W. McGrath, vice president. 


Small Business ‘Advisory Council’? 


Only Hard-Headed, Conscientious Attention to Costs of Doing 
Business Will Enable Dealers To Achieve Financial Success 


LOS ANGELES — The financial 
success of appliance distributors and 
dealers is dependent on their ability 
to keep volume high enough at their 
margins to cover their costs of doing 
business. 

So stated Robert H. Cockfield of 
the Los Angeles department of water 
and power at the annual meeting of 
the Southern California Radio & 
Electrical Appliance Association, Inc. 
here. 

Both the dealer and the distributor 
must know his costs, keep inventories 
consistent with volume, and refrain 
from selling good standing merchan- 
dise below total true cost, he de- 
clared. 

In clarifying these problems for 
the dealer group, Cockfield stressed 
that each dealer and distributor is 
in business to benefit himself and is 
going to do only those things that he 
thinks will help him make a profit. 

“The managers of our business,” 
he declared, “are human beings doing 
the best job they can with the 
knowledge and ability they have. 

“But if tomorrow is to be any 
better than today, we had better face 
today’s issues fairly and squarely, 
because tomorrow will be only as 
good as we make it. 

‘What we do for ourselves is worth 
a lot more than what the other fellow 
does for us.” 

Illustrating what he meant by 
“facing today’s issues fairly and 
squarely,” Cockfield asserted on the 


matter of dealer margins: 

“The customer pays a premium 
on manufacturing costs to have a 
given item delivered in perfect oper- 
ating condition, and when that pre- 
mium exceeds the value of the 
service to him, you’ve lost a sale. 

“If your competitor can deliver the 
same item and give seemingly the 
same service at a lower price, you 
had better improve your selling and 
your service, and your cost of doing 
business. 

“Distributors have a margin too, 
and for that they perform a useful 
service. But I can’t help calling at- 
tention to the fact that while their 
dealers are their customers, the 
dealers are in effect only way sta- 
tions on the road to the ultimate con- 
sumer. 

“Many of the distributors’ sales- 
men are new men. They are usually 
paid a fixed salary, plus commission. 
They are fired up by very excellent 
sales managers to make sales, and 
thus tend to forget that a dealer can 
buy only as much as he sells at a 
profit. We now need more dealer 
counselors and fewer wholesale sales- 
men.” 

On “knowing your costs,” Cockfield 
expressed the opinion that “the 
trouble is we think we know when 
we really don’t. 

“The other day two dealers were 
talking. One dealer told the other he 
had cleared 12%. 

“‘Oh yeah! How much did you 
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take out for you and your wife’s 
salaries ?’ 

** *$350.’ 

“He couldn’t have hired a man to 
do his job for less than $500, plus 
another $250 a month for a girl to do 
the job his wife was doing. When all 
costs were charged, he was making 
less than 5%. 

“One of the saddest pictures the 
bankers have to deal with is the 
man who finds out too late that he 
is slowly going broke. You can fudge 
your accounting, but you cannot 
fudge the facts.” 

Commenting on the often heard 
phrase that there are too many 
dealers, Cockfield declared: 

“When every dealer has five lines, 
any one distributor can only expect 
one fifth of each dealer’s business. 
So the distributor has to have five 
times as many dealers as if he had 
all of one dealer’s business. 

“When one outlet in a given area 
will give a distributor as much 
volume as five, the distributor will 
cut out the other four, because it 
costs him more to handle five ac- 
counts than one. 

“But, as long as the dealer’s com- 
petitors in any given area have a 
large number of lines, he also has 
to have a large number to compete 
with them, so he won’t cut lines until 
the distributor cuts the number of 
outlets. So we just keep on going 
round and round, getting nowhere. 

“My survey shows that on the re- 
tail side of the picture, the first 25% 
of range volume is sold by only five 
firms. The second 25% is sold by an 
additional 23. The third 25% is sold 
by an additional 59 firms. And to 
get the last 25% it took 243 outlets. 

“Interesting, too, was the fact that 
well over 100 franchised outlets on 
our lines didn’t sell a single range for 
installation on our lines during the 
entire second half of 1948.” 

Cockfield offered these two ideas 
as steps toward solving problems: 

“1. Let the men in the industry 
run the business of the industry 
through a greatly expanded work- 
ing committee organization. Then 
more people in our industry will 
know what is being done for our in- 
dustry because they will have helped 
do it. 

“2. Set up a ‘Small Business Ad- 
visory Council’ composed of quali- 
fied advisors on all phases of busi- 
ness management to whom a dealer, 
or any other member of the indus- 
try, could go in strictest confidence 
for review of the condition of his 
business, and obtain free counsel and 
advice as to its operation. 

“This council to be charged with 


_a development of a_cost-conscien- 


tiousness on the part of the dealer 
group so they will go after the deals 
they make money on and turn down 
the deals they lose money on.” 


More Active Promotion 
Urged To Offset Lagging 
Refrigerator Volume 


NEW YORK CITY—According to 
trade sources in this area surveyed 
by the New York Times, retail sales 
of refrigerators are running from 
10 to 15% behind last year, “a much 
better showing than was expected at 
the beginning of the active selling 
season in April,’ the Times said. 

Most sources said that price reduc- 
tions by manufacturers are the most 
important reason for the better-than- 
expected showing. 

An appliance merchandising execu- 
tive for a local home furnishings 
chain emphasized that active promo- 
tion is highly necessary today, and 
said that his organization is resorting 
to trade-in offers for the first time 
since the War. The chain’s refrig- 
erator volume is off 15% as com- 
pared with 1948, he said. 

A top official of the home furnish- 
ings department of a _ nationwide 
group of department stores said the 
sales picture is spotty in his outlets 
throughout the country, with some 
outlets doing well and others rather 
poorly, but that on the whole, busi- 
ness was better than was anticipated. 

One distributor declared that his 
company had a most satisfactory 
May, following a bad April. The 


company will meet its pre-war June 


figure of 13% of total annual refrig- 


erator sales, he stated. 


NRDGA Speakers Claim 
Current Market Demand: 
Careful Management 


NEW YORK CITY—The end o 
the current business decline is not i: 
sight, but basic market condition. 
are sound. 

That was the substance of talk 
by economists specializing in the de 
partment store field, who talked t 
the midyear merchandising conve: 
tion of the National Retail Dry Good 
Association. 

Q. F. Walker, R. H. Macy & C 
economist, pointed out that it wa 
obvious that the high postwar rat 
of business expansion could not b 
maintained and that’ correction 
would have to be made. 

“These corrections now have bee.. 
underway for several months. The 
are spreading over a wider area. An 
the end is not yet in sight. 

“However, a very large part o° 
the broad readjustment in prices o° 
consumer goods has already take 
place. But the downward drift of th: 
general price level seems likely to 
continue... It may well be six to 12 
months before we attain a right 
degree of price balance along a broad 
economic front.” 

Walker sees the sales trend for 
department stores continuing down- 
ward for the rest of the year, but 
sees the total decline from 1948 
figures being only 6 to 7%. 

Said Louis J. Melicek, general mer- 
chandise manager of Crowley, Milner 
& Co. of Detroit: 

“Business isn’t so bad. It’s just 
that last year’s dollar figures appear 
so colossal.” He expounded these 
four for running a store: 

“Find out what people want: have 
it. ; 

“Find out what people don’t want: 
don’t have any of it.” 

Melicek suggested adherence to the 
following ‘sound merchandising prin- 
ciples” for conduct of business during 
the balance of the year: 

“Keep up assortments and basic 
stocks. Keep down the number of 
price lines. Buy small. Buy often. 
This is not the time for plunging. 

“Watch your promotions. Don't 
over-emphasize reduced prices. Pro- 
mote wanted merchandise. Promote 
your best selling price, your best sell- 
ing item, your best selling classifica- 
tion.” 

Milton J. Greenbaum, vice presi- 
dent of Felix Lilienthal & Co. said 
that “actual buying can be approach- 
ed with a feeling of confidence. 

“Manufacturers have prepared 
their new lines with the determina- 
tion that through proper styling, 
proper manufacturing, and proper 
pricing, the customer must be at- 
tracted.” 


Kelly Heads Dealer Div. 
Sales for G-E Distributor 


BLOOMFIELD, N. J.— James H. 
Kelly has been appointed sales man- 
ager of the dealer division of the 
North Jersey branch of General Elec- 
tric Appliances, Inc., wholesale dis- 
tributor of G-E major appliances, it 
was announced recently by J. ©. 
Saur, branch manager. 

Kelly began his business career in 
1922 with the Matthews Electric 
Supply Co., General Electric distribu- 
tor for the state of Alabama. In 19°”, 
he became associated with the A ‘a- 
bama Power Co. in Montgome'y. 
where he did retail appliance selli ‘«. 

In 1934, he joined the sales s‘ ‘f 
of the General Electric Supply C: ». 
in Atlanta, and four years later \ 's 
made assistant appliance sales m 
ager in charge of major applia 
merchandising. 

In 1945, he joined the Farnsw< 
Television and Radio Corp., as 
gional manager with headquarter 
Atlanta. 


Appliance OfferedIn Used | 
Car ‘Package’ Sale 


CASPER, Wyo. — Local applianc 
dealers have made an agreeme! 
with a local automobile dealer ' 
furnish and install an appliance wi! 
each of specified used cars sol 
with the car dealer paying the app! 
ance dealer. 

Customers may choose the spec 
fied appliance from the dealer < 
their choice, or if they do not nee 
the specified appliance they ma. 
apply the amount to any other typ 
of appliance. 
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~ Utility’s Wiring Layouts Promote All-Electric Kitchens In South 


CHICAGO—No one is better quali- 
fied to plan kitchens and make ade- 
quate wiring layouts than a girl 
who has had home service experi- 
ence, the Georgia Power Co. feels. 

Consequently, all 45 members of 
the home service department are 
thoroughly trained to discuss ade- 
quate wiring with homemakers, make 
wiring and kitchen layouts, and give 
lecture demonstrations on the subject 
before consumer and school audi- 
ences. 

As a result of this policy, better 
home wiring was personally dis- 
cussed with 15,627 Georgia home- 
makers in 1948, the utility’s adequate 
wiring representative, Nina Faye 
Bonner, reported at the annual Ade- 
quate Wiring Conference here. 

“Home economists presented 672 
wiring layouts in 1948, 2,502 kitchen 
plans, and 274 laundry plans and... 
the kitchen and laundry plans includ- 
ed wiring layouts,” she said. In addi- 
tion, she stated, “lectures on the 
subject of wiring, kitchen and laun- 
dry planning totalled 173. With an 
average attendance of 50, this adds 
almost 9,000 more people who heard 
about adequate wiring during the 
year.” 

Indications that Georgia Power’s 
approach is paying off were apparent 
last year when 1,500 women entered 
a kitchen improvement contest. 
Ninety-six per cent of the partici- 
pants, she said, “completed their 
kitchen improvements in the six 
months’ duration of the contest. These 
improvements included wiring.” 

Miss Bonner then related how the 
utility’s home service injects “feature 
presentations” into cooking school pro- 
grams. The type of presentation, she 
explained, is determined by the needs 
of the particular area and is planned 
to coordinate other such programs. 

“In areas where people principally 
own their own homes, a wiring pres- 
entation is injected,’ she continued. 
“Home lighting is popular with any 
group, and recently home freezing 
has become popular. 

“When it is possible to have auto- 
matic washers connected, a complete 
laundry presentation takes the spot. 


Fresh’nd-Aire Offers Price 
Protection to Distributors 


CHICAGO—Adoption of a 60-day 
price protection policy for its dis- 
tributors has been announced by 
Fresh’nd-Aire Co. of Chicago, a 
division of Cory Corp. 

The policy applies only to mer- 
chandise, in original unopened fac- 
tory shipping containers, in wholesale 
distributors’ stock at the time of a 
price reduction. 

Should the distributor price of any 
of its products be reduced within 60 
days from the date of shipment by 
the factory, settlement will be made 
by credit memorandum. Credits can 
be used only to purchase additional 
Fresh’nd-Aire merchandise. 

The manufacturer reserves’. the 
right to change or cancel the policy 
at any time. However, if such should 
be done, price protection will apply 
on all purchases made by distributors 
during the 60 days preceding the 
effective date. 

Under the policy, distributors are 
not authorized to assign their rights 
of protection to retailers. 


Laundry and kitchen planning is 
often incorporated, always with em- 
phasis on wiring. In every instance, 
the personal wiring service available 
through the company is expained. 
“The ‘feature presentation’ not only 
enables the audience to receive an 
additional message on a _ pertinent 
subject, and emphasizes the time re- 
leasing feature of electric cookery, 
but it turns the spotlight on the local 
home economist, helping to identify 
her in her territory, as well as giving 
her platform experience without the 
full responsibility of the program. 
“This is invaluable to an inexperi- 
enced home economist because _ it 
prepares her for future demonstra- 


tions on adequate wiring, kitchen 
planning etc., with school groups 
and other small groups in her com- 
munity that request demonstrations. 
Such demonstrations can then be 
handled by the local home economist 
who may not be fully prepared for 
the cooking school type of program.” 

Three full days are devoted to ade- 
quate wiring in the utility’s training 
program for new home economists, 
she said, adding that ‘we employ 
only girls who have a B.S. degree in 
home economics and therefore have 
had a year of physics.” 

Among other things, the training 
program includes “The Dawn of 
Better Living” film, a discussion of 


why Georgia Power concerns itself 
with adequate wiring in the home, 
what electricity does for us, and the 
symptoms of poor wiring. 

Some of the other subjects covered 
are the fundamentals of electricity; 
the fundamentals of house wiring; 
what is meant by adequate wiring; 
the explanation of single pole, three- 
way and four-way switches; and the 
“Handbook of Residential Wiring 
Design.” 

Miss Bonner noted that architects 
and builders are turning more and 
more to the Georgia Adequate Wir- 
ing Bureau for layouts on wiring. 

“In 1948,” she said, “I made (for 
builders) 93 adequate wiring plans, 


Gradual Appliance Sales Rise Seen If Public 
Small Unemployment, Big Price Drops Widen Availability 


ERIE, Pa.—The American public 
has been “panicked” into taking an 
attitude of consumers’ resistance for 
which “there is no reason,’ Charles 
E. Wilson, president of the General 
Electric Co., declared here. 

Wilson said he “could not under- 
stand” why people are buying less 
than they were 90 days ago. He 
said the reasons were “psychological.” 

The G-E chief arrived here to 
participate in the second day of ac- 
tivities of the Railroad Executives’ 
Conference in the Hotel Lawrence. 

Questioned by newsmen as to the 
significance of the current employ- 
ment situation, in which more than 
3,000,000 Americans are out of work 
and which has been reflected in the 
recent furloughing of 3,500 employes 
from G-E’s Erie Works, Wilson em- 
phatically denied the layoffs heralded 
a depression. 

He said he agreed with President 
Truman’s declaration that the unem- 
ployment situation ‘is not critical” 
at this time. 

“In some places, unemployment is 
pretty bad,” the industrialist com- 
mented. “But on a national level 
conditions only reflect a period of 
natural adjustment. Unemployment 
in General Electric (in all plants) 
is only 7%.” 

Maintaining that the adjustment 
period for industry, which began 
about a year ago and is just now 
reaching its full development, is a 


Agreement Ends Roper 
Strike After 4 Weeks 


ROCKFORD, Ill.—An agreement 
between management and union has 
ended the four-week-old strike at the 
George D. Roper Corp., gas stove 
manufacturer. 

The union (Local 39, UAW-CIO) 
did not win any general wage in- 
crease, but agreements were made to 
incorporate a maintenance of mem- 
bership and union security clause in 
the new contract, to provide three 
paid holidays a year, full pay for 
lost time from accidents, elimination 
of conduct reports, filing of griev- 
ances on merit increases, and a 60- 
day reopening clause, according to 2 
company announcement. 

Also included was an _ insurance 
plan to be financed by a %-cent-an- 
hour payroll deduction, it is further 
stated. 


2 Frigidaire Milestone’s Nearly Coincide 


Several top General Motors officials dropped by Frigidaire’s Dayton plant to extend 


their congratulations on the firm's production milestone. 


Mason M. Roberts, general 


manager of Frigidaire, shakes hands with C. E. Wilson, General Motors president, on 


the occasion of the 11 


millionth Frigidaire and the 28th anniversary of the first 


Frigidaire refrigerator built in Dayton. In the group are: (left to right) E. R. Godfrey, 
vice president and group executive; William F. Hufstader, vice president; H. H. Curtice, 
executive vice president; R. V. Polen, Frigidaire works manager; O. E. Hunt, executive 
vice president; S. M. Schweller, Frigidaire chief engineer; Wilson; Roberts; C. H. Kind, 
Gssistant vice president; R. E. Hammond, controller; W. H. Norton, assistant group 
executive; and P. M. Bratten, Frigidaire general sales manager. 


| 


purely temporary one which does not 
augur any permanent slump in busi- 
ness activity, Wilson stated that 
“government, industry, and _ labor, 
working closely together,” can head 
off a possibly disastrous depression. 

He declined, however, to offer any 
reasons for the growing decline in 
consumer buying which is slowing 
up the adjustment period. 

“There is no reason,” he said, “why 
people should not be buying twice as 
many refrigerators as they did 90 
days ago. It’s a psychological state, 
almost panic.” 

He said the public has not yet 
realized that most major industrial 
concerns have dropped their prices 


pF 


Realizes How 


steeply to satisfy the demand from 
the lower wage brackets. Prices on 
General Electric refrigerators, he 
noticed, have gone down 18% in the 
last year. 

“This buyer resistance also is 
temporary,” he predicted. ‘When 
the people understand that prices 
have undergone substantial reduction 
and that any further drops now 
would drive many producers out of 
business, they will return gradually 
into the market.” 

Wilson called demands for another 
round of wage increases ‘‘one of the 
most disastrous” blows the nation’s 
present economic structure could 
suffer. 


139 kitchen plans and 31 laundry 
plans. Many of the plans drawn... 
were for apartment house construc- 
tion or speculative housing develop- 
ments where one or two plans would 
be used for the entire project. 

“For example, in one apartment 
project of 504 units, two wiring lay- 
outs and kitchen plans were used. 
throughout. 

“We are gratified at the increasing 
number of requests for help with 
home wiring,’ she concluded, be- 
cause it indicates ‘fa greater accept- 
ance of our services.” 

Organization and launching of an 
adequate wiring certification pro- 
gram which has made rapid gains in 
two years was described at the con- 
ference by R. H. Giedd, business 
manager for Florida Power Corp. 

Intiated in a _ territory which 
had never before promoted certified 
wiring, the program has been re- 
sponsible for the wiring of 500 homes 
to national standards, plus 1,000 
more which just missed certification 
by an outlet or two, Giedd declared. 

All 1,500 homes, he stressed, con- 
tained all-electric kitchens and many 
more circuits and outlets than would 
have been installed in the absence of 
a certification program. 

“We think of no activity,” he said, 
“which can produce so many mutual 
benefits to everyone in the electrical 
industry. Selling adequate wiring 
means better electrical living, and 
selling electrical living requires ade- 
quate wiring. They go hand in hand, 
and finally the customer is the one 
who gains most of all by being able 
to enjoy electrical living as he visual- 
ized it while planning his new home.” 
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DOME-MOUNTED 


FROCTOS 


Prevent Motor Burnouts, Yet Permit Hermetic 
Units to Deliver Maximum Motor Capacity 


Illustrated is a new compact 1/10 hp hermetic unit, 9%" diameter, 5'%” 


7% 


ep 


thick, designed to fit limited space conditions. 


The manufacturer of the unit uses a Klixon dome-mounted Protector to prevent 
possible motor burnouts and assure dependable refrigeration. 
protector enables the motor to provide maximum useable motor capacity. 

Built-in on the dome close to the motor, Klixon Protectors follow every tem- 
perature change whether it be internal or external. Then should the motor become 
dangerously overheated, it shuts the power “off”. When the motor cools to a safe 
operating temperature, it snaps the power “on” again automatically permitting 


the unit to maintain refrigeration. 


Manufacturers of both domestic and commercial compressor units — or 
refrigerator builders who buy units for installation in their products — can 
prevent motor burnouts, cut repairs and replacements by using and specifying 
_ hermetic units and open-type compressor motors with Klixon Protectors. 


LIXO 


SPENCER THERMOSTAT Division of Metals & Controls Corporation K 


In addition, the 


KLIXON MOTOR 
STARTING RELAYS 


Their positive action and 
long life eliminate start- 
ing troubles. They com- 
plete the combination 
with Klixon Protectors 
required to start and pro- 
tect hermetic motors. 
Used and recommended 
by leading refrigeration 
manufacturers. 


2407 Forest St., Attleboro, Mass. 
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SOMETHING 
THAT'S ALL WHITE 


ONE THING ABOUT AN ELECTRIC 
RANGE IS YOU DON’T HAVE To LEARN 
TO COOK ALL OVER AGAIN...YOU 


WE HAVE ALL THE LATEST TYPES. 
WOULD YOU LIKE TO LOOK AT THE 


THAT'LL BE ELECTRIC 
TO LOOK AT /EASY TO KEEP CLEAN... » RANGES < OH,I DON'T YOU SEE, JUST STREAMLINE THE OLD 
NOT TOO EXPENSIVE, A FIRST? KNOW..IVE < MY WIFE. WAY...1T’S THE MODERN AND 
THOUGH NEVER. USED ) LIKES TO SIMPLE WAY 
| AN ELECTRIC /COOK INA 
ge ~ RANGE HURRY 
‘ ww _—Z Z 2 2 
: Af | _ 
te 2) — 2 
> yoo (fe ) \ 
| i é fy <i ® se 
L& , h Vi, . ne 
2 (".. AND HOW 


ABOUT 
BAKING 2 


YES, WE LIKE 
CAKES AND 
ROASTS 


AN ELECTRIC RANGE OVEN IS } © 
( FAST, TOO... BECAUSE ITS 4 
- { HEAVILY INSULATED, NOT < 
JUST PART-WAY, BUT ON ALL 

SIX SIDES. THIS, YOU CAN SEE, 
KEEPS THE HEAT IN THE OVEN’ 

TO COOK FOODS, INSTEAD OF 4 
LETTING IT ESCAPE INTO p< 
THE KITCHEN 


ES HIS ELECTRIC 


LET 
POM OM ONSTRATION BY , 


AS WELL. 
THAT AN 


ELECTRIC RANGE |S NOT 


KING 
COMPLETE THE COO 
a RATION IN THE SHORTEST 


LENGTH OF TIME. 
Ge at's W WHY TOM REPEATS 


TER | 
ERES NOTHING FAS : 
= ELECTRICITY FOR. 


COOKING FOODS. 


When cooking is fast—of course, it’s electric! That's why... . 
another million American families switched to electric cooking last year! 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 


Cail 


eA | 


3 iia ahead _____—_d___—_—”——C ee, |e 
” ma) | > 
, , | | | QO oe AL ~ CUSTOM ER‘ ) 
: ps ; ™ 
-— é | J 
ar 7 ‘ Z 
: *) | 
WS a | \ 
Re | @ 

| 

: | ( 

Ve *easT COO | 

ce ‘Mo a PE URES, NOT ONLY OF THE | 

=z fis A Z S= . SURFACE UNITS AND — | 

a7 > Se = aut POINTS UP THE co | 
au Y »- =G) oy es | ADVANTAGES OF SPE 

. hj = ; A A eA hop fi Soe a ods cn Rs a o | 

“J - I a\\ 1 \ Se ie Wn 
= | > \ BLY (4 as ITD A \ wateR INA HEY ORTON : | : 
: , % oa DAM, |_—*eKYy — | START ont ind IT IS DESIGNEP | 
: PS / J eg é i ee / | : 7 S By tny~ j 3 : ; | 
x NS Gis et Pe” Fn, ; 4 a “= | 
J re ee 


ar 


AIR CONDITIONING & REFRIGERATION NEWS, JULY 4, 1949 


15 


| = se Importen | 7 
EYES ecco and closes. sales ! Appliance Salesmen \ 


THE ELECTRIC RANGE 

IS NOT ONLY THE CLEANEST, 
SAFEST, ANP MOST 
ECONOMICAL, 
BUT ITS _ 
FASTER, 51 


TOO 


YES...THERE'S NOTHING FASTER 
THAN ELECTRICITY FOR COOKING 
FOODS. ACTUALLY, AN ELECTRIC 
RANGE COULD BE MAVE TO COOK 


FOOP SO FAST IT 
WOULD BE 
IMPRACTICAL. 


THERE ARE SEVERAL COOKING, 
HEATS. YOU SEE, SINCE THERE'S 
NO FLAME, THE LITENSIL SETS. 
RIGHT ON THE UNIT AND MAKES 


> ACTUAL CONTACT... THE HEAT 


GOES DIRECTLY INTO THE 


\. UTENSIL WHERE IT'S WANTED, 
aN ag = ee | | rm» THAT'S ONLY ONE : 
> Ge ce S ferm™imm || ( REASON WHY ITS 


WHAT TEMPERATURE 
[\_ DOES IT COOK WITH ay 


ONE WEEK LATER \ VANE) YOUR NEW RANGE IS JY" OH) I LIKE EVERYTHING J. -| (TAKE IT FROM ME, THE 
CERTAINLY PRETTY... ABOUT IT, AND IT'S REALLY “\~--| \ FASTEST WAY TO SELL 
eS ee ae BUT ISNT IT... 37 ~ .{ FAST, T00... ACTUALLY, I USE ELECTRIC RANGES IS 
- ————— "| JHE HIGH HEAT MUCH Less 9.10 DEMONSTRATE... 
Ff - ——\ THAN TIT PO ALL ssa THERE'S NOTHING FASTER 
kam P. y THE OTHERS ATU «= THAN ELECTRICITY FoR 
vy Tt ~ : ine COOKING FOODS” 
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They'll Do It Every Time . . . . By Jimmy Hatlo. 
HENRY Z'VE BEEN CALLED 


WY I WOULDN'T PUT IT PAST 
Yf BIGDOME \ HIM TO TAKE THE BAG WITH 
OUT OF TOWN: TAKE CARE LAID OFF | = HIM™FULL OF THE OFFICE 


OF THINGS, WILL YOU ¥ THESE } TWO TRUCK THE BOSS PUTS PAY ROLL, I MEAN“ 


FEW REPORTS HAVE TO GO _X HORSES WHEN // oo oce nc 

OUT BY TOMORROW AND, HE TOOK LONG AS HE CAN— “MAYBE HE'LL 

OH, YESTHE AUDITORS MAY GOOD OL’ THEN HE TAKES GIVE HENRY A 

DROP IN ILL J xo peg HENRY ON OFF, LEAVING US RAISE“A RIDE 

Soa rb ebtos)  \ EEE | loume neve) |\ ov ag auc 
lei KNOWN BAGw a 


}] { 


( 


« 
5 
COORG 
es 
wee a 


i, 


will] 


| 7g! 
aj 


HEN THE CAT'S AWAY, 
THE MOUSE HAS TO 
ORK» AND HOW ! 


= 


THANX TO. 
"TRUE, TOO TRUE 


4-26 241 STATE, CHICAGO,ILb 


Do You Have ‘One Foot In the Door’? 


2 


KOLD-HOLD MANUFACTURING COMPANY « 500 E. HAZEL STREET, LANSING 4, MICHIGAN 


KOLD*HOLD bcc every 


KOLD-WOLD /Hae TRUCK UNITS 


FOR MURRAY PACKING CO. 


Small fleet operators can now protect their perishable foods in transit 
easily and economically with the new Kold-Hold Pakaged Truck Unit. 
This is a compact, self-contained refrigeration system that. you can 
quickly install in your own truck. It is a complete assembly of all units 
necessary to refrigerate a properly insulated truck body to a tempera- 
ture of 45° to 50° for a day’s run. 

Paul H. Murray of Plainwell, Michigan has this to say about the 
Pakaged Units he installed in two of his trucks: “We find absolutely 
no deterioration of meat during transit. We have made savings by the 
use of the Kold-Hold Pakage Unit because our meat products reach the 
dealer in top condition. We are mighty well pleased with the results.” 

The Kold-Hold Pakage Unit will give you dependable, low-cost 
refrigeration, will help you win more customers and increase your 
profits. Send today for complete information. 


AS SIMPLE TO INSTALL 
AS 1-2-3 


1. Cut two holes in the floor of the 
truck for air intake and discharge. 
Dimensions and measurements come 
with the unit, as well as complete 
installation instructions. 


2. Push the unit into position over the 
holes and bolt securely into place. 
This is all the installation required. 


3. Plug into 110V outlet. Twenty foot 
rubber covered cord is supplied with 
the unit. If desired, a connection box 
may be installed outside the body 
for greater convenience. i 


step of 


Jobbers in Principal Cities 


IN THE TRANSPORTATION OF MEAT without SPOILAGE 


the way 
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People Are Saving Money 
Instead of Buying Your Products 


AVINGS by American individuals increased more than $3,500,- 
000,000 in the first quarter of 1949, and indications point 
toward continued excessive deposits in savings banks during the 
remainder of the year, according to the United States Savings 


‘and Loan League. 


Dr. Arthur M. Weimer, Dean of the Indiana University School 
of Business (and the League’s economist) and Norman Strunk, 
vice president of the USSLL, contend that the recent upward trend 
in savings can be traced to “some apprehension about the future 
and to postponed buying in the face of declining prices.” 

They also assert that the excessive savings habit has a good 
chance of being strengthened even more. They have written. 

“Whether the cost of living takes a sidewise direction in 
the next few months or drops some, there is comparatively little 
possibility of its starting another marked climb. 

On the other hand, people with jobs are continuing to work 
at the higher salary or wage level which postwar pressures and 
conditions gained for them. 

“Aside from the relatively small number of unemployed, 
therefore, people are likely to continue in 1949 to enjoy personal 
incomes in a favorable ratio to the cost of necessities.” 

In the wake of the best first quarter on record for the 
nation’s savings associations, the league reported that “with few 
exceptions, associations show an increase in the gross volume of 
savings, and withdrawals are less than a year ago.” 

There’s a moral in that report. People aren’t buying things 
they need and want and will buy some day because: 

(1) They’re waiting for lower prices; and 

(2) They aren’t being sold by hungry, ambitious salesmen. 

The people have the money. We have the products. If 
brought together, we’ll all be happy. All we need is inspired 
salesmen. ; 


Ah, Yes. It Seemed Like 
A Good Idea at the Time 


EMPORARY expedients often turn out to be lifetime handi- 
T caps. In at least two sections of our country, the Tennessee 
Valley and the Pacific Northwest, public power projects have 
driven capital away from investing in needed new electrical plant 
construction. 

These regions today need more power. But they find them- 
selves helpless to help themselves. They’re in the lap of Con- 
gress,. where they must plead their need for new developments, 
project by project, before bored appropriation committees. . . - 

When any section of our America gives Washington 4 
monopoly on so essential a public service as electricity, or when it 
permits the threat of continuing socialization to prevent invest- 
ments in further private development, it is simply asking for 
trouble. 

Its further progress—or lack of it—then depends upon the 
whims of Congress, the membership of which may change drasti- 
cally from session to session. Citizens in those regions are placed 
in the position of mendicants asking for alms... . 

“Public power” is one way of depriving the public of power 
it would otherwise have! Power shortages seem to be by-products 
of political power monopolies. 


Q.E.D. 
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R. M. Anderson Re-Elected IS LOCKER PLANT AN AID TO GROCERY BUSINESS? 
, * * * . * 
ws Head of Utah Locker Group 
m ] Data on 200-Locker Installations Shows 9 Case History Indicates Adding Locker 
SALT LAKE CITY—R. M. Ander- . 7 
son, owner of the Layton Cola stor "® Food Store Could Up Volume $5,000 Yearly © Plant Requires Little Extra Store Help 
age Co., Layton, was reelected presi- 
Gent oe the Ute Frese Food oo “+ CHICAGO—Figures on the opera- recent National Association of Retail CHICAGO —A small refrigerated very little if any extra help. 
Association at - os, singh — tion of a typical installation of a Grocers convention and exposition. locker plant can become a very suc- “We do a self-serve meat and 
n- oe hbo get pa poor ee Mg frozen food locker plant in a retail Following are the figures which  CeSSful adjunct to a grocery store— dairy business of about $200,000 a 
8: ai tak ad f South Salt &8rocery store, showing how an added the institute presented for a typical if certain conditions prevail, it was year and take care of 315 lockers 
h: while hagas Sop of Sou a profit of nearly $5,000 a year could jnstallation of some 200 lockers in brought out by R. J. Williams of with 7 people including myself; 3 
Lake is treasurer. q be realized, were presented in a spe- conjunction with a grocery store Lima, Ohio, in a talk before the re- men and 4 girls. We process all our 
New members named to the board ia) pulletin distributed by the Frozen operation: cent annual convention here of the locker food except fruit, vegetables, 
of directors were Clarence A. Ander- fooq Locker Institute, Inc. at the ed National Association of Retail Gro- and poultry on Monday, Tuesday, and 
son, Cedar City; Marcel Jeanselme, _— cers. Wednesday. This leaves the whole 
Price; J. S. Dixon, Richfield; Earl D. Per Cent “We have been in business in Lima crew for weekend business. By hav- 
Clements, Garland; Lynn D. Baker, Gross Gross Overhead Net Net since 1923,” Williams explained. “We ing these lockers, we do not have 
Ogden, and Earl Smith, Heber. Sales Profit Expense Profit Profit started in a store 15 by 30 ft. In the problem of part time help. 
The association decided to cooper- 1940 we remodeled for the third time “While two of the girls are wrap- 
ate with the extension service in an (14.6%) (11.9%) _ making the store 27 by 80 ft. with a ping locker meat the first of the 
| pn te pin ~e eee mee Survey of January, BOEBs oc00 5 $ 85,450 $12,476 $10,169 $2,307 2.70% basement for stock rooms. d week, the other two are wrapping 
sad EE ‘20% increase in grocery sales (14.6%) (5%) “We sold out in 1944 and my cold meat and cheese. hes 
- ham Products E after locker plant installation 17,100 2,480 855 1,525 8.80% ra = and I + age a ong Pinon , yen oe . also the 
; ion ; ship in a store on the other side o est form of advertising you 
Cunning am Fro — xpansio —e — — ome sine «aie town. Al had been operating the can get. Of our 315 lockers 10 people 
¢ Necessitates Move to New Site rom locker plant .......... 7,595 ’ ’ ’ . © store for 1% years. Al is a good have two lockers, the rest are single 
Net profit after locker grocery man and good at advertis- lockerholders. 
i DETROIT—Cunningham Products plant installation ............ $110,145 $22,551 $15,374 $7,007 6.42% ing. ean gives us at least 300 people 
: ‘ ’ “IT operate the meat and locker. at must come in our front door 
— Fenny ng alas dekada aa Increase in net profit after installing locker plant.......... > $4,770 The partnership was a success from and walk past at least 80 ft. of 
- ae eee ae pad A myer aan the beginning; we soon outgrew the aisle with merchandise on both sides. 
ters at 8790 Grinnell on July 1. INCOME FROM LOCKER PLANT OPERATION building. In 1945 we built a new They also must pass our meat and 
ial The new plant headquarters were building about % block back from dairy department. 
necessary because of the growth and Unit the old one. This building is 50 ft. 
; entals uantity os perating Cos : ith a stoc 
expansion of the company. Rental Q tit Cost re) ting Cost wide and 120 ft long with tock LOCKERS AID GROCERY SALES 
The company’s volume had ex- Locker drawers ........... 112 $15.00 $1,680 aoe eee vest Side 48 by 50 ft. _ “I believe that at least 80% of our 
panded beyond the limits of the pro- yj ockers, door type ......... 84. 1250 1,050 Electric power $ 650 po a ocker on the east side 16 by locker customers buy most of their 
© duction facilities of the former quar- ; $2,730 ied sue wat 100 “We di foods from us. I do not believe that 
ters, it was stated. , water waa wd po ang Bani hye | bc a locker will be successful in all 
heal . stores. Your 1 i i 
Processing (500# per locker) wesiecinite 2,400 article on meat merchandising where ithout ee ee 
- : Paper and string 360 without too much locker competition. 
it Quarterly Unit Heater Volume — Cut, wrap, and freeze ...... 98,000# 2%¢ $2,425 some other store got enough money “ain: Gain: in atte Winds tai ta 
. Grinding hamburger ....... 10,000# 1%¢ 150 Office supplies 1295 1&2 hy getting a year contract signed corporation limit of a town of 60,000. 
1e Reflects $5 Million Decrease Grinding lard .............. 10,000# 1¢ 200s Sisnpames 215 me _ for to make the down pay- at least 70% of our lockers are 
38 Rendering lard ............ 10,000# 3¢ 300 , “yy rented to farmers. We do 80% of 
5 endering la y 
WASHINGTON, D. C—Value of Grins and amokine —_ = pr Miscellaneous 500 Pr... - up a pe ary aged we our processing for farmers. Our in- 
shipments of fans, blowers, unit heat- . a , Total $4,350 the seats 7 nl ‘y¥ a oe See - come from processing -has always 
ol ers, and accessory equipment during Freezing poultry, fruits, reece y "‘ a rs wad va year tO equalled the locker rent. 
k, the first quarter amounted to 2nd vegetables ........... 500 aonhs held boomy of compeetion. Tne “Our sharp freeze room is large 
id $22,900,000, it is reported by the Bu- Total $3,495 ected enn agen Mo escrow until enough to take care ef customers 
reau of Census of the U. S. Depart- - : perauon. who have home freezers. We include 
re ment of Commerce. Slaughtering Starting out with 280 lockers, we this in our newspaper advertising and 
The decrease of more than $5 mil- Slaughtering of hogs ...... 200 $2.00 $ 400 added a to make 315. Our in- it brings results. We point out to 
lion from the value of shipments of gale of hog hides .......... 200 60 120 penciantet ¢ “7 — lockers is kept the people that they should have 
od these items in the previous quarters ; hype ree years of opera- their meat cut and wrapped by people 
Slaughtering of beef ...... 100 3.50 350 tion we have ne taken in 1 Y peop: 
was confined “almost entirely” to beef hid 100 50 1 th ver ‘aken i ‘ess who have made freezing meat a 
: lower shipments of unit heaters. Net profit from beef hides. 1. 50 an $6,500 per year. study. We also point out that meat 
- Misc. og Faeged chen gg ik ; ag cannot poe ag the net in- must be fast frozen to retain a good 
le : di works for offal, bones, etc. ome from our lockers is, as we use flavor. 
Cooling Set for New Building $1,370 be aon help to. process meat for “When we sell meat to customers. 
MIAMI BEACH, Fla.—A new . ‘ e store. for lockers or home f. - 
from locker plant 7,595 ( reezers we in 
rk é three-story store and office building er pean ye t “ " . 3 “I think that lockers belong to the clude the processing charge and make 
id to be erected at Lincoln Rd. and Estimated operating cos 350 complete market—first because of the it clear to the customer that there 
Washington Ave. here, will be en- fstimated net profit $3,245 economy in operation. You can so is no extra charge for processing 
tirely air conditioned. wl arrange the two that you will need if we sell the meat.” 
d, 4 4 
| | FOR Yosser PORCELAIN ENAMEL JOBS- | Peisvan WilLRerresent Grand Who's Kidding Who 
Rapids Brass In 5-State Area : g 
~ | A Specialist NSWER ang 
GRAND RAPIDS, Mich.—Appoint- | Ab Ac iA 
Ww pec IS THE A S ment of Delavan Engineering Co., | out o ore 
of Des Moines, Iowa, as midwestern | > 
representative for Grand Rapids | L kk Pp 
Vv HOUSEHOLD REFRIGERATORS Brass Co., was announced here by ihocker Prospects £ 
2S David Ralston, sales manager of . 
Grand Rapids Brass. e ° * - ‘ 
_ E vaporator L. L. Daubert, general sales man- Business is where you think it ain’t. You have to find it—you 
—- Doors — eed = pei agg A pominn. bg have to dig for it. Today—Grocery Stores, Meat Markets, and others 
n. neering, will represent the Grand | Fe looking for new ways to increase business and profits. Put the 
If a a as Rapids Brass line of commercial re- | shine on your Auto Tires and shoe soles—not on your pants. Locker 
d — Trays frigeration hardware in the North l al . ill th b : r 
; and South Dakota, Nebraska, Iowa, | P/ant Dusiness 1s sti ere, but you have to find it. Don’t forget 
and Kansas territories. 
5 ; 
T=] Crisper Pans MASTER FOOD 
¥V COMMERCIAL REFRIGERATORS CONSER Y ATORS 
| 
Display | 
- | = Trays because they will help you build 
ee ‘ “good will” and future prospects. 
_ | Cash-in on their reputation. 
nt 
| OTEL (S)TRAND k T F rT | 
= Vv HOME AND FARM FREEZER ACCESSORIES wie Ask Us For He p 
n- ATLANTIC CITY’S 
tS, For over 20 years, The Strong Manufacturing Company HOTEL of DISTINCTION We're h hel Tell ' 
| has produced only top-quality porcelain enamel prod- cists sat tie allied ai Cre Here te Ralp yee. Ie wh yee 
a ucts—and are specialists in refrigerator accessories made criminating “clientele and  caterinx problem. Cooperation can mean 
it to manufacturers’ most exacting specifications. all the. gdvantages. of 8 Gelightful money in your pocket. It doesn’t 
st- q f ficient — oo ys set tana cost you anything to find out. 
wi You can ‘ae on — efficien oe ng “i Tan Decks atop—Open and_inclosed 
liveries, and quality geared to your production demands. olaria—Salt Water s in rooms 
~—™ mint Endorsed by and sold 
ne ame a through distributors of re- 
ti Send Us Your Specifications and Production Needs When hn Atmath City frigeration end insulation. 
r : visit the 
or 
ed FAMOUS FIESTA LOUNGE 
7 * Complete Information . 
ie. pe Comp ey manes i men tee MASTER MANUFACTURING CORP. 
er one Pony wae 121 Main Street Sioux City 4, lowa 
ts 4 
THE STRONG MANUFACTU RING CO. Under Ownership Management Member of Frozen Food Locker Institute, organized for your protection. 
lusive Penna. Ave. and 
SEBRING, OHIO _ 
Boardwalk S REE, pe eae ea ay. ee eT eee 
sat “: Over-1;500;000 Master Food Conservators:in Use~ * 
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What's New 


LOS ANGELES—The “Display 
All” double seal, positive lock refrig- 
erator door and vertical light combi- 
nation for wall refrigerators in food 
stores and package liquor stores has 
been introduced by the A. H. Witt 
Co., 1202 Venice Blvd. here. 

Doors are constructed in such a 
manner as to insure positive closure 
when not in operation, the company 
states. This is accomplished by a 


vw 


MOTOR-BASE 
ADAPTERS 


Play safe. Use gen- 
vine motor adapt- 
ers for solid instal- 


Vg to Ys hp.—101-D 


lations. They are , aps 
100 per cent uni- ‘2 to 1 hp.—102-C 
versal. 1 to 3 hp.—103-C 


SERVICEMEN SEE YOUR JOBBER 


Motor Adapter Corporation 
4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Available from 
1/2 to 10 H.P. 


CLEANABLE 
DOUBLE-TUBE 

COUNTER-FLOW 
WATER-COOLED 


Write for literature 


Vilited £ Mitchell 


BESSEMER BLDG. 
PITTSBURGH 22, PA. 


‘Display All’ Double Seal Doors Include Lights 


Designed for wall refrig- 
erators, these doors have 
a double seal, positive lock 
combined with vertical 
lights. Manufacturer is 
the A. H. Witt Co., Los 
Angeles. 


special locking arrangement which 
is activated by finger-tip pressure, 
and it also prevents doors from 
“popping open” when the walk-in 
door to the cooler is in operation. 

The doors are equipped with a 
double-seal and supported by a non- 
sagging heavy-duty hinge. Glass used 
is “Thermopane,” and carries a 5- 
year guarantee. 

The combination is complete where 


© the vertical light is installed behind 


the door mullion. The light is a 
48-in., 40-watt light encased in a 
heavy lucite vacuum tube which the 
company claims insures a non-flut- 
tering, moistureproof light. The lucite 
tube protects against tube breakage. 


Steinhorst Introduces 
Low Price Freezer Line 


UTICA, N. Y.—Introduction of a 
new Steinhorst “Challenger” freezer 
line has been announced by Henry 
Steinhorst, president of Emil Stein- 
horst & Sons, Inc. 

This new line is in addition to 
the regular line of Steinhorst freezers 
of. 12, 18%, and 26-cu. ft. capacities. 

Produced in both 12 and 20-cu. ft. 
sizes, the Challenger models are the 
less expensive Steinhorst freezers. 
The f.o.b. Utica list prices of the 
two models are as follows: Model 
C 12, $347, and Model C 20, $440. 

Both models have one top-opening 
counterbalanced metal lid in con- 
trast to the multiple ‘‘Cold-Lok” lids 
on the regular Steinhorst freezers. 


The Challenger line features the _ 
= * 


SELF-SERV 


Ideal for the merchant who wants to sell more perishables 
per square foot of floor space. Thorough Refrigeration . . . Fluores- 
cent Lighting . . . made with easy to reach shelves . . . clad with gleaming 


Fp 


white porcelain. 


This is another Federal Case, typical of the rapidly expanding Federal line. 


Some desirable territories available on our complete line . . 


Federal REFRIGERATOR MFG. CO. © 


COMMERCIAL REFRIGERATORS * WAUKESHA, WIS. 


Ww 


THE NEW 


FEDERAL 
Triple Deck 
MERCHANDISER 


For Single or 
Continuous 
Display of 

Dairy Products, 
Produce or Meats. 


Small, Medium or 
Large Stores — all 
are prospects for 
this new Federal 
Triple Deck 
Merchandiser 


FEDERAL MODEL 3307, 7 FT. LONG 
Ends removable for endless display 


. Write for details. 


Write for your copy. 


if 


tr « doesa’t falte 
Service on” 


If You’re Interested in Refrigeration 
You'll want a copy of the new 


DEPENDABOOK ne. 150 


Refrigeration Parts Catalog 


DEPENDABOOK Number 150 is 
jommed full of illustrated refrigeration 
ports and supplies at rock-bottom Simasiam 
prices... Depend on DEPENDABOOK. (ae 


i RE 
1728 S. MICHIGAN AVE., CHICAGO 16, ILL. 
134 LAFAYETTE ST., NEW YORK 13, W. Y. i 


same Steinhorst “Dutch” hold-over 
freezer plates. These plates form the 
three compartments in the C 12 
model, and the four compartments 
in the C 20 model. 

“Breather wall’ construction de- 
signed to keep moisture out of the 


- 
oe J 


insulation is another Steinhorst fea- 
ture that is carried over to the 
Challenger line. 

A signal light alarm that signals 
any abnormal temperature rise due 
to power or mechanical failure is 
part of the standard equipment. The 
hardware is chrome plated and is 
equipped for locking. Wire baskets 
are furnished as accessories. 

The cabinets are made of zinc- 
plated Bonderized steel and are 
finished on the exterior with a high 
temperature baked enamel. Both 
models are equipped with hermeti- 
cally-sealed condensing units; model 
C 12 with a \%-hp. unit and model 
C 20 with a %-hp. unit. 

The insulation is 4% in. thick on all 
sides of the cabinets and 5 in. thick 
on the bottom. 

The compressor carries a five-year 
replacement warranty, and, in addi- 
tion, the freezer owner is given a 
five-year food insurance policy which 
protects the contents of the freezer 
up to $200 on model C 12, and up to 
$300 on model C 20. Both these 
policies are given to the original 
freezer owner at+no_ additional 
charge. Outside dimensions of both 
models are as follows: Model C 12— 
29 in. wide, without hardware, 38 in. 
high, and 65 in. long; Model C 20— 
29 in. wide, 38 in. high, and 88 in. 
long. 

Delivery of the new models is 
being scheduled for the last part of 
July. 


Shelf In Koch Produce 
Case Adjusts, Tilts 


NORTH KANSAS CITY, Mo. — 
Newest addition to the Koch Refrig- 
erators line is Model 6710, a refrig- 
erated produce display case built 
around a display section a yard wide 
and nearly 10 in. deep. 

A huge copper-backed plate glass 
mirror doubles the apparent size of 
the display. The produce shelf is 
adjustable, and can be tilted forward. 

Koch has equipped Model 6710 
with “oversize” coiling and heat ex- 
changers in all units. This is said to 
result in ‘quick, powerful pull-down 


to operating temperatures” and to 
assure a complete defrost in every 
refrigerating cycle. ; 

Two or more units can be joined 
together for endless display by re- 
moving end glasses. There are three 
possible coil outlets, and those in 
the two ends are suitable for carry- 
ing refrigerating lines directly from 
case to case when two or more are 
joined together. 

The refrigerated storage compart- 
ment below the display is an aux- 
iliary stockroom holding 46% cu. ft. 
of merchandise. It is protected from 
water dripping off the produce above 
by a partition which drains back and 
down to the fixture drain trap. This 
trap is made of brass, and is water- 
sealed to conserve refrigeration and 
to stop drain odors from backing up. 

Storage compartment doors mea- 
sure 27% by 18 in. The compartment 
floor is stainless steel. 


Frigidaire Shows New Ice Cream Cabinet 


ey 


eee 


DAYTON—To help stimulate ice 
cream and frozen food sales in con- 
fectioneries, drugstores, markets, and 
groceries, Frigidaire Div. of General 
Motors has developed a new “zero 
self-server” open-type ice cream 
cabinet of 8.2-cu. ft. storage capacity. 

Styled similarly to Frigidaire’s new 
self-contained line introduced earlier 
this year, the white all-steel cabinet 
is reinforced with triple-angle corner 
posts, and is mounted on a heavy 
steel base with ample toe room. The 
stainless steel top extends down over 
the front and back. Underneath is 
a zinc-coated steel sub-top which pro- 
vides rigid support for the storage 
tank. 

A unique condenser arrangement 
is used. Built of %-in. copper tubing, 
it is mounted underneath the cabinet 
and held in place by “U’-shaped 
channels. Both the channels and 
bottom panel serve as fins, dissipat- 
ing the heat. é' 

Air is drawn underneath the cabi- 
net at floor level by -a fan in the 
machine compartment. This air 
passes over the condenser’ while 


| traveling the length of the cabinet, 


then moves up and out through the 
machine compartment, which pro- 
vides a “chimney effect.” 

A %-hp. Meter-Miser compressor 
is mounted in the machine compart- 
ment, which extends from top to 
bottom of the cabinet. Thus, the 
conventional shallow-sleeve has been 
eliminated, permitting full-depth stor- 
age in all parts of the cabinet. The 
machine compartment is accessible 
through removable front and back 
panels. The entire compressor mech- 
anism can be removed without dis- 
turbing the condenser or controls. 
The switch and electrical controls are 


| grouped together in a box, directly 


behind the front panel. 
Cabinet temperature is regulated 


by a new thermostatic switch. The 
design of refrigerant tubing around 
the storage compartment provides 
more uniform top-to-bottom tempera- 
ture. The storage compartment is 
constructed of zinc-coated steel with 
all seams locked and soldered. Insu- 
lated with 4 in. of fibrous glass, the 
compartment is equipped with two 
wire dividers. 

A new harmonizing grey rubber 
collar, held in place by a simple lock 
arrangement requiring neither screws 
or metal strips, fits around the open 
top. The front and back top of the 
cabinet each extend 3% in. over the 


‘storage compartment, serving as a 


4> 


retainer for cold air. Both over- 
hanging edges are refrigerated under- 
neath by specially designed refriger- 
ant tubing to provide more effective 
temperatures from bottom to top. A 
night cover is provided as standard 
equipment. 

The access openings into the stor- 
age compartment is 14% in. wide. 


Hussmann Markets 8-Door 
Wall-Type Display Case 


ST. LOUIS—Hussmann Refrigera- 
tion, Inc., manufacturer of all types 
of commercial refrigerators, has re- 
cently introduced a new eight-door 
wall-type refrigerator, with sliding 
doors, designed for use in the deli- 
catessen or dairy department. 


Double glass sliding display doors 
provide easy access to the merchan- 
dise. The products on display are 
illuminated by full length lights run- 
ning from top to bottom of the 
refrigerator and located behind each 
end stile and center mullion. 

Over-all dimensions of this model 
are 7% ft. long, 6% ft. wide, and 
2% ft. deep. 


Rubber Ice Bucket Doubles 
As Beverage Chiller 


NEW YORK CITY—A sponge rub- 
ber ice bucket, designed to fit the 
top shelf of a household refrigerator, 

has been _intro- 

duced by B & R 

* Mfg. Corp., 260 E. 
78th St. here. 

Molded of pure 
sponge rubber % 


in. thick, the 
makers claim it 
will preserve 48 


ice cubes for 20 
hours at normal 
room temperature. 

Other features 
claimed for this bucket is that it can 
be used to chill quickly beer, cham- 
pagne, and other bottled beverages; 
it is non-sweating and very durable; 
flexible for pouring and squeezing; 
and that its unusual square design 
permits easy storage. 

List price is $7.95. 
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Pressure Gauges 
Dial Thermometers 


*%The gauge with the 
Recalibrator 


Ask for this New 
Refrigeration Booklet 


JAS. P. MARSH. CORP. 
DEPT. D., SKOKIE, ILLINOIS 
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new Color Trim on DeLuxe 


BEN-HUR ~ 
- 


farm and home freezers 


New 12.5 Cubic Foot 


aa Oy PNe OF 
~ a Ben-Hur. No other 
— Freezer offers so } 
J much in sheer color- kj 


Beauty! 


To hear housewives exclaim over the new 
color-trim beauty, you'd think “‘BEN-HUR 
BLUE”’ was the most important new feature 
in freezers today! Small wonder! Now for the 
FIRST time the homemaker has color beauty 
in a major appliance that inspires complete 
color harmony in kitchen cabinets, walls, fur- 
niture and even floor linoleum, or adds wel- 
come brightness to utility room. 

No wonder the beautiful new DeLuxe BEN- 
HUR Farm and Home Freezers win instant 
attention in Home Shows and on dealers’ dis- 
play floors everywhere! New ‘“‘BEN-HUR 


Gm 2/BEN-HURZZe 


BLUE” is sparking thousands of freezer sales 
toda . sales that are clinched by a quick 
check of many other exclusive features that 
make BEN-HUR today’s top value in home 
freezers. 

CASH IN now on the nation-wide enthusiasm 
for new ‘‘BEN-HUR BLUE” and the complete 
line of BEN-HUR Farm and Home Freezers. 
There's a model forevery family. Write today for 
selling plans—for a Profitable BEN-HUR YEAR. 


BEN-HUR MFG. co., Dept. AC, 634 East Keefe Avenue., Milwaukee 12, Wisconsin 


FARM and HOME FREEZERS 


HEALTHFUL LIVING THROUGH FROZEN FOODS 
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Impulse Sales, Operating Cost Weighed Against Loss of Personal 
Contact, High Investment In Panel on Self-Serve Meat Departments 


CHICAGO — The matter of self- 
service meat departments for grocery 
stores was possibly the “hottest” 
subject on the program of panel 
discussions at the annual convention 
of the National Association of Re- 
tail Grocers here recently. 

While the session probably didn’t 
settle anything for those who are 
either for or against or on the fence 
about self-service meats, but it did 
emphasize the interest in the sub- 
ject, and brought out the opinions 
and ideas of some of those who have 
tried it. The grocers plied the 
speakers with questions in open 
meeting for an hour after the formal 
presentations had been made. 

That the self-service meat depart- 
ment idea is growing is demonstrated 
in some figures quoted by D. L. 
Trowbridge, Charles City, Iowa, 
from a study made by Armour & Co., 
Chicago packer, which illustrates the 
growth as follows: 


April, 1948 ...... 200 markets 
October, 1948 .... 400 markets 
AST, 3060 2... ces 800 markets 


One of the most controversial 
points made by Trowbridge, who 
operates a large independent super- 
market in Charles City, Iowa, was 
that it was his opinion that a mar- 
ket coing less than $2,000 a week 
volume in the meat department prob- 
ably should not attempt to operate 
a self-service meat department. 


Successful with Smaller 
Volume 


‘This contention was not openly 
challenged from the floor, but there 
were a number of grocers present 
who gave personal testimony later 
to the fact that they were operating 
self-service meat departments suc- 
cessfully with. weekly volume running 
well under $2,000 a week. 

The other speaker on the panel 
was Robert J. Tierney of Rochester, 
N. Y., in the grocery business for 
43 years, and operator in that store 
of a service meat department, which 
he admitted was his pet. 

Tierney said that in a way he de- 
plored the advent of complete self- 
service operations, since it took away 
the personal touch of the grocer 
with his customers, and “if we lose 
the personal touch, what else have 
we got to compete with the chains?” 

On the other hand, he admitted 
that such considerations couldn’t 
stand in the way of the idea if it 
proved sound, and lead to increased 
sales and customer satisfaction. 

The big advantage of the self-serv- 
ice idea in meats, both speakers rec- 
ognized, is that it makes possible 
impulse selling, and thus has the pos- 
sibilities of building volume beyond 
what can be realized with a service 
meat department. 

The point was also brought out 
through questions asked in the dis- 
cussion part of the panel that the 
self-service meat department can be 
operated less expensively and show 
a greater profit than a service meat 
department. 


Self-service meat department in the market operated by D. L. Trowbridge 
in Charles City, lowa, which is described in the accompanying article. 
Operator has found success in this relatively small city. 


Here are the figures given by 
Tierney for his service meat opera- 
tion in his relatively small market, 
and those for Trowbridge in his 
supermarket: 

Total operating 

expense ...... 15.5% 14% 
Average profit .. 21% 23% 

Trowbridge gave an_ interesting 
and detailed outline of his operations. 
For many years a key employe in 


items). He has 25 full-time employes 
and 17 part-time workers. 

The meat is displayed in three 11- 
ft. open-type display cases. Part of 
one of the cases is used for dairy 
products. Frozen fish are merchan- 
dised in a 6-ft. low temperature case. 

The meat “preparation” room is 
a 10 by 40-ft. affair broken up into 
three sections; a cutting room, 10 by 
15, held a 50° F.; a chill room mea- 


customer forever, and will spread 
the bad*word around.” 

Trowbridge estimated that an ini- 
tial investment of as much as $10,000 
might be required to set up a self- 
service meat operation to do a 
$2,000-$4,000 weekly volume. Several 
other operators, however, offered 
their private opinion that _ this 
figure was pretty high. 

“Is more trimming of meats neces- 
sary in a_ self-service operation?” 
was one of the questions asked Trow- 
bridge. He answered that there 
naturally was more trimming re- 
quired, but he explained that part of 
the job of the department head is to 
“sell” the customers on the fact that 
they get full value for what they 
pay in the self-serve department. 


No Price-Per-Lb. Given 


Trowbridge uses a price tag which 
gives the weight of the package, and 
the total price of the package. He 
does not include the price per pound, 
and in answers to inquiries from the 
floor, stated that he did not believe 
this was necessary to inspire cus- 
tomer confidence. 


“The thing about a self-serve meat & 


department that appeals to the house- 
wife, from what I’ve found, is that 
it makes it easier to plan her meals 
and to do her shopping,” says the 
Iowa operator. 

The packages carry a date “code” 
on them, which enables the manager 
to see that no packages are kept in 
the case too long. 

In answer to the question “what 
do you do with discolored meats,” 
Trowbridge answered “we get very 


little discolored meat, but what we do 
with them is the same that you do 
in a service meat store.” This got a 
laugh from the audience. 

In the matter of comparative costs, 
Trowbridge made these points: 

1. Wrapping costs will run higher, 
even though (as Trowbridge does) 
it is possible to use girls for such 
work (the unions in some places 
have required qualified butchers to 
do the wrapping). 

2. His costs run about 4% cents 
per package, with 50-60 packages an 
hour wrapped. : 

3. Meat cutting and case servicing 
costs can be lowered, because so 
much of the work can be done in 
advance of shopping rushes. 

4. Loss from shrinkage and spoil- 
age is less, particularly if good wrap- 
ping materials and techniques are 
used. 

For those who want some good, 
fact-filled information on self-service 
meat departments, Trowbridge re- 
commends two books put out by 
Armour & Co., Chicago meat packer. 
One book covers general operating 
practices, and the other covers pack- 
aging techniques. 


2- 


The fish department 
is self-service too, 
because frozen fish 
are offered. Frozen 
food and dairy de- 


(TS FROZEN 
, {TS FRESH Oe 


NO WAITING i 


a large grocery chain organization, 
during which time he had the oppor- 
tunity to observe many of the early 
experiments in self-service type of 
operations, he opened his store in 
Charles City, a town of some 12,000 
persons, a few years ago. 

About a year ago he opened a new 
store of some 9,000 square feet, the 
store being of the semi-self-service 
type. His store is something of a 
“super” supermarket, it has a lunch 
counter, soda grill, a “California 
style” outdoors produce department, 
and a shrubbery department, (rose- 
bushes are one of his biggest selling 
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Exclusive Territories Available 


' JEWETT REFRIGERATOR CO., INC. 


| Established in 1849 


BUFFALO 13, N. Y. 


suring 10 by 20 ft.; and a 10 by 5 Yy 


“freezer” room. Trowbridge has made 
an effort to get the best possible 
equipment for this operation, and has 
overhead tracks in his cooler. 

However, packaging of the meats 
is not done in this cooler, it is now 
done behind the counter, and while 
Trowbridge says he does not think 
this results in any deterioration in 
the quality of the products, he be- 
lieves he will make a move to have 
the packaging done in a chilled room, 
or air condition his entire store. 

Meats are stacked in the case in 
“shingle” style, not flat. Trowbridge 
believes this is a much more effective 
way of displaying the product, and 
it also lessens the effect of the light- 
ing on the meats. 

The manager of the meat depart- 
ment in Trowbridge’s store is out 
in front of the counter, not behind 
it. He spends a good deal of his time 
“tidying” up the display, and talking 
to the customers. According ‘to the 
speaker, there has been very little 
difficulty experienced because of the 
demand for “special” orders—cuts 
other than those found in the pack- 
ages on display. 


Temperature Control Important 


Temperature control in the open 
display cases is very important, and 
the lowest possible temperatures that 
can be held are desirable, Trow- 
bridge declared. 

“There are three musts in operat- 
ing self-service meat departments,” 
said the Iowa supermarket operator. 

“1. Packages must have eye ap- 
peal. 
“2. Much care must be taken in 
arranging the display. Guard against 
overcrowding. 

“3. Quality must be inherent.” 

On the matter of quality, Trow- 
bridge says “stick to one standard 
grade (U.S.) for all of your meats. 
It will pay off. Remember that a 
customer of a service meat depart- 
ment who gets an_ unsatisfactory 
piece of meat will gripe about it 
some to you, but a customer of a 
self-service department who gets a 
bad package may be through as 4 


partments are also 
equipped to provide 
as complete a self- 
service store opera- 
tion as possible. 


LARKIN HUMI-TEMP UNIT 


For clean, smart lines, satin-smooth 
finish, color and overall good 
looks—Larkin leads. Behind this 
beauty is the quality and perform- 
ance that keeps Larkin ahead. 
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Time Lag Between 
High & Low Temp. 
In Soil Noted 


MINNEAPOLIS — “If the ground 
were to be used as a heat source for 
a heat pump installation and a con- 
tinuous heat source temperature of 
45° F. were required, it would be 
necessary to go down to a depth of 
14 ft. before this condition could be 
obtained,” Prof. A. B. Algren of the 
University of Minnesota declared in 
a paper presented at the semi-annual 
meeting of the American Society of 
Heating and Ventilating Engineers 
at the Nicollet hotel here. 

The tests conducted by Prof. 
Algren and described in his paper 
“Ground Temperatures as Affected by 
Weather Conditions” were carried on 
for two years on a 110-acre plot at 
Edina, Minn. 


SILT & CLAY SOIL USED 


Other weather conditions and diff- 
erent types of soil would give differ- 
ent results from those found in these 
tests, of course, it was indicated. The 
soil in question was of silt and clay 
containing less than 50% sand and 
gravel. 

That there is considerable time lag 
between maximum or minimum sea- 
sonal air temperatures and extreme 
ground temperatures at the 16-ft. 
depth was also emphasized in these 
tests. 

“Ground temperatures at the 1-ft. 
level lag approximately three weeks 
behind the air temperature” for bare 
soil, while at the 16-ft. depth there 
is a time lag of three months, he 
reported. 

The maximum effect of the air 
temperature during August does not 
occur until November at the 16-ft. 
depth, and the minimum ground 
temperature due to lower air tem- 
peratures does not occur until April, 
the tests showed. 

How much variation in ground 
temperature will occur at the 1-ft. 
depth is shown in the data cited by 
Prof. Algren. The high at this depth 


ae 
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was 76.6° F. on Sept. 9, 1947; the 
low, 24.8° F. on Feb. 20, 1948. 

Because the temperature readings 
were taken weekly, these figures are 
not necessarily the extremes reached 
during the two-year test period. 

To determine the insulating effect 
of sod, ground temperature tests 
were made in soil covered with sod 
at some points and bare in other 
places. The insulating effect was quite 
apparent, according to Prof. Algren. 


EFFECT OF SOD STUDIED 


The average temperature differ- 
ence between bare and sod-covered 
ground for the month of September, 
for example, was 7.6° F. at the 1-ft. 
depth and 3.6° F. at 16 ft. Between 
September and April, he also re- 
ported, the temperature-measuring 
instruments in the bare ground were 
more readily affected by air tempera- 
ture changes than the thermocouples 
in the sod-covered ground. 

Frost-line depths for the bare 
ground were 3 ft., but only 1 ft. 
for sod-covered ground. 

To analyze further these results 
Prof. Algren also ran off field and 
laboratory tests on the conductivity 
of the soil itself. 

“The thermal conductivity of the 
silt and clay soils,” he concluded, 
“varies as follows: 

“1. At a constant moisture con- 
tent, it increases with an increase in 
dry density. The rate of increase is 
fairly constant and is independent of 
the moisture content. 

“2. At a constant dry density, it 
increases with an increase in mois- 
ture content. 

“3. For the unfrozen soil, it in- 
creases with an increase in mean 
temperature. 

“4, The frozen soil at low moisture 
content shows very little change; in 
general, for soils of high moisture 
content it shows an increase for a 
decrease in temperature. 

“5. When changing from unfrozen 
to frozen soil, the conductivity varies 
according to the moisture content. 
For dry soils, it does not change; 
for soils of low moisture content, it 
decreases, and with soils of high 
moisture content, it increases.” 


Moist Dirt Shows 
Higher Conduction 
Rate Than Dry 


NEW LONDON, Conn.—Moist soil. 
is superior to dry soil insofar as the 
heat-absorption rate of a. buried di- 
rect-expansion tube used for a heat 
pump is concerned, according to a 
recent study made by C. H. Coogan, 
Jr., head of the University of Con- 
necticut’s mechanical engineering de- 
partment. 

Presented before the spring meet- 
ing of the American Society of 
Mechanical Engineers here, Coogan’s 
paper outlined the results of experi- 
ments with “Freon-12” coils buried 
in the earth at Storrs, Conn. 


MOIST SOIL SUPERIOR 


The superiority of a moist soil to 
a dry soil is “due to the higher 
thermal conductivity of the moist 
soil in comparison with dry soil,” 
Coogan declares. “This same rela- 
tionship holds for both unfrozen and 
frozen soil. 

“Although at first glance it might 
also, appear that the heat obtainable 
from the fusion of soil moisture 
would be fairly large, it is clear from 
the experimental results that this 
factor is of little importance after 
200 hours of steady operation and 
practically negligible after 800 hours 
of steady operation. Remember, 
however, that freezing a moist soil 
appreciably increases the thermal 
conductivity in the frozen zone.” 

The heat obtained through heat of 
fusion in freezing of the soil after 
800 hours of steady operation rep- 
resents less than 3% of the total heat 
absorption rate for the buried tube, 
Coogan explained. 

“Small tubes are preferable to 
large ones with the optimum some- 
where between %-in. and ¥%-in. 
diameter,” he also indicated. “Several 
tubes spaced about 3 ft. apart hori- 
zontally should be used in the same 
trench for the most economical ar- 
rangement.” 


Also of interest was Coogan’s 
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statement of the major factors that 
affect the rate of heat-absorption by 
a buried coil: 

“1. Physical properties of the local 
soil. 

“2. Duration of operation, i.e., 
whether nearest to transient or 
quasi-steady state. 

“3. Temperature distribution in the 
close proximity of the tube at the 
start and natural temperature 
changes in the earth due to seasonal 
variations. 

“4, Temperature at which the coil 
is operated, since it affects the tem- 
perature difference between the un- 
disturbed earth at coil level and the 
coil, and also determines whether or 
not the moisture in the soil will be 
frozen around the tube. 

‘5. Outer tube diameter. 

“6. Coil length. 

“7. Depth below surface. 

“8. Tube spacing, i.e., where more 
than one tube is placed in close 
proximity in the same trench and 
the several tubes are operated con- 
currently. 

“9. Parallel or series operation of 
tubes having small spacing. 

“10. Under intermittent operation, 
the rate of heat recovery of the 
earth around the buried tube. 


OTHER FACTORS IMPORTANT 


“It should be emphasized,” Coogan 
said, “that the moisture content of 
the soil, and hence the many factors 
which affect it, such as percolation 
of rainfall or melting snow, or mois- 
ture migration due to temperature 
gradients, also will be of major in- 
portance. 

“It is probable that the moisture 
content of the earth is the most im- 
portant single factor in the whole 
program, since it strongly affects 
the thermal conductivity of both un- 
frozen and frozen soil, and also can 
carry heat energy along as it moves 
through the soil. 

“The moisture in freezing also 
allows the heat of fusion to be re- 
covered. This is not likely to be of 
importance except in runs of short 
duration owing to the slow progres- 
sion of the freezing radius and ac- 
companying slow absorption of the 
fusion energy.” 


Eckstein Co. To Distribute 
National Air Conditioning 


JOHNSTOWN, Pa.—National Air 
Conditioning Inc. here, has an- 
nounced the appointment of Eckstein 
Co., Pittsburgh, as a wholesale dis- 
tributor in western Pennsylvania, 
Ohio, and West Virginia for its 
triethylene glycol air cleansing unit 
which is known as the Teg Condi- 
tioner. 

Eckstein also sells, to the more 
than 1,500 dealers and contractors 
in this territory, the complete line 
of heating equipment of The National 
Radiator Co., of which National Air 
Conditioning is a division. 


New Bulletin Explains 
“Anemotherm’ Air Meter 


NEW YORK CITY—A new 4-page 
folder (Bulletin 25A) that explains 
the operation and application of the 
new Anemotherm air meter is avail- 
able from Anemostat Corp. of 
America, 10 E. 39th St., New York. 

The illustrated folder shows how 
the instrument is used to measure 
air velocity from 10 f.p.m. to 6,000 
f.p.m., in increments as small as 2% 
f.p.m. Also explained is the applica- 
tion to temperature measurements 
ranging from 30° to 155° F. 

In addition, the folder covers static 
pressure work, in which case, values 
are read directly in terms of inches 
of water. Here, the range is from 0 
to 4 negative and from 0 to 10 posi- 
tive. 
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ASHVE reapers Furnish Data on Heat Pump Research Products 
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Ground Coils Seen 
As Uneconomical 
Source of Heat 


MINNEAPOLIS—“Since .. . the 
extent of coil needed for [a heat 
pump] is quite large from the stand- 
point of installation cost, it is 
doubted that ground coils will be an 
economic heat-source for general 
use. It appears, therefore, that as 
much attention as possible should be 
given to the study of means of mini- 
mizing the difficulties in the use of 
other sources, especially air.” 

Based on theoretical calculations 
of heat flow, the above conclusions 
were made by three research engi- 
neers on the Consolidated Gas, Elec- 
tric Light and Power Co. of Balti- 
more, and discussed in a paper 
entitled ‘Earth as a Heat Source or 
Storage Medium for the Heat Pump” 
at the semi-annual meeting of the 
American Society of Heating and 
Ventilating Engineers here. 

E. W. Guernsey, director of re- 
search; P. L. Betz, his assistant, and 
N. H. Skau, research chemist, as- 
sumed for the calculations that the 
coils would be located in a “highly 
conducting, rather wet soil’’ contain- 
ing 25% to 30% moisture. 

“It is assumed further for the 
sample calculations that 50,000,000 
B.t.u. of heat are to be extracted 
from the earth annually. This corres- 
ponds to the case of a small, well in- 
sulated house where the minimum 
temperature is 0° F., the temperature 
deficiency is 4,500 degree days per 
season, the total heating requirement 
is 75,000,000 B.t.u., and the coeffi- 
cient of performance of the heat 
pump is 3.” 


FOUR CASES DISCUSSED 


In presenting the data, four ideal- 
ized cases were discussed: 

1. Where heat is to be withdrawn 
from the earth (and no heat is re- 
turned) by means of a straight ver- 
tical cylinder, a length of pipe 400 
to 500 would be required. In a 20- 
year period over 20% of the total 
heat would be drawn from distances 
of more than 100 ft. from _ the 
pipe. 

The cylinder could not be changed 
into two or more shorter lengths 
unless wide spacings between the 
shorter lengths were maintained. 

2. To withdraw heat from the earth 
without return by means of a grid 
of small pipes so closely spaced that 
they act in effect as a heat receiv- 
ing plate, 13,000 sq. ft. of heat re- 
ceiving surface would be a _ neces- 
sity. 

3. A surface only about one fourth 
as great (about 2,600 sq. ft.) is re- 
quired where heat is_ periodically 
withdrawn and returned to the earth 
by means of the same type of grid 
of small pipes. Here, the earth is 
considered essentially as a heat stor- 
age medium rather than as a heat 
source. This relatively small surface 
would be realized in practice only if 
heat interchange with the atmosphere 
were minimized. The coil would have 
to be located deep in the earth. 

4. Where heat is to be withdrawn 
from and returned to the earth in 
equal amounts by means of a cylin- 
drical heat transfer surface, 286 ft. 
of pipe (3.82 in. in diameter) would 
be required. Here also, the earth is 
considered as a heat storage medium. 
Here, however, unlike the withdrawal 
only of heat by a cylinder, separate 
cylinders may be located within 
short distances from each other, 20 
or 30 ft., without substantial inter- 
ference. 
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Developing 2 Channels To Absorb Trade-Ins 
Helps Dealer Break Refrigerator Sales Records 


PHOENIX, Ariz.— Creating two 
channels to absorb trade-in refrig- 
erators—rental service and reselling 
rebuilt boxes—has made it possible 
for Quality Furniture Co., Frigidaire 
dealership here, to hit all-time re- 
cords in refrigerator sales volume 
since early 1949. 

A. E. Garcia, manager of the store, 
has set up a “trade-in department” 
which can completely recondition, 
repaint, and overhaul any trade-in 
box in a matter of hours. 

The shop, located at the basement 
rear of the store, is equipped with 
all electrical test equipment, spray 
booth, and a large inventory of’ parts 
for all well-known makes of refrig- 
erators. There is also space in the 
basement for storing as many as 50 
trade-ins. 

With the repair department mak- 
ing it possible to handle large vol- 
umes of trade-ins quickly, Quality 
Furniture has been utilizing sensa- 


tional advertising, offering “big 
trade-in allowances on _ genuine 
Frigidaires.” 


The display advertisements point 
out that the company will rent or 
sell refrigerators, according to the 
customer’s wishes. 

A typical advertisement, run dur- 
ing April by Quality Furniture Co., 
was headed “We need 100 more used 


refrigerators—for rental purposes 
and offer a big trade-in allowance 
on a genuine Frigidaire.” 

This particular advertisement, il- 
lustrating a 6-cu. ft. Frigidaire at 
$209.75, brought such a response that 
the store sold 60 refrigerators in a 
2-day period, and accepted trade-ins 
on 75% of the transactions, Garcia 
stated. 

Trade-in allowances were larger 
during this period than the store has 
offered since the end of the war, for 
example, an allowance of $45 on 
an old G-E, where the customer 
purchased a new 9-cu. ft. box at 
$289. 

Other allowances were scaled on a 
similar basis. In almost all cases, it 
was the ability to make a worth- 
while trade-in allowance which 
brought the customer around, ac- 
cording to Garcia. 

While then rental market has not 
come up to expectations, there is 
plenty of room for reconditioned 
boxes at $5 and $10 per month for 
seasonal visitors to the Phoenix area, 
and low-income customers who can- 
not afford the down payment on new 
refrigerators or rebuilts, Quality 
Furniture has found. 

More boxes are being sold than 
are actually rented, according to 
Garcia. 


Conductive Material In 
Laminates Is Aid In 
Electrostatic Painting 


NEW YORK CITY—The Panelyte 
Div. of St. Regis Paper Co. has an- 
nounced development of laminated 
plastics containing conductive ma- 
terial which enables paint application 
to surface areas by the electrostatic 
process. : 

The laminates, built as inner doors 
and break strips into most refrig- 
erators, were developed jointly by 
St. Regis and Servel, Inc. Servel now 
paints all refrigerator parts—metallic 
and plastic—electrostatically, accord- 
ing to Panelyte. 

Materials to be sprayed pass 
through a field charged with high 
voltage static electricity. Magnetism 
attracts paint particles, sprayed un- 
der extremely low pressure of 20 
lbs. to flat as well as rounded sur- 
faces of the refrigerator parts, pro- 
ducing equal disperson of paint. 
Upwards of 40% of paint normally 
wasted is saved. 

C. R. Mahaney, St. Regis vice 
president and Panelyte general man- 
ager, said the theory of building con- 
ductive material into Panelyte, had 
been known for some time and that 
only a little more than four months 
were required to perfect it. 

Large scale production of lami- 
nates of this type for Servel made 
the development practical, he said. 


Philco Starts Promotion 
Of Electromaster Range 


PHILADELPHIA—As the kickoff 
in the trade promotion of its Electro- 


master range line, the Philco Corp. 


has mailed 40,000 copies of a large, 
colorful broadside to Philco and Elec- 
tromaster dealers, R. J. White, man- 
ager of distribution, Electromaster 
division announced recently. 

The company will follow up this 
initial promotion with advertisements 
in dealer publications and with dis- 
plays, booklets, and other dealer 
helps, White pointed out. 

The broadside describes Philco’s 
merchandising record in radio, tele- 
vision, refrigeration, and other fields, 
and tells the 20-year history of Elec- 
tromaster electric range achieve- 
ments, including the first hermeti- 
cally sealed twin-lens pyrex glass 
oven window, the first glass wool in- 
sulated oven, and the first automatic 
pre-heating oven temperature con- 
trol. 

When opened completely, the mail- 
ing piece becomes a wall chart which 
dealers can use in their stores to 
show the ranges and their features. 

Philco, which completed the pur- 
chase of the Mt. Clemens, Mich., 
company in January, is at present 
marketing the ranges under the 
Electromaster name. The plant is 
one of thé most modern in the in- 
dustry and has a capacity of more 
than 6,000 ranges a month. 


Gibson Appoints 2 
Ohio Distributors 


GREENVILLE, Mich.—J. L. John- 
son, general sales manager of Gibson 
Refrigerator Co., has announced the 
appointment of Midland Electric Co., 
Cleveland, Ohio, and Sacks Distribut- 
ing Co., Akron, Ohio, as wholesale 
distributors of Gibson products in 
their area. 

Executive personnel of Midland 
Electric include John U. Walker, 
president; Morris Sacks, treasurer, 
and Jean T. White, sales manager, 
Major Appliance Division. 

Directing operations of the Sacks 
company are Morris Sacks, presi- 
dent; Sol Sacks, vice president and 
sales manager, and Bernard Much, 
treasurer. 

George Jaud, Gibson divisional 
sales manager, will serve the two 
organizations. 


Organization of Wholesale 
Appliance Firm In Savannah 


Announced by Fred A. Ray 


SAVANNAH, Ga.—Ray Distribut- 
ing Co., a new wholesale appliance 
firm, has just been organized here by 
Fred A. Ray, who resigned as vice 
president and director of Lindsay & 
Morgan Co. to go into business for 
himself. 

Ray says all types of appliances 
used in the home will be wholesaled 
to dealerships within a 150-mile 
radius of Savannah, serving the 
boundary cities of Brunswick, Way- 
cross, Vidalia, Dublin, and Augusta 
in. Georgia, also Aiken, Orangeburg, 
Holly Hill, and Charleston in South 
Carolina. 

Associated with Ray in the new 
enterprise are H. R. Kreutter, for- 
merly connected with the General 
Electric Co., and K. L. Matthews, 
and Fred Lang. The latter formerly 
managed Lindsay & Morgan’s retail 
appliance department. 

According to Ray, product lines of 
the new firm will be warehoused at 
237 West Broad. They include Ben- 
Hur freezers, electric refrigerators, 
automatic washers, water heaters, 
Dominion and Hamilton Beach table 


appliances, Diehl, Marsalis, Nu-Air, - 


Modern, and Dominion fans, and 
other nationally advertised allied 
products. 


Dealer Offers Free Washing, 
Free Ride, and Free Bag 


JOHNSON CITY, N. Y.—Kilmer’s 
Appliance, 267 Main St., stirred in- 
terest in automatic washers by offer- 
ing a laundry bag free to each lady 
bringing in a wash to be done in a 
nationally known automatic. 

Interested persons were invited to 
call the store. A Kilmer representa- 
tive then drove to the prospect’s 
home, picked up the woman and her 
washing, and then made the demon- 
stration at the store. 


Why Do Department Stores Concentrating on Merchandising 
Only 1 or 2 Lines of Appliances Produce More Profits? 


Better Advertising, Display, 
And Selling Cited as Reasons 
In Speech Before NRDGA 


NEW YORK CITY—Four reasons 
why department stores which con- 
centrate on merchandising only one 
or two lines of appliances get greater 
volume and four reasons why this 
concentration produces more profits 
were given to department store rep- 
resentatives attending a recent ses- 
sion of the merchandising division of 
the National Retail Dry Goods Asso- 
ciation here. 

Homer L. Travis, western regional 
manager for Kelvinator Div., Nash- 
Kelvinator Corp., outlined a logical 
argument for concentration on one or 
two refrigerator lines based on facts 
derived from a Kelvinator study 
made during the war. 

A condensed version of Travis’ re- 
marks are as follows: 

During the war we were able to 
make a very thorough and compre- 
hensive study of the history of major 
appliance operations in department 
stores throughout the country. 


Results of Study 


Here are the results of this study: 

There were 570 department stores 
which merchandised major appliances 
prior to the war. Sixty-three of these 
stores are located in the 10 largest 
cities by population, leaving a bal- 
ance of 507 stores throughout the 
rest of the country. 

I am going to exclude the 63 stores 
located in the 10 largest cities be- 
cause to our knowledge no store or 
manufacturer has earnestly tried a 
program of concentration in these 10 
markets. 

Out of the 507 stores throughout 
the country, 65 reached a volume of 
$100,000 in total sales on refriger- 
ators in 1941. Thirty-seven of these 
stores concentrated their sales effort 
on one line of refrigerators, 17 mer- 
chandised only two lines, but only 11 
out of the 507 stores could reach 
$100,000 in annual sales with multiple 
lines in their department. 

Here are the reasons why this 
volume could be reached by these 
stores who concentrated their effort 
on one or two lines. 

First: better advertising. Your 
promotional and advertising  pro- 
grams will have continuity that will 
eliminate confusion in the customer’s 
mind. 


Recalls Experience 


Several years ago, I was calling on . 


a large department store in the mid- 
west to work out a planned merchan- 
dising activity. In looking through 
the morning paper before going over 
to the store, I noticed a good 80-in. 
advertisement on a certain brand 
refrigerator. 

While approaching the sfore, I 
passed an excellent refrigerator win- 
dow display, but it contained three 
models of a different brand refriger- 
ator than those featured in the morn- 
ing advertisement. 

Inside the store, on two spot dis- 
plays by the escalator bank was a 
third brand of _ refrigerator—and 
when I got up into the department 
on the fifth floor, the salesmen were 
really going to town on a few close- 
out models of still another brand of 
refrigerator that had been brought 
onto the floor the previous evening. 

You can imagine the confusion this 
must have created in the mind of the 
customer who was attracted by that 
advertisement. Concentration of ad- 
vertising will give you continuity, and 
utilize to the fullest advantage the 
national advertising done by the 
manufacturer to closely identify the 
brand name with your store. 

Second: better display. The amount 
of floor space required to maintain 
an adequate and attractive product 
display will be held to a minimum 
and will give you an exceedingly high 
sales average per square foot for the 
department. 

Third: a better selling job. A 
salesman having only one brand of 
product to sell can obtain a more 
thorough knowledge of the product, 
its features and its strong selling 
points. 

Knowledge begets enthusiasm, and 
enthusiasm begets conviction. A 
salesman with a thorough knowledge 
of his product becomes enthusiastic 
about it—and this enables him to 
give a complete and convincing sales 
presentation to his prospect. 
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lines in their department... . 


Gist of Travis Talk at NRDGA 


“Out of the 507 (department) stores throughout the country, 
65 reached a volume of $100,000 in total sales on refrigerators in 1941. 
Thirty-seven of these stores concentrated their sales effort on one 
line of refrigerators, 17 merchandised only two lines, but only 11 
out of the 507 stores could reach $100,000 in annual sales with multiple 


“Now, when you add 2 or 3% to your gross as the result of 
quantity buying—when you add 1 or 2% to your gross by step-up 
selling—when you reduce floor space requirements by 25 to 50%—and 
when you increase turnover of investment by 50 to 100%—and still 
do more volume to boot, I think the advantages of concentration 
(on a few appliance brands) should be apparent to every man... 


And fourth: closing a larger per 
cent of the sales that are made on 
your sales floor. Whenever a cus- 
tomer is going to make a $250 pur- 
chase of a refrigerator, as far as 
she is concerned, it is going to last 
her for a lifetime—and she wants to 
be convinced that this refrigerator is 
the best one for her to buy. 

And, Mrs. Customer will make this 
purchase only from the store with a 
salesforce that has the ability to con- 
vince her that this refrigerator offers 
her the greatest value. 

The last thing the customer wants 
to hear is, ‘Madam, we carry them 
all, you choose the model that best 
fills your needs.” Thousands of cus- 
tomers travel through your depart- 
ment, look, leave—and buy from the 
salesman in the store where they get 
conviction. 

Now, what can concentration mean 
to profits for you and your store? 

First, it increases volume _ as 
proved by the fact that 54 of the 65 
stores who did $100,000 sales volume 
in 1941 did it by concentrating on one 
or two lines; while only 11 of the 65 
stores were able to reach this volume 
handling a multiplicity of lines. 

Second, concentration on a limited 
number of lines will increase the 
number of stock turns to seven to 
eight times per year against a store- 
wide average of approximately four 
times per year. 

The department will produce al- 
most twice as many gross profit 
dollars on the average inventory in- 
vestment as on  the_ equivalent 
amount of money invested in the 
average store-wide inventory. 


Third, the average sale in the de- 
partment is always increased when 
salesmen concentrate their efforts on 
only one line. I think it is obvious 
to everyone of you, that a salesman 
with more thorough knowledge of his 
product does a more effective job of 
step-up selling. 

And fourth, the store can take 
advantage of the maximum available 
discount for quantity buying when 
its inventory is concentrated in one 
or two lines. This one item alone 
means about 3% in gross profit. 

Now, when you add 2 or 3% to 
your gross as the result of quantity 
buying—when you add 1 or 2% to 
your gross by step-up selling—when 
you reduce floor space requirements 
by 25 to 50%—and when you in- 
crease turn-over of investment by 50 
to 100%—and still do more volume 
to boot, I think the advantages of 
concentration should be apparent to 
every man in this room... . 
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COLD 
PLATES 


For the Refrigeration Industry 
@ For quick freezing, chilling and hold- 
ing, short period cooling, “‘holdover,”’ ete. 
Made by men who KNOW refrigeration. 


DISTRIBUTOR INQUIRIES INVITED 


DEAN < 


PRODUCTS, INC. ¢ 
1042 Dean St. Brooklyn 16, N. Y. 


© 


lf you have _ 


OR ARE CONTEMPLATING A 


PRIVATE BRAND 
REFRIGERATOR } 


OR 
HOME FREEZER 


PROGRAM 
IT WILL PAY YOU TO INVESTIGATE THE 


ARTKRAFT PLAN 


SIGNS 
OF 
LONG 


1127 E. KIBBY ST. 


Recognized for outstanding achievements in efficient manufacturing 
of high-style refrigerators, freezers and appliances 


FOR THE CONTRACT TRADE 


Artkraft* can offer you a plan that spells profits in TODAY’S MAR- 
KET! “Goods Bought Right Are Half Sold.” Call or write today—or see 
samples and get full details at Artkraft’s sample room, Palmer House, 
Chicago, July 3rd to 10th, during the Chicago Furniture Show. 


Se _Actho ££ MANUFACTURING CORP. 


LIMA, OHIO, U.S.A. 


*Trademark Reg. U.S. Pat. Off. 


QUALITY PRODUCTS FOR OVER A QUARTER CENTURY 


Are You Looking for An Easy Way 
to Handle Stoves,Refrigera- 


tors and Freezers? 


Solve Your Problem with the New 
ROLL-OR-KARI Dual Trucks 


Patented Step-On-Lift * Folding Handles 
Capacity 1000 Lbs. * Shipping Weight 40.Lbs. 


WRITE TODAY 


THE ROLL-OR-KARI CO. 


ZUMBROTA 


MANUFACTURERS 
-@ MINNESOTA 
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. . - Because Every Laugh Drives Home a 
SOUND SALES PRINCIPLE! 


“This is a funny book,” declares 
George Taubeneck, editor of Air 
Conditioning & Refrigeration News, 
in his heading for Chapter 1. That’s 
true. You'll laugh! You'll learn, too. 


“One Foot in the Door” is the 
laugh-and-fact-packed story of Spe- 
cialty Selling. It takes you back 
through chuckling pages to the birth 
of the specialty merchandising art 
under John H. Patterson of N.C.R. 
fame, and it takes you forward— 
again with smiles and guffaws—to the 
shining future. 


It clearly delineates the selling 
principles which years of experience 


have set up—and makes them easy to 
remember by associating these prin- 
ciples with humorous anecdotes. It 
vigorously points up the job ahead 
for sales management—tells what, 
where, why, when, and how. 


It pleads eloquently for—and points 
the way toward—the more efficient 
distribution system that will be one 
of the strongest bulwarks of private 
enterprise. 


It does all this so agreeably and 
fascinatingly that, when you finally 
finish it, you'll call it the most enjoy- 
able book you’ve read in a decade. 


CHAPTER TITLES from ‘’One Foot in the Door” 


“This Is a Funny Book” 

The Old Master—and How He Got 
That Way 

Making Direct-Mail Advertising Re 
spectable 

Hair Grows on a Billiard Ball 
Publicity Isn’t Always Free 

People See Better Than They Hear 
How to Humanize Your Company 
Tom Thumb Cartels 
Finding the Rainbow’s Pot-of-Gold 
There’s Always One Best Way to Tell 
Your Story 

You Can’t Get Off First Base Without 
a Sales Manual 
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12. “It Pays for Itself” 

13. Ask the Man Who Uses One 

14. Everybody Loves a Convention 

15. Sales Training Schools Must Be Clever 
and Entertaining 

16. Circuit Riding Becomes a Profession 

17. Make It Clear, Make It Simple, Make 
It Direct 

18. Just a Minute, Dear 

19. Five Will Get You Ten 

20. Mama Can Help, Too 

21. Ask the Man Who Does the Work 

<2. Factory Open House Policy 

23. Who Says You Can’t Sell Abroad? 

24. “Tell All” Promotion Rings the Bell 


PUBLISHED BY 


CONJURE HOUSE 


BOOK DIVISION OF 
BUSINESS NEWS PUBLISHING CO. 


450 WEST FORT STREET 
DETROIT 26, MICHIGAN 


USE THIS couron-> § 4) 00 < USE THIS coUPON 


ONLY 
CONJURE HOUSE 


Div. of Business News Publishing Co. 


450 WEST FORT STREET 
DETROIT 26, MICHIGAN 


PLEASE SHIP US 


THE DOOR” AT $3.00 PER COPY. 
CHECK ENCLOSED 


POSTPAID 


COPIES OF “ONE FOOT IN 


() BILL US 


ee ey 


Se a 


| ‘SELL YOURSELF FIRST’ 


GETS MORE CIRCULATION 


The National Resarch Bureau, Inc. 
National Research Bldg. 
Chicago 10, IIl. 

Editor: 

Mr. Taubeneck, as a subscriber to 
your magazine I want you to know 
how much I enjoy reading AIR CON- 
DITIONING & REFRIGERATION NEWS. 
After reading the first page, I always 
turn to the editorial. 

In the May 9 issue, “Sell Your- 
self First,” by W. F. Switzer, was 
filled with inspiration for salesmen. 
I edit a page for Salesmen’s News- 
letter and would like your permission 
to use some paragraphs from Page 
17. Of course, proper credit will be 
given; and I shall be happy to send 
you a copy of our newsletter that 
carries some of your material. 

R. E. WAKELEY 
Associate Editor 


WHAT DO YOU WANT 
—SALES OR PROFITS? 


Wright Refrigeration, Inc. 
4025 Pacific Highway 
San Diego, Calif. 


Editor: 

As I believe you know, I have 
been a consistent reader and sub- 
scriber to your magazine for a good 
many years. I follow it very thor- 
oughly, but it seems to me either 
you or I are getting completely off 
on the wrong foot. 

I want to call your attention to 
your May 30 issue, page 14, your 
article about this master-mind from 
Englewood, Colo., wherever that is. 
To show you what a piker he is, I 
am going to tell you, and I hope you 
publish it to all of your subscribers, 
a very simple way of not only 
doubling but maybe trebling Mr. 
Haeffner’s business. 

If he has increased his business so 
much by chiseling 10% off of his 
price, all he has to do to double or 
treble the business would be to chisel 
20% off. I am quite sure that would 
increase his total volume immensely 
and if you call that news, as that 
was your excuse for printing the 
article about frozen food people who 
were giving away ice cream cabinets, 
then here is a piece of news that 
ought to be blasted across the head- 
lines of your paper, in fact, I think 
it ought to be on the front page— 
right on the cover. Any time you can 
double and treble your readers’ busi- 
ness by giving them such news as 
this that consists only of a half-dozen 


‘words it seems to me that would be 


mighty vital information. 
Just think how a secret formula 


‘like this could double and treble all 


your refrigerators or your reader’s 
business, what that would mean to 
circulation for AIR CONDITIONING & 
REFRIGERATION NEWS. For any time a 
magazine that brings such startling 
information to its readers, such a 
simple method of doubling their busi- 
ness it should put them at the head 
of the column, I do not know what 
column but they ought to be at the 
head of something. 

Now, if Mr. Haeffner gives a 10% 
discount to any woman that walks in 
the store and says, “I have an old 
second-hand box to trade in,” how 
does he balance that up with the 
legitimate customer that walks in to 
his store and trusts Mr. Haeffner as a 
reputable, upstanding businessman of 
the community, most likely a brother 
Elk and he soaks his good brother 
Elk the full 100% list price. How is 
he ever going to cover up that? 
Unless he chisels with them all and 
cuts his 104% to everybody that 
comes in. And if he.does that his 
trade-in customers still are going to 
want something extra for their box. 

Now you people being in this busi- 
ness for a few years, in all proba- 
bility have read some Dun & Brad- 
street’s reports straight across the 
country on operating costs, profits, 
and so forth of this business. If 
you recall, the best profits they could 
show for any of the better operators 
was 9% of net when they got 
through. At this rate our genius 
from Colorado would only be 1%% 
in the hole. Of course, if he did a 
big enough volume I suppose that 
is how he figured on making up the 
profit. 

I am sure that we of the refrigera- 
tion business and dealers across the 
country owe you a great debt of 
gratitude for bringing this kind of 
news to us. I certainly will look for- 


ward to reading your next magazine 
to find out more clever ways of mak- 
ing sales as most of we men are not 
much interested in profits any more 
—there aren’t any anyway—so all we 
need now is for some brilliant editor 
to tell us some very wise ways to 
increase our sales. 

By the way, what do the refriger- 
ator manufacturers who insist on 
your maintaining their list price say 
to Mr. Haeffner’s tactics of giving 
10144% discount to anybody that says 
they have a_ second-hand box or 
doesn’t he handle any standard brand 
equipment ? 

R. A. WRIGHT, 
President 


BUREAUCRACY WAS 
CONSCIENTIOUS HERE 


Refrigeration Engineering, Inc. 
7250 E. Slauson Ave. 
Los Angeles, Calif. 
Editor: 

Anent your current articles on 
“Bureaucracy in Washington,” you 
may be interested in the enclosed 
article from The Commercial News, 
a Southern California business news- 
paper. 

It just goes to show that at least 
one bureaucrat is conscientious in 
his administration of the law. 

D. D. WILE, 
Chief Engineer 


““BEVENING LADIES’ 
NOT ELIGIBLE FOR 
UNEMPLOYED PAY” 

“GARY, Ind., Mar. 28—Applicants 
for the $20-a-week unemployment in- 
surance this week included 20 women 
who listed themselves as prostitutes 
and 30 people who listed themselves 
as gamblers. 

“Lyman K. Bilts, manager of the 
Unemployment Compensation Bureau, 
declared that under the rules the 
sums must be ‘in keeping with their 
skill and training.’ He added: 

“ ‘Ladies of the evening will be un- 
able to apply for unemployment com- 
pensation. They are looked upon as 
independent contractors.’ 

“He indicated that the gamblers 
might get the dole for 20 weeks ‘un- 
less they went back to work sooner’.” 


KEEPING DEALERS AWARE 
OF FREEZER’S POSSIBILITIES 


The Coolerator Co. 
Duluth, Minn. 
Editor: 

I certainly agree that you and 
your paper have constantly strived to 
keep the dealer aware of the tremen- 
dous possibilities of the home freezer. 

I know of no other publication that 
has approached your efforts, and we 
in the refrigeration industry owe you 
a debt of gratitude for your services. 


W. C. CONLEY, 
Sales Manager 


oe 


NO MYSTERY IN VALUE 
OF ‘MYSTERY BOOK’ 


Mueller Brass Co. 
Port Huron, Mich. 
Editor: 

Enclosed is a Postal Money order 
for $2.87 for the one copy of the 
“Mysteries of Blair House” which I 
received from you a short time ago. 

This is a fine book—I enjoyed it 
very much. It certainly is well worth 
the money. The clear-cut style of 
telling the story is one of its greatest 
assets. The plot is a new one and 
well worked out. 


J. R. WIGHTMAN 
Advertising Manager 


ARE ‘GIVEAWAY’ PROGRAMS 
POSTPONING PURCHASES? 


Blissfield Mfg. Co. 
Blissfield, Mich. 
Editor: 

I have long thought the “Give 
Away” programs on the radio are 
more harmful to business than help- 
ful. From the attached cartoon taken 
from the Chicago Tribune, it would 
seem that the same thought has ap- 
peared in the minds of others. 

By simple reasoning, the following 
deductions can easily be followed: 

1. To obtain a high radio rating 
a program must have thousands of 
listeners to maintain a sponsor. 

2. The listeners on a “Give Away” 
program either consciously or sub- 
consciously hope to win prizes. 

3. These thousands of wishful 
listeners would be reluctant to go out 
and buy a necessary article they 
hoped to win or knew someone else 
was getting for nothing. 

4. The articles given away will not 
keep production lines going at top 
speed. 

5. On this basis, the sponsor will 
have to go out of business to prove 
the point and, in many cases, that 
is just what is happening. 

Everyone excepting some govern- 
ment agencies have acknowledged a 
“slow-up,” “recession,” or what have 
you. 

P. C. HALL 
Assistant General Manager 


PROFITABLE & PLEASURABLE 
READING IS REPORTED 


Governair Corp. 
513 N. Blackwelder 
Oklahoma City, Okla. 
Editor: 

It was a pleasure to receive your 
letter of April 27 thanking me for 
my order for your book “The Mys- 
teries of Blair House.” 

I am really the one who should 
thank you for making this most 
fascinating book available as you 
have. It was necessary for me to 
read it in two evenings but can 
truthfully say that it was due to 
lack of time to finish it in one read- 
ing that forced me to put the book 
down, once I had started it. 

Happily, I had the opportunity re- 
cently to read a copy of your own 
book “One Foot in the Door.” Being 
no authority on merchandising I can 
only voice the sentiment of a very 
untrained layman that it held my 
interest from the first to the last 
paragraph and afforded me some 
very pleasant and, perhaps—who 
knows—profitable reading. 

Since much of the technical and 
trade information contained in your 
fine publication, AIR CONDITIONING & 
REFRIGERATION NEWS, is quite “over 
my head’ I always enjoy reading 
your column “Inside Dope’’—every 
word of it! It always contains some- 
thing interesting for me and couched 
in language I can understand. 

NELL CHASTAIN 
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TOP-FLIGHT 
MANUFACTURERS’ 
REPRESENTATIVE 
AVAILABLE 


RADIO, TELEVISION and 
ALLIED PRODUCTS 


26 years in Radio, Television 
and Allied Fields in New York 
and New Jersey. Best contacts 
with all Key Retailers and 
Wholesalers. 


Reply Box No. 3213, Air Condi- 
tioning & Refrigeration News 
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For a highly satisfactory finish for Basic Wire, we 
know of nothing to equal ProSeal. It is an especially 
desirable finish for Basic Wire Refrigerator Shelves. 
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Hot Weather 
Hints (1) 


In most parts of the country, hot 
weather is here again. Thermostats 
are staying closed most of the, time 
and refrigeration service engineers 
are working long hours keeping in 
operation machines whose weak- 
nesses, unnoticed all winter when the 
load was light, are now requiring 
that refrigerant be added, loose belts 
tightened, compressors overhauled, 
weak motors reworked, dirty con- 
densers cleaned, and many other con- 
ditions corrected that were not bad 
enough to need attention in cool 
weather. 

There are always a few machines 
that were either undersize when they 
were originally installed or which 
have outgrown since. They really 
need replacing with new, larger 
equipment, and they offer the service 
engineer a proper opportunity to 
make a sale of the necessary replace- 
ments, and at the same time, do the 
owner a service, for in the long run 
he is money ahead to have adequate 
equipment. _ 

Often, however, the owner cannot 
see his way clear to buy new equip- 
ment. He may not be able to spare 
the money, he may expect to make 
changes later and new equipment 
now would be a double expense, or 
for several reasons best known to 
himself, he may want to just “get 
by” as cheaply as possible for the 
present; so he puts it up to the 
service engineer to do what he can 
to get the most out of the equipment. 


FIRST—AVOID LOSSES 


The first thing to do is to see that 
there is no avoidable waste.of refrig- 
eration; that the doors fit tightly and 
the door gaskets are in good condi- 


Refrigeration Problems 


and their Solution 
by Paul Reed 


For Service and Installation Engineers 


tion; that awnings or shades are used 
to keep direct sunlight off the case or 
refrigerator; that doors are not un- 
necessarily left open; that hot foods 
or other products be allowed to cool 
to room temperature before being 
put into the refrigerator; that the 
cabinet itself is in good condition; 
that the vapor seal has not been 
damaged and the insulation become 
wet; etc. Every possibility of this 
sort should be explored. 


SPLIT UP MULTIPLES 


If it is a multiple installation, 
perhaps one of the fixtures can be 
taken off and run by a small separate 
unit, which the customer can be in- 
duced to buy. This may be particu- 
larly helpful if the fixture that can 
be taken off and run by a separate 
machine, is a low-temperature cabi- 
net, such as an ice cream cabinet, or 
a frozen food cabinet. 


The load that it imposes may 
represent only say, one fifth of the 
total load in B.t.u., but removing it 
to a separate condensing unit may 
have the effect of removing two or 
three times that much load; for its 
removal may allow the condensing 
unit to operate on a much higher 
suction pressure, and thus at an 
increased capacity of one third more 
than previously. 

True, if the low-temperature cabi- 
net was that small a percentage of 
the total load, it should not have 
been multipled with the other fixtures 
in the first place, for it is bad prac- 
tice to include on a multiple system, 
a low-temperature cabinet or other 


low-temperature load that is less 
than one half of the total load. 
Nevertheless, multiple systems 


have been installed, that did not con- 
form to that rule and some are still 
in operation, although the cost of 
operation is excessive and/or the 
control of temperature’ is not very 
good. 


LOOSE BELTS OR 
LEAKING VALVES 


It is not uncommon to find that 
the belts are so loose and slipping 
so much that the compressor is 
running under normal rated speed. 

Leaking discharge or _ suction 
valves in the compressor will result 
in reduced compressor capacity. 
These will be indicated by higher 
than normal suction pressures, but 
at discharge pressures somewhat be- 
low normal. 


A FULLY ACTIVE EVAPORATOR 


As mentioned in a previous para- 
graph, increasing: the suction pres- 
sure results in increasing the capacity 
(and the efficiency, too) of the com- 
pressor. Inspection of the evapora- 
tors and of the suction lines just as 
they leave the evaporators, may re- 
veal that’ the evaporators are not 
fully active. The expansion valves 
may be adjusted to feed somewhat 
more heavily (reduce the superheat) 
or in some instances, the feeler bulb 
may be moved away from _ the 
evaporator. 

Making the evaporator move fully 
active accomplishes two desirable 
objects: 

(1) It will probably raise the suc- 
tion pressure and therefore increase 
the capacity of the condensing unit. 

(2) It will increase the active 
evaporator surface and thereby in- 
crease the rate of cooling done by 
the evaporator; and in gravity-type 
evaporators, it will also increase the 
rate of airflow from the evaporator 
to the product to be cooled. 


DEFROST THE EVAPORATOR 


An evaporator is at its best effi- 
ciency when it is free of frost or ice, 
for these tend to insulate the evapo- 
rator; and the air that comes into 
contact with the evaporator is not 
cooled to as low a temperature. See, 
therefore, that finned evaporators 
that operate on a defrosting cycle are 
fully defrosted. If necessary, reset 


STAINLESS 
STEEL 
EVAPORATORS 


Standard’s New Stainless Steel 
evaporator design assures equal 
refrigerant distribution throughout 
the evaporator. Suitable for origi- 


nal and replacement uses. Send 

for Bulletin E-4. See them at your 

Wholesaler. 

ee | 

I Wi iicncencanintniincsinisubivineinensusiaie D3 D-42 
Se iatindlaAennidiaetnintiahascinsnie 2 Single 3 Single 4 Single 
Cubic Ft. Capacity................... 3% to 5 5to7 5to7 
Overall Height......................... 7%” 10%” 84” 
CORBIG Wea cistinssccnsscescsesssess 634" 6%” 12” 
Overall Depth.......................... 12” 12” Lad 


Furnished with door, control mounting, hangers and control bulb clamp. 


STANDARD REFRIGERATION CO., 332 $. Hoyne Ave., Chicago 12, Ill. 
STAINLESS STEEL EVAPORATORS. 
; UQuUID RECEIVERS. 

— COUNTERFLOW CONDENSERS. 
_. SHELL AND COIL CONDENSERS. — 


the low-pressure control so as to 
obtain a clean defrost before the ma- 
chine starts. 

Frost building evaporators, such as 
plates and evaporators in household 
refrigerators will normally have some 
frost on them, but excessive amounts 
(over about % in.) should be scraped 
off, and the evaporator defrosted as 
often as necessary to keep frost ac- 
cumulation at a minimum. 


A DEFROST TIMER 


In fact, it will be found advan- 
tageous on most refrigerators whose 
temperatures are above 32°, and 
which have frost-building evaporators 
(such as household refrigerators and 
others that freeze ice cubes), to in- 
stall a timer switch to turn the re- 
frigerator off about 1 o’clock every 
morning, and keep it off long enough 


Advance Electric Is Chartered 
As Sales-Service Contractor 


CASPER, Wyo. — The Advance 
Electric Co., Inc., has taken out a 
state charter to sell and service all 
kinds of electric appliances, appara- 
tus, and supplies, and operate an 
electric contracting business. Capital 
stock consists of 259 shares of a par 
value of $100 each. 

Office of the corporation will be at 
740 Cy Ave. Directors are Frank E. 
Kading, president, Mildred L. How- 
ard, and J. M. Kading. C. E. Howard 
will be manager. 


Kemp Mfg. Co. Catalog 
Shows Drying Cycle, 
Dessicant Reactivation 


BALTIMORE — Basic principles 
and specific factors affecting the dry- 
ing of air, compressed air, “Freon,” 
ammonia, and numerous other gases 
and liquids are discussed in catalog 
D-27 prepared by the C. M. Kemp 
Mfg. Co., 405 E. Oliver St. here. 

General operation of a drier is 
covered in a section which illustrates 
the drying cycle in which the gas is 
dried by passing it through the desic- 
cant bed, and reactivation, in which 
the adsorbed moisture is removed 
from the dessicant so that it is ready 
for a new drying cycle. 

“Selectional charts” are included 
in the 32-page catalog to enable 
quick determination of the drier size 
for a given job. 

Numerous applications and various 
sizes of driers are illustrated, rang- 
ing from large-capacity models down 
to the “Lab-Master” which can dry 
up to 200 c.f.h. of air, etc. to dew- 
points as low as -75° F. 


12 Aspects of Basic 
Electricity Covered 
In Jam Handy Films 


NEW YORK CITY—A total of 888 
individual teaching pictures comprise 
a series of 12 discussional-type slide- 
films on Basic Electricity now avail- 
able from the Jam Handy organi- 
zation. 

The 12 films provide material for 
the instructor in the form of photo- 
graphs, drawings, and diagrams. 
Subjects included are: 

1—Magnetism (56 pictures) 2— 
Static Electricity (91 pictures) 3— 
Current Electricity (73 pictures) 
4—The Electrical Cell (46 pictures) 


5—The Storage Battery (101 pic- 
tures) 6—Electromagnetism’ 56 pic- 
tures) 7—-The Generator (80 . pic- 
tures) ’ 

8—Alternating Current (85 pic- 
tures) 9—Electric Motors (70 
pictures) 10—Electric Meters (81 


pictures) 11—Applications (Part 1, 
63 pictures) 12—<Applications (Part 
2, 74 pictures). 

For details, write to School Service 
Department, The Jam Handy Organi- 
zation, 2821 E. Grand Blvd., Detroit. 


Repair Parts 


When repairing a 
Wagner Motor, be sure 
to use genuine Wagner 
motor parts. Get them 
now from your Wagner 
distributor. Name on 
request. 

WRITE FOR MU-40 CATALOG... Ma7-25 


WasgnerElectric @rporation 


ESTABLISHED 1897 
6471 Plymouth Avenue, St. Louis 14, Mo., U.S.A. 
ELECTRICAL AND AUTOMOTIVE PRODUCTS 
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for the evaporator to defrost. Ordi- | 


narily, this will require about 2% or 
3 hours, depending on the type evapo- 
rator and the temperature setting. 

At this time at night, the refrig- 
erator is ordinarily not opened, so 
the ice cubes and the temperature of 
the food are unaffected. 


(To Be Continued) 


Jacobson Will Manage New 
Union Malleable Branch 


ASHLAND, Ohio—The Union Mal- 
leable Mfg. Co. here has opened a 
new branch office and warehouse at 
4036 Wentworth Ave., Chicago. 

Activities at the new office and 
warehouse will be directed by Sol 
Jacobson, district manager. 


Union Malleable also announced | 
Shamrock | 


the appointment of the 
Plumbing Sales Co. as their represen- 
tatives in the Chicago district. Mem- 
bers of the Shamrock firm will make 
their headquarters at the new Went- 
worth Ave. warehouse in Chicago in 
order to assist Jacobson. 


Admiral Corp. Repeats Dividend 


CHICAGO—A dividend of 20 cents 
per share of common stock, payable 
June 30 to stockholders of record 
June 21, has been declared by the di- 
rectors of Admiral Corp. 
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THAWZONE” 


PATENTED 


The FLUID a 


water drops trapped in a glass-end | 
receiver and floating on the refrig- 
-erant. When this happens, you’re 
in for trouble. 


This hidden water can be reach- 
ed ONLY by a dehydrant that 
_CIRCULATES with the refriger- 
ant. That means Thawzone. The 
dehydrant MUST go to the water. 
Trapped water will NEVER go to 
a stationary dehydrator. 


What happens when Thawzone 
on its never-ending rounds en- 
counters trapped water? Just this: 
The water isn’t water any more. 
It is changed to inert, oil-soluble 
compounds that are absolutely 
harmless to the refrigerant or to 
the system itself. 


Use Thawzone in new, old or 
reconditioned systems. Economical 

- one shot is ordinarily effective. 
Easy directions on bottle. 


Your wholesaler carries THAWZONE 


HIGHSIDE CHEMICALS CO. 
COLFAX AVE., CLIFTON, N. J. 


*Trade Mark Reg. U. S. Pat. Off. 


ACME INDUSTRIES, INC. 


Jackson, Michigan 
Representatives in all principal cities 


SHELL and COIL CONDENSERS 


Compact, inexpensive, efficient—seam- 
less shell with copper condensing coils. 
4H. P. to 5 H. P. for FREON or 


™ Methyl-Chloride. UL Approved. See 
tw your jobber or write direct. 


PRODUCTS 
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Speedy Handling by G-E 
Appliance Service Centers 
Aid Customer Satisfaction 


BRIDGEPORT, Conn. — Eleven 
General Electric appliance service 
centers across the country are now 
offering 48-hour service on repairs of 
G-E traffic appliances, according to 
John Miller, manager of the com- 
pany’s product service division. 

Nearly all the service centers are 
also offering “over the counter, while 
you wait” service on appliances 
brought directly to them by con- 
sumers. In most cases, appliances 
sent to the centers are returned the 
second day after they are received. 

The 11 appliance service centers, 
which with few exceptions are within 
overnight shipping distance from any 
point in the country, are located in 
Atlanta, Boston, Chicago, Cleveland, 
Dallas, Kansas City, Long Island 
City, Los Angeles, Philadelphia, San 
Francisco, and Seattle. 

Appliances shipped to the service 
centers for in-warranty repairs are 
repaired at no charge. Work on out- 
of-warranty appliances is billed at 
cost, Miller said, emphasizing that 
the centers are operated only as a 
convenience to customers. 

The service centers also supply 
parts to General Electric distributors, 
retailers, and licensed service sta- 
tions in their areas. 

The majority of the appliances re- 
ceived by the service centers are 
sent in by retailers, who handle them 
for their customers. Miller pointed 
out that in continuing to make serv- 
ice more convenient, the company is 
encouraging retailers to pack and 
ship appliances needing repairs, thus 
relieving customers of this burden. 

Miller said- that General Electric 
will continue to encourage any re- 
tailer, who so desires, to set up his 
own servicing operation. ‘‘Any action 
which will move the servicing func- 
tion closer to the consumer is in line 
with our policy,” he explained. 

Electric clocks are the only G-E 
traffic appliances not handled by the 
appliance service centers. 


Electricians Accept New Scale 


CASPER, Wyo.—Casper’s electri- 
cians are back on the job after stay- 
‘ing away three weeks, having ac- 
cepted a compromise offer of $2.40 
per hour, 13 cents above the old 
wage scale. 


Lhe 


One of a series from 


Rye CONDITIONING 


by James J. LaSalvia 


Readers who have any questions regarding the application of 
air conditioning are invited to write to Mr. LaSalvia, the author 
of this series, who will be pleased to furnish a complete and 


detailed answer free of charge. 


provided by the News. 


This is another of the services 


Selection of Steam Heating Coils 


Steam heating coils are made gen- 
erally in one or two rows deep of 
tubing in the direction of the airflow. 
At times more than two rows of 
tubing are required; then combina- 
tions of the one and two rows can 
be selected to form any number of 
rows of tubing in the airflow. 

These coils are generally made 
with copper tubing and copper fins. 
The headers are of one-piece cast 
bronze. The casings are usually 
made of galvanized iron. 

Steam heating coils are made to 
use steam from 1 lb. to approxi- 
mately 200 lbs. pressure per sq. in. 
In air conditioning when steam coils 
are used it is necessary to use steam 
at pressures from 2 to 5 p.s.i. at the 
steam coil. 

The reason for this is that at such 
low pressures the amount of steam 
which enters the coil can be con- 
trolled very closely. This means close 
control of the room _ temperature. 
Higher pressure steam cannot be 


controlled so closely and will cause 
the room temperature to fluctuate 
over too large a range. 

Steam coils are usually made in 
standard sizes, and in most cases 
they are of the same face dimensions 
as the cooling coils of the same 
manufacturer. This will afford the 
use of matched heating and cooling 
coils in the same casing if necessary. 


NOMENCLATURE OF 
STEAM HEATING COILS 
In the industry steam heating coils 
are known by certain definite names 


which define what kind of heating 
the coil is accomplishing. They are: 


1. Heating coils. 

2. Tempering or pre-heater coils. 
3. Re-heating coils. 

4. Booster coils. 


“Heating” coils is the name given 
to coils which accomplish the total 
heating of the air in one step. 


Guide Contains Data on Various Heating 
Control Systems for New Home Builders 


MINNEAPOLIS—A new guide for 
home builders, “10 Ways to Heat 
Your New Home,” has been pub- 
lished by the Minneapolis-Honeywell 
Regulator Co. 

The booklet was designed to help 
home planners select fhe heating 
system most suitable and economi- 
cal for the type of dwelling they plan 
to build, according to John R. 
Bergan, Honeywell merchandising 


‘Ing and refrigeration systems 
using standard refrigerants. 


_ANSUL OIL is an ALL-Temperature Re- 
bs frigeration Oil which conforms to the 
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frigid wax-free specifications established by Re- 
Search. Te will not separate wax when mixed with 
ca refrigerant (under specified conditions) and sub- 
tected to temperatures as low as SEVENTY DE- 


_ GREES BELOW ZERO (Fahrenheit). 


_ ANSUL OIL has been machine tested for lubrica- 
_ tion and wax-free characteristics in both high and 
_low temperature installations. It is absolutely uni- 

‘form .., maintains high stability and has a low oxi- 


"dation rate. It has proved suitable for ALL refriger- 
i ~ ating systems using any of the standard refrigerants. 


' Ansul Research was first to recognize the problems 
_ resulting from low-temperature wax separation in 
oil-refrigerant mixtures. It realized the critical need 
for an oil which would not only lubri- 
cate and protect moving parts but would 
Adj) Also eliminate the persistent troubles | ook 
; which were traced to wax-separation —3(/).) 
from oil-refrigerant mixtures. 
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ANSUL 150 OIL— 
| The All-Temperature 
- Refrigeration Oil — 

is sold by leading 

refrigeration whole- 
salers everywhere 

(If you require a 

higher viscosity oil 


for ANSUL 


Ls CHEMICAL COMPANY 


Fag va Siotee DIVISION, MARINETTE, WISCONSIN 


ANSUL SULFUR DIOXIDE, ANSU ETAYL 


CHLORIDE, ANSUL OIL, KINETIC’S “FREONS™ 


| formation of the Bert Watson Sales 
| 


manager. It discusses all types of 
fuels, including solar energy, and all 
types of heating systems in popular 
use throughout the country. 

The 24-page guide is written in 
non-technical language and illustrated 
with simple diagrams. It contains a 
list of “do’s and don’t” and includes 
a number of tips to help home 
builders discuss their heating plans 
with architects, contractors, and heat- 
ing dealers. It also describes the 
various types of control systems 
available, including a newly devel- 
oped electronic control 100 times 
more sensitive than standard thermo- 
stats, and specialized controls de- 
signed for use with radiant panel 
heating. 

Among the types of heating de- 
scribed are: (1) forced and gravity 
warm air; forced and gravity hot 
water; (2) one and two-pipe steam; 
(3) radiant floor and ceiling panels; 
(4) solar heating and (5) the re- 
volutionary heat pump which can, be 
used for heating and for summer air 
conditioning. 

Another section of the book is de- 
voted to warm-air registers and 
steam and hot-water radiators, to 


Typical Steam Coil for Year-Round Systems 


Fig. 1—This “Flexitube” Aerofin steam heating coil is typical of those used in 
year-round air conditioning systems. It may be installed horizontally, as shown 


here, or vertically. 


The latter is preferred when coil is used as pre-heater. 


When it is required to heat the air 
in two steps, the coils which heat 
the air first are known as the “tem- 
pering” or “pre-heating” coils. 

The coils which do the second or 
final heating are known as the “re- 
heating”’ coils. 

When it is required to heat the air 
in three steps, the coils in the first 
step of heating would be the tem- 
pering coils. The coils which accom- 
plish the heating in the second step 
are known as the re-heating coils. 
The coils usually used in the third 
and final step of heating would be 
the “booster” coils. 

Heating coils usually heat the mix- 
ture of outside and recirculated air 
to the final temperature. 

Tempering coils generally heat the 
air from its lowest temperature to 
about 40° F. These coils handle air 
below freezing temperatures. 


Re-heater coils generally heat the 
air from about 40° F. to final tem- 
perature. 

Booster coils are usually used on 
zone systems boosting the air tem- 
perature from the heating or re- 
heating coils. These coils are always 
placed in ducts beyond the discharge 
side of the fan. 


INSTALLATION OF 
STEAM COILS 


Steam heating coils (Figs. 1 and 2) 
may be installed with the tubes in a 
horizontal or vertical position. 

The tempering coils which handle 
air below’ freezing .temperatures 
should be installed if possible in the 
vertical position. This will remove 
the condensate out of the coil as 
fast as possible to prevent its freez- 
ing in the coil. 

(To Be Continued) 


Booster Steam Coil for Large Installations 


Fig. 2 shows an Aerofin straight tube steam coil for booster service. Such a 
coil is usually installed in a zone system to boost the air temperature as 
required in the individual zones. 


help the home builder select the heat- 
ing outlets which best conform with 
his interior decorating plans. 

Copies of the guide may be ob- 
tained free by writing to Bergan at 
the company’s main office in Minne- 
apolis. 


Ulrich Becomes Controller 
At Fedders-Quigan Corp. 


BUFFALO — Appointment of 

Franklin A. Ulrich as controller of 
Fedders-Quigan Corp. has been an- 
nounced by Edmund R. Walker, vice 
president. 
_. The appointment involves the crea- 
tion of a separate administrative 
post. Because of expanding activities 
of the company, William C. Winkler, 
treasurer and director, has _ relin- 
quished the duties of controller to 
devote himself to his larger responsi- 
bilities as treasurer. 

Ulrich was a partner and senior 
auditor of the accounting firm of 
Meech, Harmon, Lytle and Black- 
more, from which he has resigned 
to accept his new position. 


Texas Air Cooling Firm Formed 


SAN ANTONIO, Tex.—A new air 
conditioning business was officially | 


launched in San Antonio recently | 
when W. S. Watson announced the | 


© 


Co., with offices at 1001 Milam Bldg. 


industry for capacities up to 500 G.P.M. at 
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27-31 NEMA Cos. Sell 100,090 


Freezers In First Four Months 


Electric Farm and Home Freezers—Complete—Sales by Sizes—Units 
Farm and home freezers complete with high and low side and cabinet, 
where 50% or more of the net cabinet capacity is designed for the freezing 


and/or storage of frozen food. 


APRIL (27 Companies) 


Domestic 
(48 States Other 
Sizes and D. C.) Canadian Foreign Total 
1. 4.9 cu. ft. and under.. 1,271 30 1,301 
a. GO Be 6S eb. %. .... 2,951 71 3,022 
3%. 70 to 89 cu. ft. . 3,786 31 3,817 
4. 9.0 to 10.0 cu. ft. ..... 1,187 2 1,189 
S. 110 te 129 ou. fe. .... 5,170 8 5,178 
6. 13.0 to 16.9 cu. ft. .... 4,069 3 4,072 
7%. 370 te 909 cu. %. .... 2,624 12 2,636 
8. 21.0 to 29.9 cu. ft. .... “73 73 
9. 80.0 to 30.9 cu. ft. .... 151 151 
10. 40.0 to 49.9 cu. ft. .... 1 1 
11. 50.0 to 59.9 cu. ft. .... sos - 
12. 60.0 cu. ft. and over.. 1 aye 1 
Total—All Models .... 21,284 ” 157 21,441 
13. Total Upright Models 
(Included in above). 802 4 806 
FIRST FOUR MONTHS (27-31 Companies) 
Domestic 
(48 States Other 
Sizes and D. C.) Canadian Foreign Total 
1. 4.9 cu. ft. and under.. 6,008 588 6,596 
2. 60 to 69 cu. ft. .... 13,017 377 13,394 
S TH to 68 cu. %. .... 22,475 1 375 22,851 
4. 00 to 100 ev. ft. .... 4,963 21 4,984 
5. 2110 to 129 ew. ft. .... 22,434 75 22,509 
6 12.0 to 160 eu. f%. .... 15,991 44 16,035 
7 170 t WS on. Tt. .... 11,861 36 11,897 
8. 21.0 to 90.9 cu. ft. .... 767 767 
9. 30.0 to 39.9 cu. ft. .... 1,033 1,033 
10. 40.0 to 49.9 cu. ft. .... 7 7 
ii. S00 to S00 cu. ft. ..... 1 i 
12. 60.0 cu. ft. and over .. 16 seas ais 16 
Total—All Models .... 98,573 1 1,516 100,090 
13. Total Upright Models 
(Included in above). . * * 


*Data for January and February will be collected later and shown in the 


Cumulative figures. — 


Participating companies: AVCO Mfg. Corp.; August G. Barkow Mfg. Co.; 
Beatty Mfg. Co.; Ben-Hur Mfg. Co.; Brewer Titchener Corp.; Carrier Corp.; 
The Coolerator Co.; Deepfreeze Div., Motor Products Corp.; Frigidaire Div., 
General Motors Corp.; General Electric Co.; Gibson Refrigerator Co.; Hotpoint, 


Inc.; 


International Harvester Co.; Kelvinator Div., Nash-Kelvinator Corp.; 


Masterfreez Home Locker Mfg. Co.; The Maytag Co.; Norge Div., Borg-Warner 


Corp.; Oregon Refrigerator Co.; 


Portable Elevator Mfg. Co.; Revco, Inc.; 


Sanitary Refrigerator Co.; Schaefer, Inc.; Emil Steinhorst & Sons, Inc.; Sub- 


Zero Freezer Co., Inc.; 


Victor Products Corp.; 


Wilson Cabinet Co., Inc.; 


Whiting Corp.; Ace Cabinet Corp. (out 2-1-49); R. H. Bishop Co. (out 1-1-49); 
Chapman Refrigerator Sales Co. (out 1-1-49); General Refrigerator Corp. (out 
3-1-49); Seeger Refrigerator Co. (out 3-1-49); Stoddard Mfg. Co. (out 4-1-49). 


* * * 


21,441 Units Sold In April 


Falls Below March Total 


NEW YORK CITY—Sales of home 
freezers during April by manufac- 
turers reporting their sales to the 
National Electrical Manufacturers 
Association totaled 21,441 units. 

A total of 27 manufacturers re- 
ported their sales to Nema in March. 
(The recent specifications issue of 
AIR CONDITIONING & REFRIGERATION 
NEWS revealed that there are 59 
manufacturers actively producing 
home freezers.) 

The April total showed a decrease 
from the March total of 27,204. In 
April the most sales were recorded 
in the 11 to 13-cu. ft. size, this size 
classification also showing the big- 
gest increase over March. Biggest 
drop was in the 5 to 7-cu. ft. size. 
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ACCESSORIES ,,. 


Fittings Co, <> 


PITTSBURGH 26. PENNA 


REFRIGERATION, INC. 
® FARM AND HOME FREEZERS 
® REACH-IN REFRIGERATORS 
® WALK-IN REFRIGERATORS 


® FARM MILK COOLERS 
g DIVISION OF WILSON CABINET co., INC. 
“SMYRNA + DELAWARE 


Credit Controls -- 


(Concluded from Page 1, Column 5) 


chants, hard pressed by competition, 
will do is not clear. 

Charles E. Boyd, secretary of the 
association, said recently, “The old 
easy credit terms are gone. They at- 
tracted people who bought more 
things and more expensive things 
than their incomes warranted, and 
when they defaulted on their con- 
tracts, they were hard to collect 
from.” 


Vacuum Cleaner Sales for 


May Slip 11.8% UnderApril 


CLEVELAND — Factory sales of 
standard-size household vacuum 
cleaners in May totaled 222,850 units, 


-compared with 252,656 in April, a 


drop of 11.8%. 

It was a decrease of 19.4% below 
the 276,657 sold in May, 1948, reports 
C. G. Frantz, secretary-treasurer of 
the Vacuum Cleaner Manufacturers’ 
Association. 

January-through-May  sales__ this 
year were at the average monthly 
rate of 251,149 units, compared with 
262,535, the monthly average for the 
industry’s record years of 1946-1948 
inclusive. 


Alter Issues Vest-Pocket 
List of Fair Trade Prices 


CHICAGO—Publication of a “vest- 
pocket price list” of fair-traded pro- 
ducts it distributes has been an- 
nounced by the Crosley distributing 
division of The Harry Alter Co. here. 

Designed for dealers and their 
salesmen, the folder is for use “when- 
ever and wherever they should meet 
a prospective customer who might 
be interested in on-the-spot quota- 
tions,” the wholesale distributor of 
major home appliances explained. 

In addition, the company pointed 
out, the list “helps stabilize prices” 
and “helps close sales when price 
chiseling starts.’ 


4-Star Special 


Gibson Introduces 4-Star Models 


4-Star Deluxe 


(Story on page 1.) 


‘Private Brand’ Is More 
Than a Name Plate, It Is 
Over-all Policy--Snow 


NEW YORK CIT Y—“Private 
brand” means more than just tagging 
a department store’s name on a re- 
frigerator or range, Dr. A. J. Snow 
told department store representatives 
gathered recently at the mid-year 
convention of the merchandising divi- 
sion, National Retail Dry Goods As- 
sociation. 

“Private brand’ covers the whole 
gamut of goods handled by a store 
and reflects the store’s over-all policy 
that gives that brand name accep- 
tance, he explained. 

Dr. Snow is now retired but was 
at one time the technical director of 
Sears Roebuck & Co. and of the 
Avco. Mfg. Corp. He is said to have 
had much to do with the development 
of the Coldspot and Kenmore appli- 
ances. 

Dr. Snow contends that it is no 
accident that stores like Sears Roe- 
buck and Montgomery Ward have 
been highly successful in merchan- 
dising private brand merchandise. He 
pointed out that they have devoted 
considerable research and much 
money, time, and effort in developing 
original ideas which make their prod- 
ucts different from all others on the 
market. 


Dr. Snow estimated that Sears ® 


probably sold about $200,000,000 in 
major appliances last year. He point- 
ed out that the chain devotes consid- 
erable floor space to major appli- 
ances. 

However, he said, Sears sold an 
equal amount of volume in heating 
and plumbing equipment but devotes 
only a small share of floor space to 
these items. “Do you think that 
that was any accident?” he asked. 

Emphasizing that private brand 
merchandise must reflect the policy 
of the store, Dr. Snow averred that 
in order to sell private brands, a 
department store must make some 
contribution to the industry. Its 
product has to have originality. 

“No group of buyers and no set of 
trade restrictions are going to de- 
velop a private brand,” he declared. 

“The reason why appliance sales- 
men have no enthusiasm for selling 
is that if you take the name off the 
refrigerators on the market today, 
they are all alike. What is the sales- 
man to talk about? You have to 
have something to talk about before 
you can generate enthusiasm.” 


Lenox Heads M-H Personnel, 
Industrial Relations Dept. 


MINNEAPOLIS — John R. Lenox 
has been named manager of indus- 
trial relations and the personnel de- 
partment of Minneapolis-Honeywell 
Regulator Co., George A. DuToit, 
Jr., vice president in charge of manu- 
facturing, has announced. 

Sherwood M. Sitz, who has been 
directing industrial relations at the 
company’s Minneapolis factories, has 
been promoted to director of indus- 
trial relations in a consulting capac- 
ity for the entire organization, in- 
cluding subsidiary companies, DuToit 
said. 

George B. Benton, who has been 
personnel manager, has been trans- 
ferred to the company’s insurance 
department and will make his head- 
quarters at the home office in Minne- 
apolis. 


N.Y. Firm Gets Right To 
Australian Refrigerator 


NEW YORK CITY—Exclusive ex- 
port rights for the Australian-made 
“Prefect” kerosene or gas operated 
household refrigerator, have been ob- 
tained by Maritime Express, Ltd., 
15 E. 60th St. here, reports Alex- 
ander Shields, president of Maritime 
Express. 

According to Shields, the arrange- 
ment was made after comprehensive 
tests had been made of sample units 
in this country. He says it will be 
priced competitively. Distribution 
plans are now being discussed, he 
related. ' 

The Prefect currently is being 
manufactured in only one model, a 
5-cu. ft. refrigerator with 8.6 sq. ft. 
of shelf area. It is featured by an 
across-the-top “freezer” shelf. 

The refrigerator has four shelves 
in addition to the freezer shelf. Cabi- 
net is made of steel pressed metal 
panels welded into one complete unit. 
Cabinet is rustproofed and finished 
with stoved synthetic enamel. In- 
terior is a one-piece porcelain liner. 
Cabinet has 3 in. of insulation. 

Refrigerating unit is fabricated 
from solid drawn-steel tubing, welded 
and chemically cleaned before 
painting. 

The cabinet is 4 ft. 7 in. high, 2 
ft. 3 in. wide, and 2 ft. 3% in. deep. 
Net weight is 364 pounds. 
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Frigidaire Shifts Drake, 
Williams to West Coast, 
Cline to N.Y. Branch 


DAYTON—P. M. Bratten, general 
sales manager of Frigidaire Div. of 
General Motors, has announced three 
new appointments 
in the national 
field sales organi- 
zation. 


F. M. Drake, 
general sales man- 
ager of the New 
York branch of 
Frigidaire Sales 
Corp., has_ been 
promoted to man- 
ager of the Los 
Angeles branch. 
Drake succeeds E. 
L. Williams, who has been trans- 
ferred to the Pacific region. Re- 
placing Drake at the New York post 
is H. M. Cline, appliance sales man- 
ager of the eastern region. 

Starting his 25-year association 
with Frigidaire in 1924, Drake has 
served in many administrative and 
sales capacities, both in the factory 
and in various branches, including 
assistant appliance sales manager in 
the central region; manager for the 
company in Milwaukee, and general 
sales manager, New York branch. 

Cline first joined the company in 
1930, serving in 
various sales posi- 
tions, before he 
became assistant 
appliance sales 
manager in_ the 
southeastern re- 
gion in 1941. He 
served during the 
war with the War 
Production Board 
and U. S. Navy 
as lieutenant com- 
mander. After re- 
turning to Frigid- 
aire, he was promoted to appliance 
sales manager of the eastern region. 

Williams joined Frigidaire 17 years 
ago as a field representative. Two 
years later, in 1934, he was appointed 
Pacific regional representative. He 
served as Los Angeles branch man- 
ager, starting in 1938. ‘ 


Woodruff Heads A. C. Dept. 


LAKE WALES, Fla.—Col. W. W. 
Woodruff of Babson Park will be in 
charge of a newly-expanded air con- 
ditioning department of Swartz Serv- 
ice Co., it was announced. 


F. Marion Drake 


H. M. Cline 
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STAINLESS STEEL 
LA CROSSE 


ICE CUBE MAKER 


Designed to meet the demand for both 
production and storage in one unit. 
La Crosse leads the field in this newest 
addition 
refrigeration models. 


SPECIFICATIONS: 


Production capacity—21 quick release trays—16 cubes ea. 
Storage capacity—approximately 1025 cubes plus 336 cubes in trays. 


Crosse COOLER Co. 


2809-17 Losey Blvd. So., La Crosse, Wisconsin 


to their complete line of 


Cable address: Eximport 


Export Representatives: Melvin Pine & Co. 


80 Broad St., New York 4, New York 


250 Fifth Avenue 


WE WILL BUY 


COMPLETE CONTENTS OF 
REFRIGERATION MANUFACTURING PLANTS 


* COMPLETE UNITS- Any Quantity or Size 
© COMPRESSORS - Any Quantity or Size 
* COMPLETED ITEMS of Any Description 


* COMPONENT PARTS - Any Quoantity-Any Make 


HERE IS AN OPPORTUNITY TO 
BALANCE YOUR INVENTORIES 


ALL ITEMS MUST BE NEW! 


We are prepared to furnish the highest financial references. 
All replies will be kept confidential. Write, wire or phone: 


Maury, Lee & Marshall 
New York 1, N. Y. MUrray Hill 6-4414 
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PATENTS 
Weeks of March 15, 22 


2,464,356. HEAT EXCHANGER OR CON- 
DENSER SUPPORT. Kenneth R. Stearns, 
Springfield, Pa., assignor to Westinghouse 
Electric Corp., East Pittsburgh, Pa., a 
corporation of Pennsylvania. Original ap- 
plication Nov. 9, 1946, Serial No. 708,880. 
Divided and this application Jan. 9, 1948, 
Serial No. 1,410. 5 Claims. (Cl. 257—43.) 


ot: ae - Tet 


‘ 
HY 


tata“ AS tf <p” 

4. A horizontal surface condenser in- 
culding a _ shell provided with girder 
structures unitary therewith at opposite 
sides thereof; said shell including a 
curved bottom wall, vertical side walls, 
and a horizontal top wall; said girder 
structures each including upper and 
lower flanges joined by a side wall with 
the lower flange joined to the adjacent 
edges of the bottom and side walls and 
the upper flange being formed by an 
overhanging portion of the top wall; and 
vertical plates having their upper ends 
supporting the girder structures and con- 
nected to the latter, their lower ends ar- 
ranged for attachment to the foundation 
and having their webs extending in 
planes normal to radii from a vertical 
axis in the vertical plane of the center- 
line of the condenser. 


2,464,473. BLOWER INSTALLATION. 
John H. Wessel, Los Angeles, Calif., as- 
signor to Utility Appliance Corp., Los 
Angeles, Cailf., a corporation of Cali- 
fornia. Application April 28, 1947, Serial 
No. 744,507. 13 Claims. (Cl. 230—235.) 


1. In a blower installation, the combina- 
tion of: supporting structure including 
a pair of spaced, parallel, track supporting 
members; a track member supported by 
each of said track supporting members; 
cushioning material separating said track 
members from the respective track sup- 
porting members; and a blower case sup- 
ported by and movable along said track 
members. 


2,464,476. THERMOSTATIC SWITCH. 
Adam E. Armstrong and William A. Dehn, 
Three Rivers, Mich., assignors to Arm- 
strong Machine Works, Three Rivers, 
Mich. Application Oct. 27, 1943, Serial 
No. 507,776. 6 Claims. (Cl. 200—136.3.) 


nt 
afl 


1. In a thermostat, the combination with 
a base plate, of a blade type bimetallic 
thermal element mounted at one end for 
regulating adjustment and having oppo- 
sitely facing contact points at its free 
end, a lever-like contact support member 
pivotally mounted on said base plate for 
oscillating movement thereon and having 
a relatively short arm disposed trans- 
versely of said thermal element, contact 
members mounted on said support arm in 
opposed coacting relation with said con- 
tact points of said thermal element, said 
contact points and contact members being 
relatively positioned for a _ substantial 
sliding engagement of said contact mem- 
bers with said contact points when said 
contact points are moved by said thermal 


element into the path of oscillation of 
said contact members, at least one of 
said contact members being mounted on 
said support arm for adjustment toward 
and from the other, a cam for oscillating 
said contact support member, a coiled 
spring yieldingly urging said ‘support 
member against said cam, and a motor 
for continuously driving said cam at a 
speed to permit of successive oscillations 
of said contact support member being 
separated by relatively short time in- 
tervals. 


2,464,522. REFRIGERATOR COOLED 
BY DRY ICE AND ICE WATER. La- 
fayette A. McDonald, Los Angeles, Calif., 
assignor of twenty-two and two-ninths 
per cent to Luther A. Merriwether, twen- 
ty-two and two-ninths per cent to James 
C. York, and twenty-two and two-ninths 
per cent to Lee A. Merriwether, all of 
Los Angeles, Calif. Avplication March 7, 
1947, Serial No. 733,112. 4 Claims. (Cl. 
62—91.5.) 


1.:A refrigerator comprising insulated 
outer left and right side walls, front and 
rear walls,. top and bottom walls, said 
front walls having door apertures formed 
therein, doors hinged in said apertures to 
afford access to the inside of the refrig- 
erator, left and right inner side walls in- 
side said refrigerator and spaced from 
the aforementioned outer side walls and 
defining therebetween left and right Dry 
Ice storage compartments, an inner top 
wall spaced from said aforementioned 
outer top wall and defining therebetween 
an upper Dry Ice storage compartment, 
ice chest means formed inside said re- 
frigerator to receive a block of natural 
water ice, means for conducting cold 
Dry Ice vapors from said Dry Ice com- 
partments into said ice chest whereby the 
rate of melting of the water ice is sub- 
stantially reduced, refreezing compart- 
ment means disposed below said ice chest 
means, conduit means communicating be- 
tween said ice chest means and said re- 
freezing compartment means for conduct- 
ing melted ice water into the refreezing 
compartment means, jacket means for 
blocking the freezing of said ice water 
in the conduit means, and valve means 
for admitting cold Dry Ice vapors into 
said refreezing compartment means to 
refreeze said ice water into a block of 
natural ice. 


2,464,526. REFRIGERATOR CONSTRUC- 
TION. John S. Palmer, Chicago, Ill., as- 
signor to International Harvester Co., a 
corporation of New Jersey. Application 
Oct. 24, 1945, Serial No. 624,299. 3 Claims. 
(Cl, 220—15.) 


1. In a refrigerator cabinet, the combi- 
nation of: a pair of spaced apart walls 
having marginal edges terminating sub- 
stantially in a common plane; means pro- 
viding a bracket on each wall at a point 
thereon short of the edge thereof and ex- 
tending toward the other wall; a sup- 
porting member carried by the brackets 
and extending transversely between the 
walls; means connecting the supporting 
member to the brackets; a pair of Z- 
shaped supports mounted on the sup- 
porting member, each support including 
an intermediate portion extending  to- 
ward the aforesaid plane of the wall 
edges and an end portion extending to- 
ward the other wall and lying generally 
in said plane; a breaker strip carrier 
mounted on said end portions of the sup- 
ports and extending transversely between 
the walls, being generally parallel to the 
aforesaid supporting member and having 
each end spaced slightly from the proxi- 
mate wall; and a breaker strip carried 
by the carrier, overlapping the wall edges 
and having portions projecting respec- 
tively into the spaces between the walls 
and the ends of the carrier. 


2,464,546. HUMIDITY ANALYZER. 
Joseph C. Albright, Bala Cynwyd, Pa., as- 
signor to The Davison Chemical Corp., 
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Baltimore, Md. Application June 20, 1945, 
Serial No. 600,500. 9 Claims. (Cl. 73—17.) 

1. An apparatus for determining the 
dew point temperature of a moisture 
laden gas comprising an elongated wall 
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of heat conductive material, means for 
passing a moisture laden gas along one 
side of the wall, means forming a cooling 
jacket on the other side of said wall, a 
plurality of baffles extending from said 
other side of the wall dividing said jacket 
into a series of compartments extending 
longitudinally of the wall, means for pass- 
ing a cooling medium serially through 
said compartments in a direction gener- 
ally counter-currently to said moisture 
laden gas, means in each compartment 
for heating said cooling medium and 
means for determining the temperature 
of the cooling medium in said compart- 
ments. 


2,464,605. BOTTLED BEVERAGE COOL- 
ING DEVICE. Lawrence A. Philipp, 
Detroit, Mich., assignor to Nash-Kelvina- 
tor Corp., Detroit, Mich., a corporation 
of Maryland. Application June 5, 1944, 
Serial No. 538,791. 6 Claims. (Cl. 62—126.) 


1. A bottled beverage cooling device 
comprising, a plurality of vertically 
spaced horizontally positioned sleeves 
adapted to receive the bottled beverages, 
said sleeves being in direct contact with 
each other throughout their length, and 
a single refrigerant evaporating conduit 
secured longitudinally in direct contact 
with the exterior surfaces: of said sleeves. 


2,464,606. REFRIGERATING APPARA- 
TUS. Lawrence A. Philipp, Detroit, Mich., 
assignor to Nash-Kelvinator Corp., Detroit, 
Mich., a corporation of Maryland. Appli- 
cation Aug. 24, 1944, Serial No. 550,920. 
1 Claim. (Cl. 62—99. ) 
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A refrigerated cabinet comprising an 
outer shell having walls formed of in- 
terconnected metal sheets, the outer shell 
being contoured to overlie a mechanism 
compartment positioned in one end of 


the cabinet, a refrigerant motor com- 
pressor unit in the mechanism compart- 
ment, refrigerant condensing passages 
bonded in heat conducting relation with 
the metal sheets forming the walls of the 
outer shell and extending from the top 
toward the bottom of successively spaced 
walls in serpentine relation, an inner 
shell having walls formed of intercon- 
nected metal sheets, the inner shell be- 
ing contoured to generally follow the 
contour of the outer shell, insulation be- 
tween the inner and outer shells, refrig- 
erant evaporator passages bonded in heat 
conducting relation with the metal sheets 
forming the walls of the inner shell and 
extending from the bottom toward the 
top of successively spaced walls in ser- 
pentine relation, and connecting means 
between the motor compressor unit and 
the refrigerant condensing and evapora- 
tor passages. 


2,464,631. PURGING SYSTEM FOR RE- 
FRIGERATION SYSTEMS. Joseph RB. 
Zwickl, East Orange, N. J., assignor to 
Worthington Pump and Machinery Corp., 
Harrison, N. J., a corporation of Dela- 
ware. Application Nov. 9, 1946, Serial No. 
708,840. 9 Claims. (Cl. 62—115.) 


1. In a purging system for removing 
impurities from a volatile refrigerant of 
a refrigeration plant, means for remov- 
ing impurities soluble in but less vola- 
tile than the refrigerant including an 
evaporator for vaporizing the refrigerant, 
a collector connected to said evaporator 
for collecting and separating impurities 
from the vaporized refrigerant, and means 
connected to said collector for returning 
the refrigerant vapor to the main re- 
frigeration system, said last mentioned 
means including tortuous baffle means to 
prevent the passage therethrough of 
liquid particles. 


2,464,735. COMPOSITE HEAT-EX.- 
CHANGE FIN. Raimund G. Vanderweil, 
Woodbury, Conn., assignor to Chase 
Brass & Copper Co. Incorporated, Water- 
bury, Conn. Application July 7, 1944, 
Serial No. 543,882. 7 Claims. (Cl. 257—261.) 

1. A thin sheet-like composite heat-ex- 
change fin for a heat-radiating body, the 
said fin comprising a skeletonized sup- 
porting-plate formed of sheet metal of 
relatively-high strength and relatively-low 
heat-conductivity as compared to the 


sheet metal of the hereinafter-mentioned 
inlay-plate means, the said skeletonized 
supporting-plate having a plurality of 
segregated perforations extending there- 
through from face to face; and inlay- 
plate means comprising segregated ele- 
ments held in segregated relationship by 
a common contact-member arranged to 
engage said heat-radiating body thereby 
to conduct heat therefrom to said seg- 


<omwuc oar 
regated elements, the said segregated 
elements being arranged to fit into the 
respective segregated perforations of said 
skeletonized supporting-plate with oppo- 
site sides of each segregated element ex- 
posed to the air and its edges substan- 
tially flush with and anchored to the 
peripheral edges of its respective segre- 
gated perforation, the said inlay-plate 
means being formed of sheet metal of 
relatively-low strength and_ relatively- 
high heat-conductivity as compared to the 
aforesaid supporting-plate. 


2,464,766. AIR CONDITIONING APPA- 
RATUS. Neal A. Pennington, Tucson, 
Ariz., assignor of one-fifth to Robert H. 
Henley, Tiptonville, Tenn., and one-fourth 
to Roger Sherman Hoar, South Milwau- 
kee, Wis. Application Jan, 12, 1946, Serial 
No. 640,792. 33 Claims. (Cl. 62—139.) 
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1. In an air-conditioning unit, the com- 
bination of: two air-passages; a tank; 
a pad comprising sectors of air-perme- 
able evaporative-liquid-holding material, 
this pad being rotatably mounted in such 
manner as to carry each sector of the 
pad successively through the tank be- 
neath the liquid level therein and across 
the first air-passage; a pad comprising 
sectors of air-permeable non-hygroscopic 
highly heat-absorbent material, this pad 
being rotatably mounted in such manner 
as to carry each sector’ successively 
across each of the two passages; means 
for rotating the two pads; means for 
impelling a stream of air in the first 
passage, first through the evaporative 
liquid-holding pad and then through the 
non-hygroscopic pad, whereby this stream 
of air may be first cooled by evaporation 
and then may cool the non-hygroscopic 
pad; and means for impelling air in the 
second passage through the non-hygro- 
scopic pad, whereby this second stream 
of air may be anhydrously cooled by 
the non-hygroscopics pad, and may then 
pass into the enclosure to be conditioned. 


DESIGNS 


153,071. DESIGN FOR A COMBINA- 
TION REFRIGERATOR, ELECTRIC 
HOT PLATE, AND WATER COOLER 
UNIT. Elmer A. Lundy, New York, N. Y. 
Application Aug. 28, 1947, Serial No. 
141,104. Term of patent 14 years. (Cl. 
D6é7—3.) 


The ornamental design for a combina- 
tion refrigerator, electric hot plate, and 
water cooler unit, as shown and described. 


AVAILABLE FOR LICENSING 
OR SALE 


Pat. 2,420,566. Engine Driven Refrigera- 
tion Unit. May 13, 1947. Relates to a 
truck refrigeration unit having a com- 
pressor, condenser, and a radiator for 
the water cooled engine arranged in such 
a manner that they may be cooled by a 
single fan directly mounted on the crank 
shaft. Group 35—22—84. Reg. No. 19,189. 


Pat. 2,435,493. Refrigeration System In- 
cluding an Internal-Combustion Engine 
and Control Means Therefor. Feb. 3, 1948. 
Relates to a control system for refrigerat- 
ing apparatus which is designed for use 
in cooling air in an enclosed space such 
as a compartment, a railway car, or a 
truck body. It includes a compressor, a 
condenser, an evaporating coil, and an 
internal combustion engine for driving 
the compressor. Group 35—84. Reg. No. 
19,190. 


Pat. 2,454,715. Device for Preventing 
Excessive Condensation in the Insulating 
Space of Refrigerators. .Nov. 23, 1948. Re- 
lates to a refrigerating apparatus and 
more particularly to an insulating cham- 
ber formed by inner and outer walls of 
a refrigerating unit, and a device for pre- 
venting excessive condensation within the 
— space. Group 35—84. Reg. No. 


Pat. 2,454,727. Refrigerating Apparatus. 
Nov. 23, 1948. Provides a refrigerating ap- 
paratus having means in conjunction with 
a refrigerator cabinet whereby a refrig- 
erant-liquefying means is mounted in 
such a manner as to be positionable in 
either of two positions. Group 35—84. Reg. 
No. 19,220. 


2,464,923. REFRIGERATOR TRUCK. 
Alva M. Davis, Monterey, Calif. Applica. 
tion March 11, 1946, Serial No. 653,664. 
1 Claim. (Cl. 296—24.) 


In a refrigerator truck, a body compris- 
ing a refrigeration compartment and in- 
cluding side walls, end walls, ceiling and 
floor, an entrance into said compartment 
arranged on one of the side walls thereof 
and consisting of a pair of outer insulat- 
ed doors swinging outwardly, a vestibule 
back of said doors and projecting into 
said compartment, said vestibule being 
completely closed to form an air lock 
and having a few steps below the level of 
said floor, a pair of inner self-closing 
doors separating said vestibule and the 
refrigeration compartment and adapted to 
swing both ways . 


2,464,942, ORIFICE CARTRIDGE. Wil- 


liam A. Ray, North Hollywood, Calif., as. 
signor to General Controls Co., Glendale, 
Calif., a corporation of California. Appli- 
Serial No. 


cation Dec. 17, 1946, 
2 Claims. (Cl. 138—45.) 


716,682, 


1. An orifice cartridge for restricting 
flow through a valve-passage, comprising: 
an elongated hollow member having like 
end portions adapted to be connected, in- 
terchangeably, to an end of said passage; 
there being in each of the ends of said 
member an orifice of respectively differ- 
ent size, and in the side wall of the 
member an aperture or apertures, com- 
municating with said orifices, whose flow 
capacity is at least equal to that of the 
larger of the orifices. 


2,465,107. REFRIGERATOR, INCLUD- 
ING A FROZEN FOOD THAWING AP- 
PARATUS. Mario V. Mascioli and An- 
thony T. Buono, Philadelphia, Pa., as- 
signors to Philco Corp., Philadelphia, Pa., 
a corporation of Pennsylvania. Application 
Sept. 6, 1946, Serial No. 695,154. 2 Claims. 
(Cl. 62—89.) 


1. In refrigeration apparatus, a ma- 
chine compartment, a condensing unit 
disposed within said machine compart- 
ment and operative to reject heat to the 
air within the compartment, an open top 
bin-like receptacle normally disposed 
within said compartment in a position 
such that said air is afforded free access 
to said receptacle through the open top 
thereof, said receptacle being provided 
with an aperture in a lower portion of 
one wall thereof, said aperture providing 
for passage of air from the interior of 
said receptacle toward said condensing 
unit, and means within said receptacle 
adapted to support frozen substances in 
a position intermediate the open top of 
the receptacle and said aperture, the con- 
struction and arrangement being such 
that air heated by said condensing unit 
flows into said receptacle through the 
open top thereof, gives up a portion of 
its heat to the said frozen substances 
to thaw the same, and as a result of the 
cooling thus effected flows downwardly 
past the frozen substances and out 
through said aperture to be drawn up- 
wardly again past the condensing unit. 


2,465,142. SUPPLEMENTAL STORAGE 
UNIT FOR USE WITH REFRIGERATED 
CABINETS. John J. Wisler, Columbia, 
Pa., assignor to United Sound and Sig- 
nal Co., Inc., Columbia, Pa., a corporation 
of Pennsylvania. Application July 22, 1948, 
Serial No. 40,082. 7 Claims. (Cl. 62—89.) 


1. A supplemental storage unit for use 
with a refrigerated cabinet having an 
access opening therein comprising an 
upper receptacle, a lower receptacle pro- 
jecting downwardly from the upper re 
ceptacle, a flange projecting outwardly) 
from said lower receptacle, a_ sealing 
gasket disposed on said flange, said 
upper receptacle including a rear wal) 
panel inclined at an angle less than 90° 
with respect to the plane of said flange. 
said lower receptacle being constructed 
and arranged to pass freely through the 
access opening in a cabinet with which 
the unit is associated and said flangé« 
being constructed and arranged to overlie 
said cabinet around said access opening. 


(To Be @ontinued) 
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CLASSIFIED ADVERTISING 


RATES for “Positions Wanted’ $5.00 
per insertion. . Limit 50 words. 10¢ per 
word over 50. 

RATES for all other classifications $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 50. 

ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 


POSITIONS WANTED 


TRADE SCHOOL graduates—classes grad- 
uate every six weeks! Men well-trained in 
refrigeration repair, maintenance and 
theory. Know cooling load calculation 
and duct design for air conditioning. Our 
men have been placed with many large 
satisfied companies. AIR CONDITIONING 
AND REFRIGERATION INSTITUTE, 
110-112-114 N. Paca Street, Baltimore 1, 
Maryland. 


DO YOU have a help problem? Let us 
solve yours. Select from our graduates 
the man qualified to handle your work. 
We have men available for all parts of 
the country, who have completed 34 weeks 
of practical shop refrigeration and some 
who have also completed our practical 
advanced training course in air condition- 
ing. Many are very well qualified. THE 
ST. LOUIS SCHOOL FOR ELECTRICITY 
AND REFRIGERATION, INC., 6767 
Southwest Avenue, St. Louis 17, Missouri. 


AIR CONDITIONING and heating engi- 
neer: College graduate, student engineer 
2 years with leading air conditioning 
manufacturer. Past 3 years with dealer, 
estimating, selling, designing and super- 
vising installations up to 100 tons. Excel- 
lent references. Age 29. Desires to locate 
with well organized concern needing 
versatile man. BOX 3202, Air Condition- 
ing & Refrigeration News. 


FIELD SERVICE engineer. 22 years ex- 
perience all phases refrigeration. Well 
grounded in electrical work. Long and 
varied experience keeping customers and 
dealers happy. Desire position with manu- 
facturer. Prefer Mid-West territory but 
will go anywhere. BOX 3218, Air Condi- 
tioning & Refrigeration News. 


REFRIGERATION INSTALLATION and 
service mechanic, 8 years experience. 
Electrical wiring, 4 years experience. De- 
sires steady employment in Idaho, Wyo- 
ming or Alaska. Will supply references 
and complete resume on request. BOX 
$223, Air Conditioning & Refrigeration 
News. . 


POSITIONS AVAILABLE 


OPPORTUNITY FOR experienced sales- 
man representing complete line of refrig- 
eration and refrigerated store fixtures. 
Distributors for York Corporation—Liquid 
Carbonic Corp.—C. V. Hill Store Fixtures. 
Give complete details in first letter. BOX 
1884, Great Falls, Montana. 


PROMINENT MANUFACTURER of com- 
plete line of nationally known commercial 
refrigeration and air conditioning equip- 
ment has several positions open for quali- 
fied sales engineers in Southeastern States. 
Excellent opportunity for traveling posi- 
tion contacting dealers and distributors. 
Write giving full details of background. 
BOX 3217, Air Conditioning & Refrigera- 
tion News. 


SALES MANAGER wanted: Old estab- 
lished commercial refrigeration contractor 
located in Detroit, Michigan, wants capa- 
ble man thoroughly experienced in Am- 
monia and ‘‘Freon’’ applications to take 
charge of sales. Exceptional opportunity 
for man who can qualify. Write giving 
full details of education, experience and 
personal data. BOX 3221, Air Condition- 
ing & Refrigeration News. 


FACTORY REPRESENTATIVE wanted. 
Long established national manufacturer of 
important home and farm electrical appli- 
ance needs thoroughly competent district 
representative to sell distributors, appoint 
new distributors and work with distribu- 
tors’ men, setting up and promoting retail 
dealers. The man we want must be a 
proved producer, a hard worker and capa- 
ble of earnings in five figures. The terri- 
tory is Northern Illinois, Iowa and 
Minnesota. If you feel you fit into this 
picture, write us at once giving full 
particulars of past experience, present 
connections, desire for change, personal 
data and references. This attractive job 
is open and we want a man quickly. Our 
other representatives know about this 
opening. Write BOX 3222, Air Condition- 
ing & Refrigeration News. 


MANUFACTURERS’ AGENTS: _Estab- 
lished manufacturer now doing business 
with equipment wholesalers nationally. 
desires to broaden sales by personal con- 
‘acts. Good line, nationally advertised 
repeat items, credit received on all orders 
‘rom territory. Areas open: 1. Washing- 
on, Oregon, Idaho. 2. California, Nevada, 
Arizona. 3. Oklahoma, Texas, New Mexico. 
'. Arkansas, Louisiana, Mississippi, Ala- 
ama. 5. Georgia, Florida. 6. Maryland, 
?ennsylvania, Delaware. 7. Maine, New 
fampshire, Massachusetts, Connecticut, 
thode Island, Vermont. Representatives 
lust be active and well known. Send 
hoto, present lines, background. Honest 
reatment assured. BOX 3224, Air Condi- 
ioning & Refrigeration News. 


EQUIPMENT FOR SALE 


{EAT EXCHANGERS and receivers. 
arious sizes. Brand new in original 
rates at less than manufacturer's cost. 
IMEL CO., Cin¢innati, Ohio. 


‘NE 6 x 6 York Ammonia refrigerating 
‘achine, with forced feed oiling system. 
ncluding 25 H.P. motor, condenser and 
‘cessories. In good running condition. 
an be seen in operation. COMMERCIAL 
‘“EFRIGERATION SALES CO., 1501 S. 
iginaw Street, Flint, Michigan. 


OR SALE: One Cutler-Hammer, bulletin 
41, 60 HP, 208-volt, 3-phase, 50-cycle 
anual auto transformer, reduced voltage 
arter. This starter is new and in origi- 
il crate. $250.00 C.0.D. DAVIS RE- 
RIGERATION CO., INC., Engineers and 
mtractors, 120 West Tupper Street, 
‘uffalo 1, New York. 
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PRICED TO reduce inventory: 4 H.P. 
Universal units #DD33-F. open, heavy 
duty. Delco motor capacitor. 2 belt 
pulley air cooled. Original crates—factory 
guaranteed. Price $69.00. 10% with order, 
bal. C.0.D. No phone calls. FROZENAIRE 
REFRIGERATOR CoO., 1327 Poplar Street, 
Philadelphia 23, Penna. 


SERVEL SEALED units, % horse power, 
heavy duty. New and crated for imme- 
diate delivery. Priced at $139.50—this is 
a real opportunity that you will take 
advantage of. We have a few Beam 
scales left—price down to $19.50. GEN- 
ERAL REFRIGERATOR CO., 856 No. 
Broad Street, Philadelphia, Pa., ST. 7-2240 
and 2241. 


SPECIAL CLOSE-OUT on brand new 
Dole and Yoder freezer plates: size 19” x 
80” @ $3.00; 22” x 32” at $3.00; 19” x 
72” at $7.00. Also Bush finned coils 76” x 
16” x 2%” 6 tube single row @ $7.00. 
Subject to prior sale. Prices are net, 
F.O.B. N.Y.C. Send deposits to GENERAL 
REFRIGERATORS CORPORATION, 678 
Broadway, New York 12, New York. 


FOR SALE—Servel ‘‘Freon’’ condensing 
units in original factory crates—complete 
less controls % H.P., 110-220 volts, 60 
cycle, 1 P. H. 116 model §S.U., 33F $51.69 
each—84 model H 2 EAIA Supermetic 
$51.53 each—% H.P., 110-220 volts, 60 


cycle. 1 P. H. 136 model S.U. 25F $45.53 
each—26 model H.I.G.A. 1A Supermetic 
$45.53 each. Terms 25% deposit with 


order. Balance COD—Prices FOB Chicago. 
Discount to purchaser of large quantities. 
Write, wire or phone Mr. Urban, O. D. 
JENNINGS & CO., 4307 W. Lake St., 
Chicago 24, Ill. 


ALCO THERMOSTATIC expansion valves, 
2 to 5 ton capacities, $2.50 each. These 
valves, surplus stock, are out of manu- 
facturers guarantee, but new and in 
original packages. 407—TCLOF—2 ton— 
“Freon.” 275—TCLIF—3% ton—‘‘Freon.” 
145—TLIF—3% ton—‘‘Freon.’’ 159—TCL2F 
—5 ton—‘Freon.’’ 109 TL2F—5 ton— 


“‘Freon.”’ Write or phone today! 
MURRAY CO., INC. Honesdale, Pa. 
Phone _ 600. 


SHUTOFF VALVES at great savings! 
All new surplus stock, in clean original 


packages. Henry valves, 446—% x 
angle valves, $1.50. 91—% O.D. angle 
valves, $1.00. 155—% IPS angle valves, 


$1.00. 391—% O.D. angle expansion valves, 
$1.00. Mueller valves, 600—1%4 O.D. 2-way 
shutoff valves, $1.00. MURRAY CoO., INC., 
Honesdale, Pa. Phone 600. 


1100 USED All Steel Equipment lockers; 
4 drawer units and single door lockers; 
ivory and jade; good condition $4.00 per 
opening. Complete ammonia freezer sys- 
tem, coils, fans, tanks, 5 compressors. 
Must be moved to make room for another 
business. WESTCO, INC., 4365 Wolf 
Road, Western Springs, Ill. 


TWO 6? x 6? compressors with 50 h.p. 
motor. Reduced starter and evaporative 
condenser all mounted on a heavy steel 
frame for portability. Used short period. 
Only $4000. P. O. BOX 6006, Houston, 
Texas. 


FOR SALE—New Kerotest #W7 or 
‘*Freon-22”" charging stand. Alnor preci- 
sion dew point indicator gauge, type 7000— 
L range—100 to zero degree F. Lectro- 
filter No. F-10 complete with spare cart- 
ridge. BAC—25 Lectrodrier—110 volt— 
single phase—60 cycle capacity operating 
pressure 250 psig. Maximum air flow—740 
OFH free basis. BOX 3220, Air Condition- 
ing & Refrigeration News. 


BUSINESS OPPORTUNITIES 


FOR SALE: Refrigeration and air condi- 
tioning business northern California. 
regular accounts. Owner’s illness forces 
sacrifice at inventory. BOX 3210, Air 
Conditioning & Refrigeration News. 


CONTROLLING STOCK of well estab- 
lished store-fixture, refrigeration and air- 
conditioning corporation, located 50 miles 
from Chicago, must be sold because of 
illness. Building, three story, low rental 
with long lease. Complete sales and 
service staff. Valuable fixture and equip- 
ment franchises. A money maker—Over 
$20,000 net in 1948. BOX 3215, Air Condi- 
tioning & Refrigeration News. 


MANUFACTURING FACILITIES wanted: 
We would like to combine our engineering 
and sales departments with a manufac- 
turer. Our product, which sells under 
$300.00 has sales potential of approxi- 
mately 200 units monthly for a period of 
several years. Equipment needed—sheet 
metal and iron fabrication, machinery and 
welding equipment. BOX No. 3219, Air 
Conditioning & Refrigeration News. 


SCHOOLS 


DETROIT AIR Conditioning Institute is 
accepting applications for enrollment in 
fall term classes starting July 19 and 
September 13. Fully GI approved coursés 
in air conditioning, refrigeration, heating, 
ventilating, sheet metal layout; heat pump 
engineering. Write for free information. 
DETROIT AIR CONDITIONING INSTI- 
TUTE, Dept. D, 4125 Grand River, De- 
troit 8, Michigan. 


MISCELLANEOUS 


ATTENTION CONTRACTORS—Dealers— 
Servicemen. Norge sealed units remanu- 


factured and exchanged. Immediate de- 


livery from stock. 1 year guarantee. 
Write for prices and shipping instruc- 
tions. MODERN REFRIGERATION CoO., 
INC., 12541 E. McNichols Road, Detroit 5, 
Michigan. 


NEW G&E CATALOG 


REFRIGERATION PARTS e@ ELECTRICAL SUPPLIES 


SEND FOR IT 
TODAY ON 
YOUR LETTER. 
HEAD 


G & E EQUIPMENT SUPPLY CO. 
‘OGDEN AT FULTON | 
CHICAGO 7. ILL. 


HA ymoarket 1.0240 


2 Regional Managers 
Named by Maytag To Serve 
From Kansas City Office 


NEWTON, Iowa—The Maytag Co. 
recently appointed two new regional 
managers who will serve in the 
Kansas City branch under C. G. Ely, 
the company has announced. They 
are Charles G. Frederick, who will be 
in charge of 34 counties in Kansas 
and three counties in Oklahoma, and 
William L. “Doc” Lockridge, who 
will manage three counties in Mis- 
souri and two which are situated in 
Kansas. 

Frederick, a native of Ellsworth 
County, Kansas, has been assigned 
to the territory formerly managed 
by J. F. Winslow, who resigned re- 
cently to become a Maytag dealer in 
the Kansas City branch. Frederick 
was formerly associated with Enter- 


prise, Inc., a wholesale appliance 
sales company located in Kansas 
City, Mo. 


Lockridge, a native of Roanoke, 
Mo., is managing the sales territory 
formerly handled by J. Q. Brown, 
who has. also retired. Previous to 
joining The Maytag Co., Lockridge 
served with the Columbian Electric 
Co., a sales division, in Kansas City. 
Earlier he was a representative of 
the Metropolitan Life Insurance Co. 
at Moberly, Mo. 


Kelvinator Dealer Appointed 


POTEAU, Okla.—Earl McCafferty, 
manager of Pope’s Auto Supply’s 
Appliance Department, has announced 
the appointment of his firm as dealer 
for Kelvinator appliances. 


Designed To Make a Tough Job Easier 


Brushes Clean Outside or 


Inside of Pipe, Fittings 


MILWAUKEE—Cleaning of copper 
pipe and fittings for soldering or 
brazing can be done faster and more 
efficiently with properly designed 
wire brushes than by the _ usual 
“finger and sandpaper” technique, 
claims the Schaefer Brush Mfg. Co. 
here. 

The old-fashioned way of doing 
this is antiquated and time-consum- 
ing, and the results are not always 
satisfactory, according to Schaefer. 
With small diameter fittings it is al- 
most impossible to insert sand or 
emery paper into the fittings, and even 
when this is accomplished, the un- 
even and ragged nature of the clean- 


ABOVE: How Schaefer brush in cup-like 
collar fits over end of tubing to permit 
efficient cleaning. 

LEFT: Photos of both inside and outside 
brushes showing the 10 sizes available. 


ing can well result in a weak seal 
and eventual leakage. 

All doubt as to whether a proper 
fitting or brazing surface has been 
obtained can be eliminated by the 
use of wire brushes, which are easier 
to use, faster, and less expensive, as- 
erts Schaefer. Also eliminated is the 
possibility of cut or sore fingers re- 
sulting from the usual method. 

Two types of brushes for cleaning 
pipe and fittings have been designed 
by Schaefer. For preparing the inside 
surface stainless steel wire brushes 
are available in o.d. or i.d. fitting 
sizes from % to 2% in. 

Cleaning of the outside ends of 
pipe or fittings is accomplished by a 
wire brush inside a cup-like collar 
which is slipped over the end of the 
tube. These are available in four 
standard sizes for %, %, %, and 1 
in. id. tubes. 


Distributor Names Sales Mgr. 


OMAHA, Neb.—R. K. Burbidge 
has been appointed sales manager 
of the Admiral appliance division, of 
the Bi-State Distributing Corp. here. 


REFRIGERATION PROBLEMS 
AND THEIR SOLUTION 


In two volumes, J-1 and J-2 


by Paul Reed 


Handy, practical, reference information for the refrigeration 
service engineer, ‘Refrigeration Problems and Their Solution’ 
is written and illustrated so as to be of interest to salesmen, 
users, and others who want a fuller knowledge of refrigera- 
tion. 


You'll like the way Paul Reed has organized his material . . . 
and he writes clearly, making these books easy to understand 


and a pleasure to read. And because Paul Reed has such a wealth of practical knowl- 
edge of refrigeration, and years of experience behind him, you'll find reading these 
books the next best thing to a person-to-person chat about your refrigeration problems. 
Conveniently cross-indexed for instant use, ‘‘Refrigeration Problems and Their Solution" 
can provide ‘‘the missing link’ in your search for authentic advice on ‘‘how to make 


it work.” 
264 pages. 


Vol. 1 


Chapter 
No. Subject 


Measurement of Temperature ........ 27 
What Heat Is; How it May Be Measured........ 28 
Temperature-Pressure Relationship 
Temperatures, Pressures, and Heat Contents 30 

In the Compression Cycle...........eeee005 31 
Automatic Expansion Valves.............eee02- 
Thermostatic Expansion Valve and Superheat.... 
TRO CORNY TORR. cccccccccccecccescscdvese 
The High-Side Float Valve................000: 34 
Fee GOUSIES. FOI. VOB cccccccsacessiescs 35 
Rise and Fall of the Low-Side Float............ 36 
Flash Gas oteeeeee 


Heat Exchangers ... 


Oil-Refrigerant Mixtures .........cceecceecees 39 
Factors In Pressure Control Settings............ 40 
Effect of Altitude on Controls, Valves.......... 41 
Air Circulation for Air-Cooled* Units............ 42 
Relationship Between Refrigerant Pressures and 

A VOUOPMIIIOS occ ccesrccccscisccsvceces 
Determining the Heat Leakage..............+. 
Determining the Product Load................ 
Miscellaneous and Service Loads.............. 
A Problem In Beverage Cooling.............. 


Multiple Systems 


Balancing the Units In a System.............. 

Fur Storage—Use of Variable Speed Units...... 102 
Varying the Capacity of a Condensing Unit.... 105 
Loading of Condensing Unit Motors............ 120 


ee 29 


6 by 8% 


Chapter 
No 


eevccccccece 37 


Service Chart 
Service Chart 
Service 


Service 
csuneewees Bae 


$1.00 ea. 
Vol. 2 


Subject 


Water-cooled Condensers ....... 

The Evaporative Condenser............ soceeece 
Caembrener SHON BGG so osc ciccvsdescasenses 
Piston Head Clearance 
Daweetliag GF BvepOrslers. ic cccccccccssccceses 
32 Proper Handling of Compressor Oil............ 
33 Changing from “Freon-12" to Methyl Chloride... 
Charging Refrigerant Into the System.......... 
Conditions Affecting Food Preservation......... 
Humidity and Air Circulation.................. 
Storage Temperature Not for Freezing. . 

38 Refrigeration and Handling of Beer 

Carbon Dioxide In Refrigeraiton Work.... 

Use of Gauges vs. Guessing..... esos 

Use and Care of Tools ° 
Recording Suction Pressure Gauge.......... eee 
Simple, Obvious Causes of Troubles. 

How Preventive Maintenance Is Used. . 

Control of Moisture In Refrigeration Units 
Finding & Preventing Refrigerant Leaks 

Care and Treatment of V-Belts..... 

Lapping Seals, Plates, etc........ 
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Food Store Sale-- 


(Concluded from Page 1, Column 4) 
Said advertising copy: “Look what 
you can do with this new, practical 
kitchen appliance. Store over 100 
pounds of food (two weeks supply 
for a family of four. Freeze large 
quantities of meat, poultry, or prop- 
erly processed fruits or vegetables. 

“Here’s what that means in terms 
of better, easier, thriftier eating. You 
can buy in quantity. Make fewer 
shopping trips. Take advantage of 
all sales on frozen foods. 

“You can freeze all your left-overs 
indefinitely . . . save them for quick 
preparation and serving later. You 
can do your baking in big batches 
(pies, cakes, bread, or pastries), 
then freeze what you don’t use right 
away ... it’s ready for instant use 
later. 

“You can buy a big turkey, roast, 
or chicken... eat what you want... 
store the rest for another ‘family’ 
dinner at a later date. You can buy 
plenty of ice cream. It will be ready 
for the kiddies all the time... still 
as firm and delicious as the day it 
was made. 

“You can be sure of plenty of ice 
cubes when company comes calling 

. keep plenty of company snacks 
on tap, too. You can freeze game 
a | rae 


Du Pont Suit -- 


(Concluded from Page 1, Column 5) 
cago last week by U. S. Attorney- 
General Tom Clark. 

Among the orders that the court 
was asked to give was one to require 
the sale by du Pont and General 
Motors of their interests in the 
Kinetic Corp., a du Pont subsidiary 
that manufactures the “Freon” re- 
frigerants. 

In his suit, Clark charges that du 
Pont and General Motors have vio- 
lated the anti-trust laws by agreeing 
to purchase supplies from one an- 
other, by acquiring competing con- 
cerns, and by granting secret rebates 
and preferential prices to du Pont 
companies while selling the same 
products to other customers at higher 
prices. 


Distributor Explains Policy 
On Disposing of Closeouts 


CHARLOTTE, N. C.—A distribu- 
tor’s policy on closeout of a line was 
outlined here recently to the Char- 
lotte Retail Appliance Dealers Asso- 
ciation. 

The distributor declared that the 
firm’s policy of selling only to au- 
thorized dealers was altered only on 
the occasion of a closeout of a line, 
and explained the policy as follows: 

“We offer to all legitimate dealers 
in both the Carolinas the opportunity 
of buying the appliances or whatever 
commodity is involved at our cost 
f.o.b. Charlotte—sometimes a little 
below our cost. When we feel that a 
fair period of. time has elapsed to 
allow all dealers to take advantage 
of the offer, the items that have not 
been sold, we offer to our employes 
on the same basis. 

“As you know, this is about the 
only method that a distributor has 
of disposing of a discontinued line 
if he is not in the retail field himself.” 


N. Y. Store To Concentrate 


On One Line of Appliances 


NEW YORK CITY —David J. 
Brunn, vice president and manager of 
' W. & J. Sloane here, announced that 
the store has discontinued its major 
appliance department as of July 1. 

However, he said, the store will 
continue to carry one_ top-brand 
major appliance line, radio and tele- 
vision sets, some traffic appliances, 
and its kitchen equipment line. 

Brunn offered no explanation of 
the move. One report on the action 
said price cutting in this area was 
the reason. 


‘Inventories of retailers 


Chief Executive 


FRANK KOHNSTAMM 
. +s 


Kohnstamm Named J&H 
Pres., Donald Heads Bd. 


CLEVELAND—Following a recent 
meeting of the board of directors of 
Jack & Heintz Precision Industries, 
Inc. here, it was announced that 
Frank R. Kohnstamm had been 
elected president and chief executive 
officers, and that Kenneth G. Donald, 
formerly president, had become 
chairman of the board. 

O. T. Hess, secretary since 1946, 
was elected vice president. 

Kohnstamm, until his election as 
president, was senior vice president. 
He joined Jack & Heintz in 1947 
after a wide experience in the indus- 
trial field, having served as an execu- 
tive of Westinghouse Electric Corp., 
Vanderhorst Corp. of America, and 
Baldwin Locomotive Works. 


Eastern Perishables Loss 
Provides Sales Lesson 


NEW YORK CITY—Manufacturers 


Kramer Protects Commercial Prices-- 


(Concluded from Page 1, Column 3) 


stocking wholesalers. Here is the 
plan as outlined in the letter: 

“Should there be any price reduc- 
tion on our catalog items within 60 
days from date of our invoices we 
will issue a credit memo to you for 
the difference between the invoice 
price and the reduced price. This is 
to apply only to the merchandise in- 
voiced by us June 8 or later and 
left unsold in your stock. 

“We proposed to keep this under- 
standing in effect until Jan. 1, 1950, 
at which time we hope that any 
psychological fears due to market 
fluctuations will have subsided. 

“Here is the way we will handle it: 

“1. At present our general practice 
is to mark on each crate our invoice 
number. This will be continued. 
Should there be any price reduction 
on the merchandise you intend to buy 
for stock the date of purchase will 
be easily identifiable by reference to 
the invoice numbers on the crates. 

“2. It is understood that the mer- 
chandise to be purchased under this 
arrangement is not to.be removed 
from the crates so long as they are 
in your warehouse.” . 

In his letter Israel Kramer of the 
Kramer Trenton Co. urged whole- 
salers to instruct their sales forces to 
carry “this message to your cus- 
tomers so as to dispel any hesitancy 
on their part to make their necessary 
purchases for fear of any price re- 
duction. Both the high side and the 
low side in the commercial refrigera- 
tion industry today are the best bar- 
gains offered in the United States for 
any capital goods purchase.” 

Kramer’s letter started off on the 
following theme: 


“Price reductions are being bally- 
hooed in the press, on the radio, and 
by mail. People are hesitating to 
buy for fear that prices will drop 
radically. You and I engaged in the 
commercial refrigerating industry 
should examine the facts... . 

“Why did lead and copper take a 
drop while aluminum and steel did 
not drop? The answer is simple. 
Between 1940 and 1948 zinc went up 
from 6 cents to nearly 24 cents, a 
300% increase. Ingot copper for the 
same period went up from 12% cents 
to 23% cents, a 90% increase over 
1940. It is, therefore, perfectly na- 
tural for these two items to take a 
severe dip in price under normal 
conditions. 

“On the other hand steel and alu- 
minum have made only nominal in- 
creases to take care of their in- 
creased cost of labor and raw mate- 
rial. These two metals therefore 
have not dropped. 

“From 1940 to 1949 commercial 
refrigerating coils have gone up in 
price not over 50%. The same holds 
true for compressors. This is the 
lowest increase for any of the capital 
goods equipment made in the United 
States. While copper took a drop 
recently, this was more than offset 
by the fourth round of wage in- 
creases. ... 

“A careful study of the operating 
statements of the large refrigerating 
equipment manufacturing concerns 
clearly indicates that with all the 
unprecedented high sales, very nomi- 
nal profits were realized, under no 
case above 6% on the dollar sale, 
compared to 10% and 12% net 
by large industrial corporations, and 
some metal companies.”’ 


Hiot Wave Seles— 


(Concluded from Page 1, Column 3) 
quiries on air conditioning than there 
has been in years. And this is the 
time to follow them up—even though 
we may not be able to get a system 
in before next year.” 

Other distributors in these sections 
reported pretty much the same pat- 
tern. 

Some contractors reported that 
even with the “ideal’’ weather condi- 
tions, some deals were still on the 
fence because of (1) caution ovei 
general business conditions (2) shop- 
ping for “price” bargains. On the 
other hand, the jump in demanc 
brought on by the hot weather is 
said to have averted dumping oi 
room coolers. 


Carrier Names Hoppock 


To Commercial Post 


SYRACUSE, N. Y. — David W 
Hoppock has been appointed produci. 
manager of commercial refrigeration 
for Carrier Corp. 
and will head up 
an intensified mar- 
keting program in 
this field, it was 
announced by C. 
U. Spriggs, as- 
sistant general 
sales manager. 


This move is in 
line with Carrier’s 
plans for expand- 
ing its commer- 
cial refrigeration 


D. W. Hoppock 
activities to keep pace with continu- 
ing growth in the air conditioning 
end of the business, Spriggs said. 


© 


and sellers of refrigerated produce | 


display cases should find the follow- 
ing statement, made in a New York 
Times story on the drouth and heat 
wave, of great help in promoting 
their product. The statement reads: 

“Edward A. Hausman, executive 
secretary of the All-Boro Retail Fruit 
Association, reported that $2,000,000 
worth of fruits and vegetables had 
spoiled because of the heat in the 
last two weeks on retail green-grocer 
stands in New York City. He based 
his estimate on the loss suffered by 
his group’s 1,500 members, whom, he 
said, handle about half of the city’s 
business in that field.” 


April Business Inventories 
Shaved, But Still Over '48 


WASHINGTON, D. C.—The 


Census Bureau reported that end- 
of-April business inventories were 
$1,200,000,000 lower than on March 
31 but 5% higher than at the end 
of April a year ago. 

The inventories, which totaled 
$53,566,000,000 on April 30, have de- 
clined by about $926,000,000 since the 
end of February. 

Retailers were the only group 
whose inventories were lower at the 
end of April than on April 30, 1948, 
with house furnishings stores among 
those showing the greatest drop. 
stood at 
$14,046,000,000 at the end of April, 
compared with $14,534,000,000 at the 
end of March and $14,164,000,000 on 
April 30 last year. 

Manufacturing inventories at the 
end of April totaled $31,363,000,000, 
against $31,793,000,000 at the end of 
March and $29,161,000,000 at the end 
of April, 1948. 

End-of-April wholesale inventories 
amounted to $8,157,000,000. 


REFRIGERATION 


HEATING PARTS | 
y and SUPPLIES 


PVE mae Penile iio SERVICE THAT'S UNSURPASSED 


from the 


SUPPLY HOUSE THAT SERVICE BUILT 


Dependable efficient same-day filling of orders has built our business 
... our reputation. Keep your stocks complete this easy, speedy way... 


just order from our FREE catalog. Saves you time. . 


. energy... money. 


Prices right. Wholesale only. 


2511 LAKE STREET 


MELROSE PARK, ILL. 


SPECIFY 
THE BEST.. 
SPECIFY.... 


KRAMER 


The outstanding development 
in the refrigeration field in 
the past decade. 


The standard of the industry 
for complete automatic defrost - 
ing at temperatures below 32°. 


Write for Bulletin R-124 


KRAMER TRENTON CO. Zrestoxn 5, NV. 


THERMOBANK - COOLMASTER - RADIAL UNITS PANEL UNITS CUBERS - _FINNED COILS- BARE TUBE COILS-HEAT INTERCHANGERS - 
CONDENSERS Air Cooled, Water Cooled, Evaporative - WATER COOLING EVAPORATORS-BLAST COOLING COILS - BLAST HEATING COILS 


Reg U.S. Pat. Off, 
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